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CONTROLLED DISTRIBUTION 











YOU CLOSE THE SALE 
YOU MAKE THE PROFIT 


CONTROLLED DISTRIBUTION —not a theory and 
a hope but becoming more and more an accom- 
plished fact. It clicks on the cash register of every 
retailer selling 1847 Rogers Bros. and Wm. Rogers 


& Son Silverplate. 


Retailers no longer have an incentive to chisel on 
prices—not under the International Silver Com- 


pany’s plan of Controlled Distribution. 


1847 ROGERS BROS. : 


Approved Wholesale Distributors sell our lines 
and they sell them only to legitimate retailers. 
Give close thought to this matter—it means a 
lot to you. Especially, as there are no faster- 


selling lines in the whole industry. 


~w The mark of the International Silver 
ae . Y . 
Lf Company . . . a guarantee of quality 


REG. U. S. PAT. OFF. 


WM. ROGERS & SON 


ORIGINAL ROGERS SILVERPLATE 
A PRODUCT OF THE INTERNATIONAL SILVER COMPANY, Meriden, Conn. 


iNEW YORK, 9-19 MAIDEN LANE + CHICAGO, MERCHANDISE MART - 


SAN FRANCISCO, 150 POST STREET - 


ST. LOUIS, AMBASSADOR BUILDING 


Ores. 1.S.CO. 








RETAILERS~IT’S 


HIGH TIME to take INVENTORY 


Or THE SILVERWARE LINES YOU STOCK! 








INVENTORY EVERY FACT 


al verwate 


HOLMES & EDWARDS INLAID OTHER LINE} 











Holmes & Edwards is inlaid with 


QUALITY | Sterling Silver at two points of a 


greatest wear. 





Holmes & Edwards Inlaid offers 


a Ja PROFIT 100% full protected mark-up. 


~~ 





Holmes & Edwards Inlaid is sold 
SELLING direct to the retail dealer only; no 
POLICY possibility of unfair competition. 


~~ 





: Holmes & Edwards Inlaid offers 
PATTERNS five active patterns, all of which 


are front line sellers. 





Holmes & Edwards Inlaid is 
ADVER- backed by one of the largest na- 4 


TISING tional advertising campaigns in H 
the field. 


pte 

















*ii iS The mark of International Silver Company —the world’s largest 
maker of silverware—the world’s largest advertiser of silverware. 
#REG. U.S. PAT. OFF. 


HOLMES &« EDWARDS INLAID 


“SOMETHING MORE THAN PLATE” 
THE DIRECT-TO-RETAILER LINE ...SOLD THROUGH AUTHORIZED DEALERS ONLY 


INTERNATIONAL SILVER COMPANY, HOLMES & EDWARDS DIVISION, Meriden, Conn. 
NEW YORK, 9-19 Maiden Lane CHICAGO, Merchandise Mart SAN FRANCISCO, 150 Post St. ST. LOUIS, Ambassador Bldg 
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A GREATER PAPER TO DO 
GREATER WORK 


Good news travels fast 
and in as intimate and friendly a trade as that of jewelry, the announcement of the 
consolidation of its two great mediums, THE JEWELERS’ CiRCULAR and THE Key- 
STONE caused favorable comment throughout all parts of the industry. Naturally 
curiosity has been evinced by people in all parts of the trade to see what sort of a job 
will be done by the editors in the new combination, THE JEWELERS’ CircuULAR-KeEy- 
STONE. All realized that there is something perfectly logical in this union. Both 
papers have served the jewelry industry for more than fifty years of effective jour- 
nalism, their paths are contiguous, their ideas mutual, and their aims an inflexible 
devotion to the jeweler. 

Welcome into the family of JEWELERS’ CiRCULAR readers is extended to that great 
company of jewelers who have month by month been readers of THE KeystonE— 
they will find much that they have had and much that they wanted in these pages of 
THE JEWELERS’ CIRCULAR-KEYSTONE. 

Competition may be the life of trade. But there is no competition in the work of 
increasing knowledge and in the training of men and merchants to use the tools of 
business with readiness and accuracy. In industrial publishing duplication is the curse 
of waste. This waste has been obliterated. 


When it is possible to take 


a good idea and multiply it in the minds of fifteen thousand men engaged in the 
jewelry business, we become equipped to do a superlatively good job in behalf of 
industry. Business has become so complex, due to increased waste action of business, 
that the business paper must serve the great function of simplifying “study of fact” 
in the trade. What the merchant needs to know from THE JEWELERS’ CIRCULAR- 
KEYSTONE is the origin, meaning, beauty, use and time-value of jewelry, gems, silver- 
ware, watches, clocks and gifts, plus the simpler and most effective ways of distributing 
such goods. When the jeweler reads THE JEWELERS’ CirCULAR-KEysTONE he does 
so in order to parallel his own experiences with what he reads, or to amend and adapt 
some one else’s experience to his own. 


l., the first issue of the 
consolidated JEWELERS’ CIRCULAR-KEYSTONE we begin the experiment of humanizing 
trade knowledge. We realize that the busy merchant must make his mental contacts 
with trade and trade practices through the printed page. So we accelerate the reada- 
bility of these pages with more effective illustration and color. 

Realizing fully our increased responsibility, we express the hope that we may enjoy 
the friendship and mental allegiance of retailer, wholesaler, importer and manufacturer 
in our new undertaking to help strengthen the moral courage of an industry toward a 
better service, a better profit and a better prestige. 


Dj Sctgav LUiLlanr 


Editor 





THE JEWELERS’ CIRCULAR—KEYSTONE 33 
for January, 1935 


WY 
W 
W 
WV 
W 
W 
WZ 
W 
W 


Pi 2 
Se wy 


“a 
ie 





LA 
~ 








44442. 
we GS 


te <<" 


OM A. 


cE» O72 
we to Ge 


A) 
~ 








Te Gh 
<n 
rs 


Ja Ze Ta CO 
AS Se . 
SS < ¥ Ss < 


gs 
WS 


I 
. 
~ 


SNANANANANANANZ 
ASASASC CAS 


WAM ANAAANAL 
DN AN ON ONAN 
PSE Qe GS 


a2 
aay < 


S32 


SEE 


Fe 
ZZ 
Ne 


74 


Ta FF CI 
—~ e¢= ~« 
S Ie Qe 


x 
‘4 


Ca 7a Da 
Sr 


oe La Ce an Dh 
o— =< << 
s “as <a: oe J 


a0 
“a= 


Za a Dh 
ot ef—< of < 0 = 
She ae aye Sy 


Dh 
Z 


Se f 
NJ 


SY 


—<« 


Dh 
cas 


Vv /R 
& 


Te 
SJ 


Ww 
4 





THE PLATFORM OF THE NEW 


OLLOWING on the lines we have followed for over six score 

years in aiding in every way the development of the jewelry indus- 
try, the NEW JEWELERS’ CIRCULAR-KEYSTONE now pledges to carry 
on the trade’s work with greater force than ever before. With our 
increased facilities, we expect to be of much more value in the future 
than in the past in educating all members of the trade, and among 
the many objects which we hope to*aid in accomplishing are the 
following: 


CO-ORDINATION of Code Administration in the various 
branches of the industry—that is, the integration of fair trade 
practices, provisions and terms that are the same for all com- 
petitive branches; and uniformity of definitions and descrip- 
tions. 


ELIMINATION of the retailing-wholesaler, as well as of 
the dishonest auctioneer and all other forces that undermine 
the ethical merchant and normal distributing structure of the 
trade. 


CORRECTION of corrupt bankruptcy proceedings and the 
establishment of a high standard of business morals. 


ENFORCEMENT of national and state stamping laws and 
the introduction of legislation in’ all states lacking such laws. 


REMOVAL of pernicious tax laws tending to divert dollars 
from the jewelry store to other lines. 


MORE effective control of crime, determined prosecution 
of the fence as well as adequate prosecution of the bandit, 
thief and burglar. 


EFFECTIVE distribution of information to the consumer 
to make people more conscious of better jewelry. 


DISSEMINATION of accurate publicity and press reports 
which will mean the protection of the trade against false and 
harmful newspaper and magazine stories. 


PRESENTATION of facts with regard to jewelry merchan- 
dising including scientific knowledge of gems and precious 
metals. 
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ASSEMBLING of facts of successful operating practices 
in the jewelry store and the establishment of standard methods 
of accounting and other retail merchandising procedure. 


SUPPLYING of knowledge of laws that affect his business, 
a knowledge of the tax laws and their definitions, a knowledge 
of the leading decisions that affect his relations to his creditors 
and competitors and of laws that relate to the responsibility 
of both bailee and bailor on a memorandum transaction, of 
the owner of abandoned property left with him to be repaired 
and, in fact, his responsibility in his relations and transac- 
tions with those from whom he buys and to whom he sells. 


EDUCATION of the jeweler as to the meaning of standards, 


the proper definition of quality in quality terms, the meaning 
of karat and silver marks and the laws protecting their use so 
that he in turn can present these facts to the consumer. 


PRESENT to the trade the factors that affect the price of the 
jewelers’ stock, conditions covering the price of raw material, 
whether gems or metal and the presentation also of all facts 
that he must know on which he can predict future changes. 


STIMULATION of trade marked and quality marked mer- 
chandise. 


COOPERATING with manufacturers in grading-up in qual- 
ity the products handled by retail jewelers throughout the 
country. 


CAREFUL watching of all national and state legislation 
attempted that is unfair to the jewelry industry and retards or 
is destructive to its further growth. 


MAINTAINING of a sentinel at Washington whose duty 
it will be to scrutinize all legislation having a bearing, directly 
or indirectly, upon the jewelry industry. 


STANDING four square for the promotion, growth and 
solidity of the jewelry industry in its every branch. 


IN FACT, the development of the jewelry trade to the point 
where more jewelry will be sold to more people in the right 
way, at the right price and for the right profit. 


5 Zh To Fn oe oe oe 
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The two sides of an annual 
profit-and-loss statement. 


SA jeweler writes: 


“Please tell me how to make out properly my annual 
profit-and-loss statement.” 

Here is the answer. Every profit-and-loss statement 
has two parts, a Financial Statement and an Operating 
Statement. The first shows exactly how the business 
stands at the end of the year; the second tells what the 
business did during the year. 

In fact these two statements are simply two ways of 
arriving at the same answer (see Chart A). It is evident 
that if we made $2,800 operating profit (gross margin 
minus expenses) our net worth should show an increase 
of $2,800, provided no dividends have been drawn. Con- 
sequently if our two statements fail to agree then some of 
our figures are incorrect. 

But just what is “Net Worth?” It is the difference 
between total assets and total liabilities. The amount 
of invested capital is not indicated by the Net Worth 
figure. Rather, Net Worth tells what we have to show 
for our capital. Chart B shows in detail the method of 
figuring Net Worth. 

Passing over now to the Operating Statement, we may 
ask just what gross margin is. It is the difference be- 
tween the total sales and the cost of the goods sold. But, 
ah, that little item, cost of goods sold, is a stumbling 
block which trips up many a retailer. Chart C shows 
the one and only way to figure it. 
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Photo by Ewing Galloway, N. Y. 


In reality the term, “cost of goods sold,” is a misnomer. 
But since it is the phrase commonly used in ordinary 
accounting practice we should all be familiar with its 
true meaning. 

In our day-to-day merchandising we think of the cost 
of goods sold as simply the invoice prices of the various 
items. Right. But it is incorrect to add up those daily 
“costs” to find the “cost of goods sold” for the year. 

Why? Because the final “cost of goods sold” must 
include also all losses by theft, all stock shortages and 
all damage or depreciation on the goods still in stock. 
In other words it represents the total amount of “‘cost 
value” which has gone out of the stock that year in any 
way whatever. Just follow Chart C and the answer will 
be correct. 

The past year has witnessed much discussion about 
what constitutes the “cost” of an article. The N.R.A. 
has ruled that “cost” means “net delivered cost.” Con- 
sequently the word “purchases” on the second line of 
Chart C means “invoice price plus express and parcel 
post, minus discounts actually taken.” Incoming trans- 
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portation charges are no longer to be considered an item 
of expense but a part of the cost of the goods. 

Now about expenses. You will have to pardon a little 
sermon here, for I can’t keep from moralizing a bit over 
the fact that many a jeweler who knows his silver and 
gold from A to Z still fails to make money because he 
deliberately refuses to include all his expenses in the 
expense list. ‘Thus he makes his figures deceive himself, 
whereas operating figures should be considered a very 
sacred matter, to be handled so they will tell the strict 
truth at all times. 

Meaning what? Below are listed some of the items 
which are quite often left out of the expense list in a 
‘mistaken or thoughtless effort to boost the profit showing. 
Every one of them must be included in the expense 
account. 

Proprietor’s salary. A reasonable salary for the pro- 
prietor is just as definite a “cost of doing business” as any 
other expense is. This salary should be considered as pay 
for the work he does. It is the earnings of the proprietor; 
profit is the earnings of the business. 
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By MURRAY C. FRENCH 


Bad debts. Suppose, for example, a certain $10 ac- 
count has become uncollectable. Of course it will not 
be added into the accounts receivable. Then at the same 
time the expense account must show $10 listed as bad 
debts, otherwise the two sides of the Chart A statement 
will not balance—and the figures will lie. If the account 
is simply torn out of the ledger and thrown away then 
the year’s operating statement will show a $10 profit 
which does not exist. 

Fixture depreciation. This too is an actual, definite 
cost of doing business. It must be listed in the expenses 
every year or the figures are deceiving. The usual amount 
is ten per cent of the original cost. If fixtures are de- 
preciated $300 this year in the assets, then the expense 
list also must show a $300 charge for depreciation or 
the statement will not balance. A statement that doesn’t 
balance is not worth a—a thing. 


Opening Inventory.....++++++ $32,000 
plus Purchases During Year....---_ 45,6 


’ 
minus Closing Inventory....+++++++ 30 
équals Cost of Goods ~ FRO 
Retail Sales for Year... --- $80,000 100.0% 


ninus Cost of Goods Sold...eereeces oo P 
equals Gross Margin...-.+--. 





eeeeveeee , “5 








CHART C 
The method of finding Gross Margi 


Rent. Even though the jeweler owns the building, his 
jewelry business must nevertheless be charged with a 
proper rent (and this item must include all interest, taxes, 
depreciation and upkeep that belong to the building). The 
concern’s real estate operations must not be mixed up with 
its merchandising operations or again the figures will be 
meaningless. 

The point is this: Nothing in business is more dangerous 
than an expense list that neglects to include all expenses. 
It is likely to result in a “profit showing” year after year 
—with nothing in the bank to pay the bills. 

Then at the bottom of every expense account is that 
tricky little item called ‘‘miscellaneous expense.” We will 
do well to subdivide this item into as many classifications 
as possible in our daily entries during the year. Thus we 
can put our finger on the leaks that need to be stopped up. 
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-P. BUFORD 
HARRIS 





om of the paramount 
problems of the credit jeweler is the collecting of past 
due, or delinquent accounts. ‘Those accounts that cut 
into the profits, increase the overhead. What jeweler 
does not have them? What credit man does not spend 
sleepless nights trying to devise ways and means of col- 
lecting them? 

I have been privileged to view many credit systems. All 





have strong points; all have weak points. All have vary- “For example, here is a customer whose purchases one 
ing degrees of success. But those having a personal year ran over $500. On Jan. 1, a big percentage of this 
touch, and a spark of kindness and understanding, tem- was still on our books. Knowing that the account was 
pered with a bit of firmness are, I believe, more satis- a good one, we elected not to push him, but to send a 
factory on the whole. statement on the first of each month. Four months passed. 
One credit man, who in one year collected 98 per cent We had sent him four statements but had not received 
of all accounts due and payable, says: a payment from him, or made another sale to him. 
“Collecting past due accounts is no more difficult than “Here, I said to myself, is an account that is inactive. 
collecting ordinary accounts, if one goes after them in No matter how influential the man, such an account can 
the proper way. Our accounts are all open and, as a not be profitable. So, instead of the customary statement, 
rule, are with people who can pay. That makes collec- I sent a letter, calling his attention to the fact that he had 
tion more difficult, for they who can pay are usually the not made a purchase from us in some time. Briefly, I 
hardest from whom to collect. Because they can pay, asked him to keep his account active, explaining that we 
and because they know that we know they can pay, they do not care if a man never actually pays up, so long as he 
are more or less careless about doing so. They feel that keeps buying and keeps paying. Another thirty days 
they will not be pushed. All too frequently this is true. passed, however, without a response. ‘Then I decided on 
But our policy is: collect first from they who are most a little plan all my own. I had tried it many times be- 
able to pay. fore and have tried it many times since. It nearly always 
“For a long time we were inclined to be easy with the gets results. 
well-to-do customer. A little investigation, however, “T sent this man a statement for $200 more than the 
showed us that this was not only unfair to all concerned, amount of his indebtedness. ‘Two days later he came 
but was losing us much business in inactive accounts. in very much excited and demanded an immediate ac- 
38 THE JEWELERS’ CIRCULAR—KEYSTONE 


for January, 1935 








PI SAME AR 

















THOSE DELINQUENT 
ACCOUNTS 


counting. Innocently, I asked the trouble, and he pro- 
duced the statement. Only a moment was required to 
produce the balance sheet and show him his true balance. 
The other $200, I pointed out, was a mechanical error 
in making the statement. Apologies were forthcoming 
from both sides. He remarked that, now he was here, 
he might as well pay up, gave a check for the full amount, 
and before leaving the store made other purchases amount- 
ing to nearly as much. The purpose of that $200 error, 
or course was to get the customer interested enough to 
come in and learn the exact condition of his account. 
This accomplished, the chances were about ten to one he 
would make the necessary arrangements.” 

Despite the fact that open accounts are unsecured, the 
loss is seldom so great as that of secured accounts. Al- 
though the open account customer is sometime slow, he 
is seldom unwilling or unable to pay. This is not always 
true of installment buyers. I am not speaking, be it 
understood, of the thousands upon thousands of installment 
buyers who are as honest and as worthy of trust as any 








living human, but of the dishonest minority who take 
especial delight in preying on installment houses where 
credit is easy and investigations are seldom made. Every 
installment house has them. But diligent credit men and 
strict credit regulations—should I say uniform credit 
regulation ?—<can keep losses to a minimum. 

The credit man in one large installment house says: 
“Regardless of the system of dispensing merchandise, the 
real task is collecting for it. A personal touch in all 
business dealings and correspondence goes a long way to- 
ward getting results. Someone has said that any system 
is good if it gets the money. This is not always true. 
Collecting, at its best, should do four things: (1) Pro- 
mote a major department; (2) Create good will; (3) 
"Establish prestige; and (4) get the money! If it fails 
to do any of these, it falls short of its purpose. Perhaps 
you don’t see how a collector can create good-will, but 
he can. 

“Take this store here, for example. When I came 
here to take charge of credits, I found things in the same 
condition as many other stores. ‘Thousands of dollars in 
accounts that were from two months to two years de- 
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linquent! Some had made purchases and had never made 
another payment. Others had made a few payments and 
stopped. All were so far delinquent as to make collec- 
tion doubtful. Nevertheless, we set ourselves for the 
task. Our slogan was ‘The Man Who Gets the Honey 
Doesn’t Fight With the Bees,’ as Bruce Barton so aptly 
phrases it. And we were out to get the honey. 


“S; 

ince we cater to 
the installment business, we were faced not only with the 
task of selling to those who are unable to buy, but of 
collecting from those who are unable to pay for former 
purchases. This is inevitable, for during periods of re- 
trenchment, the installment buyer is more severely hit 
than any; the working man being first to feel the ax of 
economy. And the working class constitutes about 85 per 
cent of the installment jeweler’s clientele. To demand 
payment from the unemployed would be foolish. They 
have no money. Still, we must have money to meet our 
current expense. Therefore, we insist on payment from 
such customers as can pay. 

“We are lenient with the customers who notify us 
when they are unemployed, but we keep in touch with 
them and usually know when they go back to work. The 
following letter is typical of one which we send customers 
who have been unemployed but have again obtained em- 
ployment. 


‘Dear Sir:— 
We are delighted to learn of your new connec- 
(Turn to page 60) 
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Better Christmas Sales 


S this issue goes to press, reports 
throughout the whole country 
indicate an excellent and substantial 
increase in the Christmas business of 
the retail jewelry trade. In fact, al- 
though complete details are not yet 
available, it would seem that the 
Christmas trade came back to the 
jewelers to a greater extent than they 
have enjoyed for the past five years. 
For a long time the sales of cheaper 
lines of jewelry, watches and silver- 
ware Have been increasing, but one of 
the most interesting facts of the holi- 
day trade was that during the last 
week or two the larger jewelers re- 
ceived more inquiries for finer gems 
and expensive jewelry than they have 
had for a long time. Though it came 
late, the business of the fine Fifth 
Ave. jewelers in New York and some 
of the big houses in other cities, be- 
came sufficiently pronounced to indi- 
cate that again the rich people are 
opening their pocket books to pur- 
chase articles of real artistic merit and 
value. This tendency is one of the 
most encouraging aspects of the 
Christmas trade, meaning that pros- 
pects for the beginning of 1935 are 
better than we have had for a long 

time. 

q¢ 4 


Prices Are Rising 


ITH the opening of the New 
Year all signs indicate an in- 
crease in prices in the articles that are 
made and sold by jewelers. Already 
there is an announcement of an in- 
crease in silver prices, while for some 
time past the prices of diamonds have 
been quietly but steadily advancing 
due, directly to economic and business 
conditions in the diamond centers and 
indirectly to the fact that assortments 
in the hands of cutters and importers 
have been smaller than ever before in 
our history. Now that the people of 
the country are again looking for fine 
gems and fine jewelry, the scarcity 
of the number of fine gems will re- 
sult in a steady increase in the price 
from the importer to the manu- 
facturer and to the retailer. 
Retail jewelers start this year with 


very small stocks and those who wish 
to take advantage of the public de- 
mand in the next few months must 
augment the amount of merchandise 
which they will show. The intelli- 
gent and far-seeing dealer will realize 
that the sooner his new stock is pur- 
chased, the better will be the prices 
he pays as conditions look to price 
increases on almost all his fine lines. 
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—May | take this opportunity to wish all of 
our good friends in the jewelry, watch, silver 
and kindred industries a happy and prosper- 
ous New Year. 

—The past few years have been trying ones, 
to say the least, for most of us. 

—But the American spirit is like the little 
toy soldier (with the lead base) we used to 
play with as children; knock him down as 
many times as you will, he always springs 
back as cocky as ever and with a cheery 
grin on his face. 

—There’s an old saying that ‘a new broom 
sweeps clean.” 

—May this New Year swing a mean broom 
that will clean away all our fears and mental 
cobwebs, so that we can make a fresh start 
at what may be the beginning of one of the 
world’s most fascinating eras. 

—Here’s hoping! 


* President. 














What Tax Will We Favor 


ORK has already been begun 

both by the committees and in- 
dividuals in the jewelry trade to edu- 
cate the government officials and 
some of our national legislators on the 
harmful effect that the 10 per cent 
excise tax has produced throughout 
the jewelry industry generally. The 
fight to eliminate this tax and to put 
the jeweler in the same position as 
those in other industries will be con- 
tinued. . 

Congress, however, must provide 
for adequate taxes and the question 
may come back to us as to what form 
of taxation will prove adequate to 
the government’s need and at the 
same time, be least disastrous to the 
jewelry trade. We must be taxed, 
but how? We may have to consider 
the question of whether we will sup- 
port a general tax on sales for con- 
sumption and use of 3 to 4 per cent 
(collected through the retailer) or an 
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even smaller tax on gross turnover, 
to be paid by all handlers of merchan- 
dise, from the raw material to the 
final sales to the public. 

What will the jewelry trade's 
answer be to the above? How far 
will they have their committees advo- 
cate either of these propositions? 


$4 4 
1933-34 Marriages 


HE number of marriages in the 

country has always had a distinct 
effect upon the business of the retail 
jeweler and sales have increased as 
the weddings grew in number. Pro- 
gressive members of our trade have, 
therefore, followed with deep interest 
the statistics that have appeared from 
time to time as to marriages in the 
state and nation, and particularly 
those relating to the big cities. For 
some time past this information has 
not been compiled as it was in the 
past and even the Department of 
Commerce has discontinued the sta- 
tistics which were available until a 
few months ago. 

At the request of a number of 
members of the jewelry trade, some 
prominent advertising agencies and 
students of domestic life and economy, 
THE JEWELERS’ CiRCULAR - Key- 
STONE made a survey of 1933 and 
the first half of 1934, and by orig- 
inal statistics obtained from local bu- 
reaus, has been able to show, for 
the first time, not only the total of 
marriage licenses issued by the 43 
largest cities of the country, but also 
the statistics of each by 12 months 
of 1933 and the first six months of 
1934. This table appears in another 
page of this issue. 

The table and its detailed figures 
will prove of value in many ways to 
jewelers who have developed their 
business on the lines of wedding and’ 
engagement presents. It will give to 
those dealers in the various cities 
named, a clear idea of the proportion 
of marriages, month by month, and 
indicate the time when their wedding 
present sales propaganda should be 
most strongly stressed. 

The distribution of licenses in 1933 
and 1934 shows that June is still the 
leading bridal month. 
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THE ROOTS OF SERVICE THAT PRODUCE SUCCESS 


hw success of great companies and institutions of the world, like the size of the giant trees of the forest, comes 
from no mushroom growth. We know now that the strength of all comes from roots—old roots, large in size, that 
go down through the past ages drawing support from deep ground. 


In the jewelry trade, two great publications, both trade institutions, have worked with and for the jewelers in the 
interest of the industry’s national prosperity for many years, i.e.: The Jewelers’ Circular, founded 65 years ago, and 
The Keystone, which first established as a house organ in 1881, later became a great independent monthly organ of 
the trade. With the combination of these two papers, beginning with this issue, the jewelry trade now has not only a 
super-magazine in the way of educational lines but one which can and will work for all parts of the industry to a greater 
extent than was possible in the past. 


The Jewelers’ Circular, the first jewelry trade magazine, alone had four roots with careers devoted to trade service. 
Chronologically they were: the American Horological Journal, founded in 1869 and later merged with The Jewelers’ 
Circular, founded in 1870, The Jewelers’ Weekly, founded in 1885 and The Jewelers’ Review, founded in 1887. The 
Jewelers’ Circular could claim many other roots of interest, for it practically continued the work of various other papers. 


Therefore the basis of the work of the new magazine formed by The Jewelers’ Circular and The Keystone covers a 
service that goes back to pioneer days in our industry and reflects the work of all our earlier publications, multiplying 
in many forms the educational work on trade subjects and trade development that has been done in the past. 


With the support of the united industry, we expect to greatly aid in all efforts that will bring back dignity and 
prosperity to the jewelry industry. The movements for which we have pledged our help are outlined briefly in the 
Prospectus summarized on pages 34 and 35. 
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NOW iis the time to MODERNIZE 


Federal Housing Act Will Help Finance Needed 
Improvements in Jewelry Stores—Attractive Stores 
Draw Trade 


Mew many of you 
jewelers would like to renovate your stores? If you 
would, and haven’t the money available, you can borrow 
from $100 to $2,000 for that purpose from one of your 
local banks through the aid of the Federal Housing Ad- 
ministration. 

This renovizing job can be done under what is known 
as Title I of the Housing Act. Just as this is written 
Title II is being forcibly brought to the attention of the 
public. That deals with new building. However, the 
money is to be used for new dwellings and not for stores. 
At one time it was thought that this Title would be 
broadly construed by the housing Administration so that 
if a jeweler wished to live above his store he would be 
able to get a loan not to exceed $16,000, but the Ad- 
ministration is “discouraging” such loans and in fact it 
is quite possible that there will be an absolute prohibition 
against any such loans. 

Insofar as renovizing loans are concerned, there are 
conditions to be met. They are, briefly: you must own 
your building or have it on a long-time lease; you cannot 
be in arrears in taxes; and you must prove yourself a 
satisfactory credit risk. 

Then you can receive the money easily and quickly and 
at an interest and service charge of not over five per cent. 

The jeweler is definitely included in the plans of the 
Federal Housing Administration. If Washington predic- 
tions come true, the movement of store modernization will 
receive a tremendous impulse through this new aid—and 
thousands of jewelers will have renovated their stores 
within the coming year. 

How much or how little the jewelry business of the 
United States is going to borrow for renovating its 
stores depends entirely on the industry itself, according 
to officials of the Federal Housing Administration. 

Any jeweler wanting to renovate his store may apply 
for from $100 to $2,000, with the latter being the 
maximum, depending on his income, for improvements 
on any one piece of property. A like amount may be 
borrowed in connection with not more than five pieces of 
property, with a maximum of $2,000 on each. Approval 
of the Housing Administration at Washington must be 
obtained by the lender in advance for loans on more 
than five properties. 

Any jewelry property owner, individual, partnership 
or corporation, with a regular income from salary, com- 
missions, business or other assured source may apply 
for a loan to any national or state bank, trust company, 
savings bank, industrial bank, building and loan associa- 
tion or finance company approved by the Federal Hous- 
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be used for permanent property improvement. 












































ing Administration, or to a contractor or building supply 
dealer. It is not necessary to be a depositor in the 
financial institution consulted. 

It must be clearly understood that the jeweler is not 
borrowing from the government. Notes may run for 
any number of months or from one to three years, but 
notes extending from 37 months to five years may be 
submitted to the Housing Administration by financial 
institutions for special consideration. 

The only security to be required is that you have an 
adequate regular income and a good credit record in 
your community. 

It will be necessary for the jeweler to give assurance 
that he owns the property, that the annual income of 
the signers of the note is at least five times the annual 
payments on the note, that his mortgage, if any, is in 
good standing, and that there are no past due taxes, 
interest or liens against his property. Also it will be 
necessary that he use the proceeds of the loan solely for 
property improvement. 

It is the intent of the Administration that the money 
In the 
case of a store there is a border line of what constitutes 
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a “property improvement.” On inquiry from the Admin- 
istration, we are told anything that is built-in or affixed 
in the store is considered a property improvement, but 
any movable equipment is not so considered. 

It is apparent, then, the money can be secured and 
used for painting, renovating or remodeling of premises, 
new front, new lighting or heating installations, wall or 
ceiling decorations, built-in or affixed shelving, displays 
and counters, new floors or affixed floor coverings, built- 
in air conditioning system and other built-in or affixed 
equipment. Such items as trucks and other movable 
equipment are not included in the plan. 

Your local bankers will, of course, use their own dis- 
cretion to some extent, and under favorable conditions 
may advance loans for purposes not enumerated above. 
Bear in mind it is the wish of the Administration to 
have as many merchants as possible use these available 
funds at once so as to increase employment and promote 
general business. So do not hesitate to explain the full 
details of your situation to the lending bank or bankers. 

Officials of the Housing Administration state that 
signature of the property owner will be required, and 
if the individual is married, the signature of the wife 
or husband. No other co-signers or endorsers are re- 
quired. Provision is made that the financial institution 
making the loan may not collect as interest, discount or 
fee of any kind a total charge in excess of an amount 
equivalent to $5 per $100 of the original face amount 
of a one-year note, deductible in advance. 

The Housing officials give the following as an illus- 
tration. If you need $285 for improvements to your 
store, you might sign a note for $300 payable in 12 equal 
monthly installments. In this case the note would not 
bear interest, because the maximum charge permitted 
($15) would be included in the face of the note. If you 
borrow a larger amount, or if you repay in equal monthly 
installments extending beyond one year, from 13 months 
to three years, the total charge permitted would be at 
a proportionate rate. No other charges have to be paid. 

It is stated by officials of the Housing Administration 
that this cost, compared with ordinary 60 or 90 day bank 
loans, is higher. However, compared with the same type 
of loans payable in monthly installments, it is much 
lower than heretofore available. The reduced cost is 
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made possible because of the government insurance to 
the financial institution making you the loan. 

The note you make is paid for by making regular, 
equal, monthly payments until the note is paid in full. 
No restrictions will be made on the borrower as an 
owner to use any specified materials. You can employ 
any methods of+-construction you desire provided they 
meet with the approval of the lending agency if this 
agency is interested. 

Provision is made also that the note may be paid in 
full at any time before maturity. A reasonable rebate 
will be allowed for prepayment, if charges have been 
collected in advance. 


I, is pointed out 
that more than one installment payment can be made at 
a time if it is desired, but such payments should be in exact 
multiples of the agreed payments, that is, if the monthly 
payment is $10, advance payments must total $20 or $30 
and not odd sums like $18 or $25. 

Makers of the notes must not permit their payments 
to fall in arrears. If a payment is more than 15 days 
late, the financial institution’s expense, caused thereby, 
may be reimbursed in part at the rate of not more than 
five cents per dollar for each payment in arrears. Per- 
sistent delinquency will make it necessary for the finan- 
cial institution making the loan to take proper steps to 
effect collection in full. 

A merchant under the right conditions may be able 
to make improvement beyond the cost of the money bor- 
rowed. Suppose a merchant has $1,000 available. But 
the improvements he wishes to make, including the pur- 
chase of new movable equipment, may cost $2,500. He 
can possibly secure a loan of $1,500 to make the property 
improvements and use the $1,000 he has available to 
purchase the movable equipment. Thus he will be en- 
abled to make a $2,500 improvement with a $1,500 loan. 

“Now is the time to make these improvements,” says 
the Housing Administration. “The National Housing 
Act was designed to help you improve your property and 
increase its value and usefulness. Through one of the 
simplest and most reasonable systems of financing ever 
devised, the Act makes it possible for you to make de- 
layed repairs and improve surroundings.” 





A view of the interior of the new store of Galt & Bro. looking from the front. 
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Sentiment must not 
interfere with progress. That’s the story of our move in 
a nutshell,” said William H. Wright, president of Galt & 
Bro. “One must have good reasons for moving an old, 
well known jewelry store. Galt’s was established in 1802 
and has conducted its business since 1868 at 1107 
Pennsylvania Ave., Washington, D. C.” 

“During this long span of years,” Mr. Wright called 
to our attention, “the firm has numbered among its 
patrons nearly every President from Thomas Jefferson; 
members of the Cabinet, Senators and Representatives 
of Congress, Justices of the Supreme Court, and members 
of the Diplomatic Corps, as well as those most promi- 
nently identified with the political and social life of the 
Nation’s Capital. In many instances, the patrons represent 
an unbroken line of distinguished ancestry dating back to 
the time when this country was in its infancy. The 
imprint of the firm appears on a vast number of articles 
valuable both intrinsically and historically, relics of by- 
gone days and of men prominent and distinguished in 
history.” 

Explaining their recent move to 607 Thirteenth St., 
Mr. Wright continued: 

“Even our most faithful old friends would buy small 
articles in other stores to save time, but if we were next 
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door or in the next block they’d come to us. We want 
that one to five dollar business and we shall make it 
clear to both old and new customers that we do. We are 
carrying prices in the windows although we never have 
done this before. Men, in particular, like to be saved the 
embarrassment of asking the prices on moderately priced 
articles.” 

Some months ago Mrs. Woodrow Wilson, owner of 
Galt’s (her first husband was Norman Galt), withdrew 
her interest, presenting the name and goodwill to a group 
of her employees. Mr. Wright, president, has been con- 
nected with Galt & Bro. for 45 years. E. L. Violand, 
vice-president, has been associated with the firm for 29 
years, J. J. Preller, 28 years, and P. F. Taylor, 15 years. 
Many years of training have given these men a breadth 
of selling experience and an intimate knowledge of all 
pertaining to the jewelry business. Knowledge, combined 
with courtesy and dignity built this store’s prestige. 

“We advertised our new location in terms that are 
clear to the residents of this city,” Mr. Wright explained. 
“It is necessary in moving definitely to orient yourself. 
We did not say the Homer Building for few women 
know the names of even the largest business blocks. Not 
just 607 Thirteenth St., as that to many means figuring 
up where 607 would be, but ‘607 Thirteenth St., be- 
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tween F and G Sts.’ places it immediately in everyone’s 
mind. A short block connecting our two long shopping 
streets and midway from both ends.” 

“A jeweler has many things to consider in store loca- 
tion,” continued Mr. Wright. “In this city the shopping 
crowds are on F and G and all connecting streets. The 
car lines crowd Fourteenth St., and the many bus lines 
block Twelfth St. Pedestrians and private cars both 
favor Thirteenth St., as it is wide and inviting.” 

Speaking from his many years of experience with one 
of the largest jewelry stores in town, Mr. Wright believes 
that most jewelers feel they could do so much more busi- 
ness if they could occupy “the busiest corner in town.” 
Doubtless they could. But a large business does not 
always mean large profits and the busiest corner does 
mean a large rent. Many a jeweler’s rent towers among 
his overhead figures and is out of all proportion to his 
profits. 

A store you are going to drop into for a spool of thread 
or a toothbrush must be very handy, but if it’s silverware 
or jewelry you want you'll go a block or two, providing 
it’s on your accustomed shopping path, to a store where 
you can purchase your gift in a box bearing a quality 
name in your city. “Don’t try to beat the department 
stores at their own game,” explained Mr. Wright, “stress 
quality and price and strive to have your name uphold 


“After 66 years in the sa 
ing we abandoned our 
luctantly but we foun 
customers were comi 


the highest standards and the best traditions of the in- 
dustry. With all these reasons in mind, Galt’s has selected 
its new location.” 

“We will have to practice economy of space,” admitted 
Mr. Wright, “as we are leaving a large old-fashioned 
four story building. But after all customers are uncon- 
cerned about extra space behind the scenes if merchandise 
and prices are satisfactory. In the end we will benefit, 
as we will not have so much to keep clean and painted. 
As for our stock, a more careful arrangement and one 
tray, say of cuff links, instead of four in sight and the 
rest right at hand under the case. Our engraving and 
watch repairing department occupy space upstairs in the 
office building, near at hand and connected by telephone.” 


tie new home 


is a clever combination of the modern and the ever-new 
antique. The store is of early American design. To 
break the height of an 18 foot ceiling there is a 10 foot 
wainscoting of natural pine with irregular width boards, 
knots and all, which results in enhancing the beauty and 
simple lines of the mahogany wall cases. These are 
spaced in groups of three, the slightly taller center one 
following a colonial pattern. Natural pine is also used 
for the balcony and the well arranged offices at the rear. 

(Turn to page 61) 


Artistic window display of fine silverware at the new Galt store 
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rd ERE is a plan that was used by a western retail mer- 
chant to secure new customers and increase business, 
He featured “Alphabet Month” for 26 days. 
On the first day of the month any customer whose first 
name began with “A” was allowed to purchase articles 
at a substantial discount. Customers having names be- 
ginning with “B” enjoyed the same right on the second 
day, and so on through the alphabet. Display cards in 
the show windows and in the store announced the letter 
for each day and the plan was featured in local news- 
paper advertising. 
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SIGN reading “31,536,000 times your watch beats 
every year. Don’t you think it time that you 
had it cleaned ?—We do expert cleaning and repairing” 
was shown in the window of Foust & Nelson, Chicago 
jewelers. It increased watch cleaning and _ repairing 
business over 50 per cent, it was reported. But that was 
only part of the exhibit. An enormous tubular magnify- 
ing glass was suspended in the window. Behind it, 
with the rear cover taken off, was the back of a watch. 
Looking through the magnifying glass, the passerby saw 
the watch ticking away, magnifying every part many 
times. ‘The real “puller” is the 31,536,000. The person 
on the street believes that the watch is magnified that 
many times. 
* ¢ 
DISPLAY window showing a smashed watch sur- 
‘rounded by new watch attachments was used 
recently by a western jeweler to promote the sale of 
watch bracelets. The watch had been brought into the 
store by a customer who had found it on a trolley track 
wrecked beyond repair. Examination showed that the 
bracelet had become unfastened and the watch probably 
fell unnoticed from the wrist of the wearer. A placard 
in the window told the story of the smashed watch. 
During the time of the display salesmen made a special 
effort to sell new attachments. 


* ¢ 
HE Hertzberg Jewelry Co., San Antonio, Texas, co- 
operated in a recent Foods and Fashion Exhibition 
with a comprehensive display of china, glassware and 
silver arranged to give San Antonio women an insight 
into the accepted modes for table service for all social 
occasions. ‘The company displayed two tables, one ar- 
§ for a formaf dinner. Leatha Evans Hardwick, 





These merchandising suggestions tell you 
them during January. 
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10UX CITY, Iowa, jewelers @operated with other 
merchants recently in an interesting Shopping Bag 
idea with good results. A larger cooperative advertisement 
was run in the classified advertising section, with adver- 
tising copy set up in the form of want ads. This was 
in general conformity with the classified setup. 
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EGISTERING the-wedding ring as well as the dia- 


mond engagement ring is an effective safeguard of 
customers of Zell Bros., Portland, Ore. In registering 
the wedding ring, there is placed in the hands of the 
bride a written guarantee and record to be preserved 
along with such prized possessions as the certificate of 
marriage itself. “The system in vogue provides the ring 
with a pedigree, and substantiates in photographic and 
documentary form the guarantee of the store salesman. 
The Zell system is believed by the store to be ‘““The most 
effective safeguard to good value in jewelry buying yet 
devised.” Exact descriptions of the wedding ring as well 
as engagement rings are upon the backs of photos. 


¢ 4 


HE W. P. Cart Co., Charleston, S. C., has been con- 

ducting a campaign to interest young people in the 
products sold in a jewelry store. W. Porter Cart got in 
touch with two of the large schools and suggested that 
a class be sent to the store each day. A teacher ac- 
companied the class on each visit. The students were 
shown fine silverware including tea sets, cake baskets, etc., 
and were told how these pieces are made. ‘They next 
visited the antique department where old English and 
American silverware is displayed. ‘The old pieces were 
compared with modern products. The same plan was 
carried out with jewelry and the students given op- 
portunity to ask questions. 
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* E will submit gratis, jewelry designs for adorning 

any of your new Easter gowns.” Such was the 
text of a showcard which appeared last year in a very 
effective Easter window of the Syman Bros. Jewelry Co., 
Denver. Beside the showcard was a beautiful new 
spring gown and samples of jewelry which would “set 
it off” to best advantage. As professor of historic art 
and design at the Denver Art College, Manager Capt. 
Ted Syman has made an extensive study of the use of 
jewelry, and he employed his knowledge of the subject 
in working out designs for jewelry to complement the 
gowns brought in by numbers of women. 




































of methods that have been used by other jewelers to increase sales. Try some of 


Ideas that have helped others may aid you. 
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HERE’S an old saying that everybody talks about the weather but no one does 
anything about it. , 
There comes, however, about once in a blue moon the preacher who practices what 
he preaches. Occasionally we find someone who really believes the doctrines he passes 
on to others. 
In the consolidation of these two great publications, THE JEWELERS’ CIRCULAR 
and THE KeEysToneE, we find the consummation of what both these publications have 
long preached. 
For a number of years I have urged upon retailers, wholesalers and manufacturers 
the advisability of studying well the possibility of merging with some retailer, whole- | 
saler or manufacturer, having in mind the strengthening of their own positions in the 
way of lessening of operating costs, insuring the future and, last but not least, being 
in a position to serve to the greatest degree those who depend upon them for a maxi- 
mum of service. 
I’m sure that the industry at large will welcome with much enthusiasm the consoli- 
dation of these outstanding publications which have for over half a century been such 
an influence for good in this industry—the industry which should be able to boast of 
having the finest business publication of all industries. 
The facilities of both Tur JEwerers’ Circutar and THe Keystone will be 
combined to the extent that the best of each of them will be welded and further 
developed to the end that the industry may greater profit and grow through a well 
directed policy. 
If it be true that a nation is judged by its architecture and its literature, is it not 
true that an industry is best judged by its business paper? I think we will all agree 
on the contention that it is. 
For many years I have labored in the field of jewelry. To me, the industry has 
been an obsession. What with an intimate acquaintance among all branches of the 
industry, an intensive study of its economics and research which included visits to 
Kimberley, to Amsterdam, from the American watch centers to Switzerland and from 
cities and towns by the thousands in this and other countries that I might have a more 
keen insight into the conditions and problems that to a greater or less degree confront 
all types of retailers, wholesalers and manufacturers, I was convinced that what this 
industry in this country needed most was a publication fully equipped not only to pub- 
lish advertisements but to render a real service to the industry at large. 
There will be found in this issue a platform upon which THE JEWELERS’ CIRCULAR- 
KEYSTONE will stand. Personally, I believe that the platform conceived covers to a 
great measure the activities that a virile publication must pursue if it is to serve. 
It has been great fun to work with the jewelers and it has brought me much happi- 
ness and, at times, many sad moments. The passing of old friends and many of the 
fine old institutions has been a deep regret to me, but I believe that those of us who 
still have a bit of optimism and faith in this grand industry and country of ours can 
see the clouds parting and see an era of prosperity approaching, the like of which this 
country has never known. 
It is reasonable to suppose that at least sanity will prevail and that out of the 
tragic five years that have passed a wealth of knowledge will have been gained, all of 
which should assist us in good measure in guiding our activities in the future. 
May the New Year bring to you and yours a world of happiness, good health and 
\ 


Vice-President. 
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TURN THEIR GIFT MONEY 
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Ww not increase your holiday business even 


after the season is past, by reminding your 
customers to buy Jasting articles with their gift 
money? Show the new Wadsworth belt buckles, 
tie clasps and collar clasps. These are the gifts 
that men buy for themselves. 


Point out the graceful beauty of the tie clasps... 
the delicate engraving of the belt buckles . . . the 
patented non-slip feature of the collar clasps. Then 
wrap up the sale by showing that Wadsworth ac- 


cessories are made of hardened Sterling Silver— - 


more resilient than any other now in use. They’re 
lasting reminders of the happy thoughts behind that 
gift money! 





The Wadsworth Watch Case Company, Incorpo- 
rated, Dayton, Kentucky. Offices: New York, 20 W. 
47th Street; San Francisco, 150 Post Street; Chi- 
cago, 35 E. Wacker Drive. 


eee 


wt 00 ove meat 


Center: Matched buckle and tie clasp set, in fine satin- 
lined gift box. Price to the consumer, $6.50; in 
Natural Yellow Gold Filled, $9.00. 


Bottom: Smart Sterling silver belt buckles. Price to 
the consumer, $5.00; in Natural Yellow Gold Filled, 
$6.75. 

Right: The newly designed Wadsworth tie clasps are 
long and graceful. Price to the consumer, $1.50. 


Left: Wadsworth collar clasps incorporate a patented 
non-slip feature. Price to the consumer $1.00. 


Accessories for men 





Wadsworth 
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ARNSTEIN Bros. & Co. 
DIAMONDS 


608 Fifth Avenue 


New York 


LONDON 


AMSTERDAM 
AUDREY HOUSE, ELY PLACE 


2 TULP STRAAT 
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PRECIOUS and SEMIPRECIOUS 
STONES IN 1933* 


BY SYDNEY H. BALL, for Bureau of Mines 


was also published in THE JEWELERS’ CIRCULAR. 





(Continued from the December Issue) 


DE BEERS Consolidated Mines, by far the most important 
unit of diamond production, Premier, New Jagersfontein, and the 
other underground (“pipe”) mines of South Africa were shut 
down during the year, but most of them bettered their financial 
position through sales of stones on hund. New Vaal River, a 
producer of fine river stones, declared the first dividend in 
1933 that has been paid since 1928. Nooitgedacht Diamonds, 
one of the newer alluvial mining companies, paid a maiden 
dividend. Cape Coast Exploration, while its Namaqualand 
property is temporarily down, made a reasonable profit in 1933 
and paid an initial dividend on Jan. 26, 1934. 

Belgian Congo-Angola—The Central Africa diamond field 
(Belgian Congo and Angola) began to show the effects of the 
curtailment program begun in the fall of 1932 and had a smaller 
production than in 1932, but for the third year in succession 
it was the largest diamond producer of the world, although the 
value of its production was surpassed by that of South Africa. 
In 1932 this field’s total production passed the all-time produc- 
tion of India and in 1933 that of Brazil. 

By the introduction of machinery the mines are reducing costs 
and the labor force necessary for operation. Giants sluice off 
the overburden at a number of mines. Late in 1933 the Bel- 





Photos by J. Wood 
Diamond Diggings at Grasfontein, Lichtenburg and Vaalboschputte 
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*Epitor’s Nore—The Minerals Yearbook, 1934, of the United States Bureau 
of Mines containing the chapter on Precious and Semiprecious Stones writ- 
ten by Sydney H. Ball of the engineering firm of Rogers, Mayer & Ball 
of New York has deen issued. THE JEWELERS’ CrrcuLar in June of this 
year published a short advance summary of Mr. Ball’s report prepared for 
the New York Times. In September further details of the report were given 
out by the Mineral Statistics Division of the Government. This summary 
The first installment of this 
report, published in the December issue of THz JEweLeRs’ Crrcucar, discussed 
the quality and value of the 1933 world production. 





The report continues: 


SYDNEY H. BALL 


gian Congo export tax was reported to have been increased 
from 3 to 6 per cent. All six operating companies are dividend 
payers and have a long life before them. 

The Forminiére (Société Internationale Forestiére et Miniére 
du Congo) is the original company; besides important diamond 
production, it has interests in Congo tin, gold mining, planta- 
tion, trading, and ranching enterprises. Since its foundation 
the company has paid the colony over 193,000,000 francs, and 
the stockholders have received about $82,500,000 francs. In 
addition, the company has spent over 47,000,000 francs in road 
building and in a sanitary campaign. Dividends paid stock- 
holders have more than doubled their original investment. 
Diamond production for the past five years has been approxi- 
mately as follows: 1929, 324,000 carats; 1930, 328,000 carats; 
1931, 429,000 carats; 1932, 490,000 carats; and 1933, estimated 
402,600 carats. In 1933 an average of 16 mines was operated 
compared to 23 in 1932. 

Beceka (Société Miniére du Beceka) produces industrial dia- 
monds mainly, less than 10 per cent of its production being 
suitable for cutting. Its production in 1929 was 1,400,000 
carats, in 1930 about 1,969,500 carats, in 1931 about 2,885,095 
carats, in 1932 about 3,188,000 carats, and in 1933 1,413,500 
carats (estimated). 





Results of diamond operations in Portuguese West Africa, 1927-32 
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Kasai-Luebo-Lueta companies (Société Miniére du Kasai, 
Société Miniére du Luebo, Société Miniére du Lueta) exploit 
their concession as a unit through the Forminiére, an interest- 
ing example of profitable unit operation of three properties 
which if operated separately would be doubtfully profitable. 

In the gold placers of northeastern and eastern Congo a few 
rather fine diamonds are recovered as a byproduct. To the 
west of the Kasai field the Sobemco (Société de Recherches 
Miniéres au Congo) late last year found diamonds in the upper 
drainage of the Wamba River. 

In Portuguese West Africa the Forminiére groups and English 
(the Oppenheimer group), French, and Portuguese financiers 

(Turn to page 53) 
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PEAIRLS 
Cultivated 


The GEM of the OCEAN 





The Delicate Surgical Operation Of Inserting 
The Irritant Is Performed By An Expert 


A TALE OF MAN’S CONQUEST 
OVER THE SECRET OF THE SEAS 


The actual cultivation of a MIKIMOTO Pearl is a secret 
—a scientific one buried in the oyster shell for centuries. 





a Only certain oysters are selected to become Pearl bearers. 
to Their Majesties . ' ‘ 
of Japan The IRRITANT is the basic cause of the pearl formation. 


Whether it is intentionally placed or accidentally gets into 
the oyster has little bearing upon the final appearance of 
the pearl. To ease the irritation, the oyster gradually 
assimilates layer after layer of a pearl formation called 
nacre. During these years of cultivation, the pearl-breeding 
oysters are carefully attended. They are guarded in wire 
cages from sea dangers. Twice yearly the cages are raised 
and the shells thoroughly cleaned. After about five years 
of cultivation, necessitating almost daily surveillance of the 
oyster-cages, the oysters are raised for the last time and 
opened. 








Only about 60% are pearl-bearing, from which are taken 
4 to 5% of marketable pearls. Experts are trained to select 
perfect pearls, symmetrical in shape. There must be a true 
lustre and fine texture. To recognize these qualities the 
sensitive eyes of Mikimoto experts are trained until their 
decision is virtually infallible! 


As stated by a celebrated gem- 
ologist in a book recently pub- 
lished—''Pearl culture has be- 
come an important science 
today due to the vision, patience 
and perseverance of K. MIKI- 


MOTO, who has executed and 


perfected Pearl cultivation." 
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Precious and Semi-Precious Stones in 1933 
(From page 51) 


own Diamang (Companhia de Diamantes de Angola). Oper- 
ating results in recent years were as shown on page 51. 

The 1933 production is estimated at about 373,600 carats, 
notwithstanding curtailment begun about Oct. 1, 1932. In 
1933, 100 whites and 5011 blacks were employed. From the 
formation of the company in 1917 to Dec. 31, 1933, the produc- 
tion has been 3,031,250 carats. The Diamang field is in the 
northeast corner of the colony. Diamonds also occur, although 
not in commercial quantities, in the extreme southwest corner, 
the south-central part and the eastern part of the colony. 

Gold Coast—The Gold Coast diamond deposits, discovered 
in February, 1919, are said to be known over an area of some 
20,000 square miles. The stones are small (15 to 25 per carat), 
but of good quality. The largest diamond yet found weighed 
nine carats and was worth £15. 5s. The total exports from 
1919 to 1933 have been 5,001,460 carats valued at £3,956,594. 
The estimated gross production in 1933 was about 1,100,000 
carats. 

All exploitable deposits so far known occur in the Birrim 
Valley, although a few stones have been found at several other 
places in the colony. The diamonds occur in stream gravels 
and drift overlying pre-Cambrian schists, basic lava members 
in the latter being considered the source. Costs of the princi- 
pal producers per carat have been reduced appreciably. The 
producers in 1933 were the Consolidated African Selection 
Trust, West African Diamond Syndicate, the Holland Syndicate 
and Cayco (London), Ltd., and the Akim Ashanti Mining Co. 
Markawa, Ltd., owns five mining leases in the Birrim Valley. 

The predominant producer is the Consolidated African Selec- 
tion Trust, with concessions covering approximately 54 square 
miles in the Birrim Valley. It also owns about 32 per cent of 
the stock of Cape Coast Exploration in Namaqualand and has 
valuable diamond deposits in Sierra Leone. The latter produce 
relatively large stones, so that the company will present for sale 
a good assortment in sizes. In the Gold Coast it employs about 
18 whites and 1200 blacks. The company does not give out 
production figures but, in addition to storing some “rubbish” 
in Africa, it exports about 630,000 carats. The year 1933 is re- 
ported to have been satisfactory and the company is increasing 
its dividend. 

The West African Diamond Syndicate in 1933 produced 
about 220,000 carats, a slight decrease compared to the 228,000 
carats produced in 1932. The company treats its concentrates 
in a two-stage magnetic separator and has decreased theft by 
concentrating all diamond picking at a single station to which 
concentrates are sent in locked containers. 

South-West Africa—The mandated area of South-West 
Africa has been particularly hard hit by the world depression, 
as it depended largely for its revenue upon copper and diamond 
mining, the latter usually accounting for 45 to over 60 per 
cent of the exports. Revenue from copper and diamonds, which 
was £240,000 in 1926, fell to £10,348 in 1932-33. Produc- 
tion of diamonds in recent years is given in the following table: 





Production and sales of diamonds in South-West Africa, 1926-32 
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The principal producer, Consolidated Diamond Mines of 
South-West Africa, shut down its mine in 1932, although in 
1932 and 1933 it continued successful development work north 
of the Orange River. When times again become better it will 
be one of the first companies participating in the Diamond Cor- 
poration to recover, as the company has large reserves of a well- 
varied assortment of diamonds which can be mined cheaply. 

(To be continued) 
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ALES of Mikimoto Cultivated 
Pearls steadily grow as retailers 
and consumers more fully under- 

stand and appreciate their unusual 
value and beauty. Each succeeding 
year since 1927 has shown a mount- 
ing increase in sales . . . an increase 
that runs parallel with growing con- 
fidence in Mikimoto Cultivated Pearls 
as distinctive and highly desirable. 
jewelry. 


May your confidence in the Mikimoto 
product . . . the Mikimoto organiza- 
tion . . . and Mikimoto service con- 
tinue throughout 1935 and make it a 
prosperous year for you! 


IF YOU CANNOT PERSONALLY VISIT OUR 
NEW YORK, CHICAGO, OR LOS ANGELES 
OFFICE, WE INVITE YOUR INQUIRY BY MAIL 


.. K. Mikimoto 


New York Office: 551 Fifth Avenue 
Los Angeles Office: 649 South Olive St. 
Chicago Office: 55 E. Washington St. 


eee 


HEAD OFFICE: GINZA, TOKYO 
BRANCHES: KOBE, LONDON, PARIS, BOMBAY 
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oe Works: 
West 48th Street 








Established 1866 


&M Kehn&@. 


Importers and Cutters of 


608 Fifth Avenue, New York 
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Antwerp—48 
Amsterdam—3 Rue Simons 
n—23 Holborn Viaduct 
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December 15th, 1934 
Mre Pe Me panrendortf, vice president 
qghe J ewelers' oi roular-Keyston© 
239 West 39th Stes New york 
Dear Mre panrendortf: 
congratulation at t sime are erfectly in ord poth by 
season an vy reason ongratul tions on the mer of the 
jewelers ' 4reuler and Keys one ~ which, %° mind, a 
mormumen tet jevelopement gnowld oT g Limited aavantages 
to the gndu stry: 
gis joinins of aims, this plending of talents § 14 result in 
one 4fied pody %° g;rade con jook for nelp, £°% 
guidance for principled endeavor me 1 fluence of this new 
compinats My omi 4 this timely period, will spe gor a new 
gaealisms en ageressivencss a yenewed coure & for % 
qndaustry: You cann - you will not faill 
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Walter Lampl 


MAKERS or pLaTINUM @ coLo CHAINS 


sEMI- PRECIOUS STONE JEWELRY 


7285 
TELEPHONE BRYANT 9- 7186 


= 


NEW yorK. : * 


very cordially 
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New Jewelry for the New Year 


Genuine elegance is reflected in dress styles for 1935. This 

trend demands a variety of rich jewelry. The designs shown 

herewith have been executed by Christian A. Jakobb, instructor 

in the class of jewelry design at Mechanics Institute, New York, 

and are the first of a series to be prepared by Mr. Jakobb for 
THE JEWELERS' CIRCULAR- KEYSTONE. 
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WISHING YOU 
A HAPPY AND 
PROSPEROUS 


NEW YEAR 


= 
LOUIS GURFEIN AND SON 


2 West 46th St. Tel. MEdallion 3-4822 4823 New York, N. Y. 


FANCY SHAPED DIAMONDS 


SOUTH AFRICA ANTWERP AMSTERDAM 
76 CHURCH ST. 76 RUE DU PELICAN. 2 TULPSTRAAT 


BEST 
VALUES 


A dozen special items of 14kt. solid gold, set with genuine zircons. We carry 
a very extensive line of zircon jewelry, such as earrings, pendants, chokers, neck- 
laces and clips, in gold and platinum, at advantageous prices. 

The largest assortment of loose zircons of every description. All sizes and 
colors, from medium qualities to the finest gems. 
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“12-$6. 


STAR SAPPHIRES, loose and mounted—all qualities. 


Sizes up to 150 carats. 
ORIENTAL SAPPHIRES, CATSEYES, STAR RUBIES, SOUTH SEA CULTIVATED PEARLS 


PAPAZIAN BROTHERS, INC. 


Direct Importers of Precious Stones and Cultured Pearls 


580 Fifth Ave., New York 
Branch Offices: Antwerp, Colombo, Bangkok, Shanghai, Kobe, Singapore 
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WE WISH YOU 
A HAPPY 


AND 









Sponsors 
of >> 


N 


S. NATHAN & CO. 


71-73 NASSAU STREET, NEW YORK 
PROVIDENCE OFFICE—51 EMPIRE STREET 


DIAMONDS — PEARLS — PRECIOUS — SYNTHETIC — IMITATION STONES 























Announcing our return 





A College Education! 


To Those Who Had None: 


The CERTIFIED GEMOLOGIST course is now 
available to you. It teaches not only the science 
of gems but includes a fundamental education 
See our in the arts and sciences, physics, chemistry, gem- 
latest crea- ology, mineralogy, metallography, physiology, 
sociology, ethics, color and design. A complete 
education in subjects more applicable to your 
business than is obtained in any regular college 


to the Manufacture 
of Modern Set- 
tings and Ring 













We have 
formed Findings 
tions — 

Samples gladly 


new organiza- 
tion dedicated 










to the creation ® forwarded on course. 
of exclusive ring request. We also 
findings for the carry a complete line For Those Who Had One: 


Manufacturing trade. of solders and alloys. 


The C.G. course offers the opportunity to com- 
plete your education in the specialized subjects 
which assist you to obtain maximum results in 
profit and happiness in your present vocation. 


Establishing a Profession! 





J. J. FISCHER & ROTHE CO. 


oS, CERTIFIED ‘YS 
INCORPORATED jie 
473 WASHINGTON STREET  Qeemotoaist 





NEWARK, N. J. , , , 
vais Gemological Institute of America 
NEW YORK OFFICE: 18 BEEKMAN ST. 3511 West Sixth Street Los Angeles, Calif. 
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G. G. Gambrill, Eisenstadt Mfg. Co., 
St. Louis, Mo. 
“This is a wise move. It will make 
a much stronger publication which will 
no doubt please the trade much better 
than having two magazines of the same 
class going to the same dealers.” 


G. H. Niemeyer, Handy & Harman, 
New York. 
“The obviously necessary consolida- 
tion has taken place. It will work out 
to the best interests of all concerned.” 


F. E. Hyatt, Keystone Watch Case 
Corporation, Riverside, N. J. 
“Somewhat surprised at the an- 
nouncement but a wonderful move in 
the right direction.” 


Julius C. Walk & Son, Indianapolis, 
Ind. 


“Congratulations on the combination 
of interests which will prove more val- 
uable from time to time.” 


Louis Sickles, Philadelphia, Pa. 


“Congratulations on the merger 
which you so appropriately call ‘a 
blending of two active forces to work 
as one for the good of all’.” 


Irving Berk, The B. D. Iola Co., Inc., 
New York. 


“This combination will bring to bear 
many fine influences to promote good 
will and good business in the jewelry 
and affiliated industries.” 


J. H. Martin, Reed & Barton, Taunton, 
Mass. 


“A wise course. I entertain no doubt 
as to its efforts to give all branches of 
the trade the type of media that will 
best serve its interests.” 


Chase Holland, Holland Jewelry Co., 
San Angelo, Tex. 
“Congratulations for I know the new 
combination is going to mean much to 
the entire jewelry trade.” 


Irying Bernstein, Alsonia Advertising 
Associates, New York. 

“A very great step forward for the 
benefit of the jewelry industry gener- 
ally.” 

D. W. Hering, New York University, 
New York. 
“Congratulations. The combined pub- 


lication will be a great success.” 
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Thanks. 
Ynmensely- 


Polly Pettit, Black Starr & Frost- 
Gorham, Inc., New York. 
“Tt’s the grandest thing that has hap- 
pened to the jewelry trade in many 
years.” 


Walter N. Kahn, L. & M. Kahn & Co., 
New York. 
“My best wishes for the success of 
this greater jewelry publication.” 


M. L. Robbins, Untermeyer, Robbins 
& Co., New York. 

“The amalgamation of the trade’s 
hitherto outstanding periodicals should 
be in a position to serve with double 
effectiveness the needs of the manufac- 
turer, wholesaler and retailer.” 


M. Kronstadt, Bristol Seamless Ring 
Co., New York. 
“The jewelry industry will derive 
great benefits from the merger.” 


Herbert C. Schwab, A. G. Schwab & 
Sons, Cincinnati, Ohio. 
“Tt is certainly another step forward 
in the jewelry trade.” 


Leopold Nathan, S. Nathan & Co., 
Inc., New York. 
“We feel certain that this amalgama- 
tion will have every good effect in the 
industry.” 


Ralph Roessler, Marion, Ind. 

“IT am delighted to see this come 
about and believe it will be very good 
for both publishers as well as for the 
industry.” 


W. Gibson, Cole and Young Co., Chi- 
cago. 


“Greetings and all good wishes on , 


the amalgamation and now for the 
finest jewelry magazine ever  pub- 
lished.” 


Henry Hellerud, National Sales Ser- 
vice, St. Louis, Mo. 

“With this new combination you 
have an added agency which we refer 
to as coordination and cooperation, 
which will more than strengthen the 
value and effectiveness of this new 
magazine.” 
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Collecting Delinquent Accounts 
(From page 39) 
tions. We believe that you will fit well into that 
organization; and we hope that the connection will 
prove both profitable and permanent. If we can 
assist you at any time, please do not hesitate to call 
on us. 
Respectfully yours, 
etc.’ 


“You will notice that not once is his account mentioned. 
We believe that the man who has been out of work for 
some time and has just gone back does not care to have 
someone hounding his trail for money. Still, when he 
comes home at night, feeling rather elated over his good 
luck, and finds from us a letter expressing genuine in- 
terest in his welfare, and not asking for money, he makes 
a mental note of the fact that he owes us a little bill, and 
resolves to pay it up as quickly as possible. 

“But the out of job account is only one of many types 
with which the credit man must deal. There is the 
customer who makes a few payments promptly, and then 
stops abruptly. The credit man’s task is to persuade him 
to resume payments and contirue buying. For this pur- 
pose we have a different type letter. “These are not form 
letters, all varying according to type of customer and 
account. 

“The object of this letter, of course, is to get the cus- 
tomer into the store so we can have a face-to-face talk 
with him. This is always more satisfactory than cor- 
respondence or telephone conversation. The telephone, 
however, is a very good reminder, and a reminder is often 


all that is needed. In case neither effort proves effective, 
we follow up with a stronger letter insisting on a settle. 
ment. We make it clear that we are only asking for 
what is rightfully ours, and if he cannot pay a stipulated 
sum each week as per agreement, that he has the Privilege 
of paying half of it, or whatever he can pay. But we 
insist on some definite answer. 

‘“‘When a customer is several weeks delinquent, we do 
not ask him to keep his credit rating good. 

“If there is no response to our written pleas, we turn 
the account over to our collector to make a personal call, 
Although we are strong believers in personal calls on 
delinquent accounts, we do not use professional collectors; 
for they, as a rule, care not how they get the money, just 
so they get it. Then, too, professional collectors cannot 
have authority to correct complaints. This, we consider 
essential. Many complaints are genuine and we wish to 
settle them amicably. On the other hand, customers who 
do not pay can find a dozen imaginary complaints, all or 
any of which, they think, should release them of all 
obligations. ‘This type requires deft handling by one who 
is both loyal to the firm and familiar with its policies. 

“Frequently customers change positions, move and leave 
no forwarding address. In that case, we call on the local 
credit bureau to look them up. Once we find them, all 
further steps are left to the discretion of the credit man. 

“If the customer has been good, and the credit man 
feels that he deserves consideration, or that his future 
business and good will will justify special consideration, 
he tries to make arrangements satisfactory to the cus- 
tomer. 
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SOLD THRU WHOLESALERS No. 607/10 


BRISTOL SEAMLESS RING CO. 


No. 684/18 MAIN OFFICE — 71 NASSAU ST., NEW YORK 





Make 1935 a Banner Year 
with Bristol Ring Creations 


The Bristol line offers hundreds 
of diversified styles in wedding and 
engagement rings. No matter what 
style or pattern you want, you will 
surely find it in the Bristol line. 
All rings are moderately priced. 
For more sales and bigger prof- 
its in 1935 feature Bristol Rings. 
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“Progress Not Sentiment Our Guide” 
(From page 45) 


Handsome bronze lighting fixtures, in colonial design, 
carry out the general plan. C. E. Hosken, responsible 
for window dressing, has decided against anything 
theatrical or sensational as he feels the simplicity of the 
early American thought carried out in appealing displays 
will fulfill their initial function, as after all the basic 
idea is to draw the public to the window. 

In addition to a desk equipped for writing gift cards, 
a long narrow table holds cigarettes and copies of Vogue, 
Fortune, House Beautiful and other magazines. While 
waiting for a friend or a certain salesman to be at liberty, 
there is a chair and an entertaining paragraph or two on 
“Fine Jewelry” or “How to Select Table Silver,” which 
is always of interest to feminine customers. 

When asked about these magazines, Mr. Wright said, 
“Our customers like the idea. We jewelers stress the 
desirability of the public becoming more silver, or jewelry, 





conscious.” 

Galt’s has, for nearly half a century, made a specialty 
of reproductions of George Washington silver. A number 
' of original pieces have been loaned to them and the copies 
they carry are authentic, even bearing Washington’s 
family crest. Mt. Vernon candlesticks, paper cutters that 
are replicas of Washington’s sword and others like the 
trowel—the original in a museum—with which he laid 
the cornerstone of the Capitol, silver cups shaped like wide 
squat glasses and copied from Washington’s personal 
traveling cup, and square silver salt cellars just like his 
wife used, are some of the super-fine mementos of this 


Sees 





city for which this store has become well known. This is 
another instance of Galt’s policy of not competing with 
the department stores. 

“Whether on historic old Pennsylvania Avenue, now 
largely occupied by huge new government buildings, or 
in the center of Washington’s shopping district,” Mr. 
Wright declared, “we shall emphasize the name of Galt’s 
and maintain the high standard of quality and reliability 
that name has meant to the people of this city for almost 
133 years. And that is after all what counts.” 


Watch Case Manufacturing Industry Budget and 
Basis of Contribution 

WasuincrTon, D. C., Dec. 21.—The watch case’ man- 
ufacturing industry has submitted a budget and basis 
of contribution which has been approved to become ef- 
fective Jan. 16, 1935, unless good cause is shown to the 
contrary to the National Industrial Recovery Board. 
Objections, criticisms or suggestions must be submitted 
to Deputy Administrator W. L. Schurz, Room 406, 1518 
K Street, N.W., prior to Wednesday, Jan. 16, 1935. 

The budget totals $6,500. Each member of the indus- 
try shall be assessed a proportionate share of the total 
budget as approved by the National Industrial Recovery 
Board, in the same ratio as the gross dollar sales of the 
products of the industry of each member thereof bears 
to the total gross dollar sales of the products of the indus- 
try of all the members thereof, to be pro-rated and levied 
semi-annually on the business done in 1933. In no event 
shall the semi-annual rate of assessment exceed three- 
eighths (34) of one per cent of his dollar volume for 
any member of the industry. 





BRISTOL RINGS ARE SUPPLIED IN 
PLATINUM AND 18K WHITE GOLD. 
ALSO IN 14K AND 10K YELLOW, 
WHITE AND GREEN GOLD. 


LAREN RD AE PSST MEI ASE ESR BE 





Hand Carved 
Chased and Engraved 
Wedding Bands 





No. 111 





No. 187 








No. 260/7 


_ BRISTOL 


REPRESENTATIVES 


NEW YORK: B. D. LESSNER — A. D. WEINBERG 
TRAVELING, EASTERN STATES, S. C. STEINMANN 
MIDWEST: E. M. BOND, 29 East Madison St., CHICAGO 
PACIFIC COAST: J. A. ROTH, 315 W. 5th St., LOS ANGELES 
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Is This Catalog 





lt Should Be! 


It will introduce you to the 
smartest, fastest selling line of 
men’s and women’s watches for 


1935. 


Illustrating our splendid new 
line, it is already playing an im- 
portant part in leading retailers’ 
buying ... and selling. 


You may lose a sale today that 
our catalog would make for you. 
Send for it now! 


HELBROS WATCH CORP. 


NEW YORK CITY 
MAIL THIS COUPON TO-DAY 


HELBROS WATCH CORP. 
48 West 48th Street, New York City 


Please forward us free of charge your 1935 
catalog. 


NAME 
ADDRESS 


rT TTrLiTLLTTLeLeLeLeLeeL ELLE eEeLeeLeeeeeeeeeely 





Now Increase YOUR Sales 


At last! A course in—the elements of gemology 
—gem and jewelry salesmanship—gem and 
jewelry display. Prepares the merchant as 


Graduate Member 


American Gem Society 


It provides the tools to end the menace of UN- 
TRAINED chain and department store competition. 


Obtain without additional cost the fourteen 
months’ window display service which will 
pay for all this education. 


Insures your future as an 
independent retail jeweler. 


Statements, by students, of sales results obtained, details 
of courses and photos of — display upon request 
rom 


oD 


AMERICAN GEM SOCIETY 


“To make America gem and jewelry conscious” 
555 South Alexandria, Los Angeles 








GENUINE 


ZIRCONS 


WHITE - BLUE - RED - BROWN 
Round and Emerald Cut 
Shipments to distant points via Air Mail 


JAMES A. DRILLING CO., 87 Nassau St., N. Y. 








WATCH STRAPS 


to meet every requirement 
UNEXCELLED WORKMANSHIP AND QUALITY 
PRICED TO SELL PROFITABLY 
$1.25 to $9.00 doz. to Stores 
Jobbers Order Now 


WESTERMAN MFG. CO. 


136-140 W. 21st St. 
New York, N. Y. 
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DISEASES OF THE EYE 


By Charles H. May, M.D., New York. For students and 
general practitioners, with 377 original illustrations, in- 
cluding 22 plates with 71 colored figures. Eleventh edition; 
revised. Cloth, 440 pages. Price, $4.00. 


THE OPTICAL JOURNAL & REVIEW 
239 WEST 39TH STREET, NEW YORK 
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Important Amendments to Retail Jewelry Code 
Approved by National Industrial 
Recovery Board 


WasuHincTon, D. C.—Five amendments to the retail 
jewelry trade code, covering about 21,000 stores with a 
total of 60,000 employees, have been approved by the 
National Industrial Recovery Board. Three change labor 
provisions, one forbids a retail jeweler to copy another’s 
original design for six months, if the design is properly 
registered, and another regulates advertisements of instal- 
ment offers. 

The instalment advertising rule follows: 

“Advertisements offering merchandise for sale on in- 
stalment payment plans shall clearly and unequivocally 
state the cash price, and separately in one total amount, 
all interest charges and all other charges which are added 
to the price at which such merchandise will be sold for 
cash, and/or which must be paid in excess of the cash 
price in order to obtain title to the merchandise so ad- 
vertised.”” 

One of the labor amendments requires that professional 
persons exempt from the maximum hour provisions are to 
receive the minimum wages required for executives. This 
will apply largely to artists engaged on design work. 

Another permits especially skilled employees—watch- 
makers, engravers and others highly trained—to work 
without regard to the code’s maximum hour limitations 
during peak seasons, provided they are paid for overtime 
at one and a half the regular hourly rate, and if it is 
impossible to obtain others to do the necessary skilled 
work. 

The third labor amendment revises the limitation of 
the number of employees who may work unrestricted 
hours, despite the above. This amendment carries a 
formula worked out according to the number of workers 
in each shop. 





The detailed information as to the new amendments 
was sent out to the trade by the National Retail Jewelry 
Code Authority, as follows: 


AMENDMENTS TO THE CODE OF FAIR COMPETITION FOR THE RETAIL 
JEWELRY TRADE 


Subsection (a) of Article IV, Section 4 shall be amended to 
read as follows: 

(a) Professional Persons, Outside Salesmen, Outside Collec- 
tors, Watchmen, Guards and Store Detectives. 

The maximum periods of labor prescribed in Section 1 of 
this Article shall not apply to professional persons employed 
and working at their profession, who are receiving salaries 
on the same basis as specified for executives in paragraph (c) 
of this Section, or to outside salesmen, outside collectors, watch- 
men, guards and store detectives. 

Add the following paragraph to Subsection (d) of Article IV, 
Section 4: 

Peak Periods. 

During such peak periods employees who are especially 
skilled, such as watchmakers, watch repairmen, engravers, de- 
signers, polishers, and setters, may work without restrictions as 
to the maximum periods of labor otherwise prescribed for such 
peak periods and without regard to the consecutive hour pro- 
vision of Article IV, Section 6; provided, however, that time 
and one-half shall be paid for any hours worked in excess 
of the maximum daily hours otherwise permitted in such periods, 
and provided further, that the employer shall first, without suc- 
cess, have made a bona fide effort to obtain additional em- 
ployees. 

(Turn to page 71) 
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Extends Best Wishes fora 
Prosperous New Year and a 
cordial invitation to visit 
their headquarters... . 


The Diamond Dealers 
Club, Inc. is the only one of 
its kind in America affili- 
ated with European institu- 
tions of the same character. 


Our members, comprising 
Importers, Cutters and 
Dealers are in a position to 
supply your Diamond Re- 
quirements in all sizes and 
shapes at attractive prices 
- - - Avail yourself of the 
buying advantages our 
members are in a position 
to offer you. 


Only members of the Jew- 
elry and Diamond Industry 
are admitted to trade in our 
Club Rooms. Visitors must 
he prepared to furnish 
proper credentials. 


DIAMOND DEALERS 
CLUB, INCORPORATED 


93-99 NASSAU STREET 
NEW YORK N. Y. 











The widest choice 

of patterns.... the 

most continuous 
national advertising .... 
help you sell 


Cpotham STERLING 


In Gorham your customers have the benefit of the greatest 


selection of sterling patterns in the world. Think how 








, much easier for you to satisfy them! 
Every month in every year Gorham advertising, through 
leading magazines, is carried into the homes of prospec- 
tive silverware buyers . . . creating a desire for Gorham 
Sterling, and building an ever-widening demand for you 
to supply. 
It means year-’round volume for you . . . with the finest 
sterling to help you increase it. 
Take full advantage of our cooperation. Display Gorham 
Sterling . . . tie-up directly with this tremendous selling 
force. 


AMERICA’S LEADING SILVERSMITHS. MAKERS OF EVERYTHING IN 
STERLING SILVER, BRONZE & GOLD. SPECIAL COMMISSIONS SOLICITED. 





The GORHAM Company 
Yovidena, Ride sLaland-- since 183) 
6 W. 48th St., New York 10 S. Wabash Ave., Chicago 140 Geary St., San Francisco 
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A STORE DE LUXE 


hx? 


“Because of the faith this Community has shown 
in us,’ said Mr. Brock, “we are showing our faith 
in this Community.” 


Bisitius chapter has been 


added to the history of one of the most progressive and 
outstanding jewelry organizations on the Pacific Coast 
in the opening, on Dec. 5, of the Hollywood branch of 
the house of Brock & Co., whose principal place of busi- 
ness is 515 W. Seventh St., Los Angeles, Cal. Because 
of the marked increase in its business, Brock & Co. de- 
cided some months ago to place a store in the cinema 
capital for the convenience of its many patrons in that 
section of Los Angeles and has now opened one of the 
most elaborate and modern jewelry establishments in the 
Pacific Southwest and one of the most attractive west of 
the Mississippi River. 

The new Beverly-Wilshire store, so called as it is 
situated in the noted and ultra-fashionable Beverly- 
Wilshire hotel on Wilshire Boulevard, has two entrances, 
one from the fashionable Beverly-Wilshire promenade, 
and directly opposite the hotel’s famous Gold Room. The 
interior of the store, designed by Feil & Hunter, noted 
architects of Los Angeles, is one of the most striking in 
retail houses. In the room there are no evidences of 
commercialism. No showcases of the usual design are 
seen but Empire cabinets line the walls and customers are 
seated at glass-top tables where a display of crystals and 
bronze vie with each other to delight the prospective 
buyer. 

Out of the main selling room is a smaller compart- 
ment devoted entirely to silver sets and pieces. Another 
section is used for jewels and artistic gem set creations. 
All of the smaller rooms and the main salon are carpeted 
in dark colored deep rich fabrics, giving an oriental air to 
the place. Flood lights from the floor, instead of the 
ceilings, diffuse a soft but radiant light which illumines 
the store. 

Brock & Co. was founded in 1903 in a little shop at 
Fourth St. and Broadway. 











TOP—Front of Brock & Co.’s new store on fash- 
ionable Wilshire Blvd. 


BOTTOM—Arrangement of cabinets about col- 
umns and glass top table cabinets. 


RIGHT—Side wall silver cabinets in the modern 
mode. 
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R. WALLACE & SONS MEG. CO. 


NEW YORK: 411 FirrH Ave. - CHICAGO: 10 So. Wasasu Ave. 


- PHILADELPHIA: 1204 Cuesrnut Sr. 
SAN FRANCISCO: 140 Geary Sr. 


- LOS ANGELES: 811 West Seventu Sr. 
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Silver Hot Water Urn with 
round tray, tea, sugar and cream 
set, and chromium finished fruit 
basket shown at the exhibit. 





Photos by Metropelitan Museum of Art 


AS NEW AS TOMORROW 


‘Bie spirit of modern design, 


as interpreted by leading designers in the field of silver 
and metal ware, is exemplified by the numerous articles of 
household utility and for decoration of the home that 
have been on display at the thirteenth exhibition of Con- 
temporary American Industrial Art of the Metropolitan 
Museum since Nov. 5, 1934, to continue until Jan. 6. 
The purpose of these exhibits, in the words of H. E. 
Winlock, director of the Museum, is “to aid the modern 
style in arriving at a more definite formulation of prin- 
ciples.” The current exhibition illustrates the continuing 
public interest in contemporary design, in spite of present 
economic difficulties, and, as Mr. Winlock remarks, this 
“inspires a steadily increasing number of firms to favor 
modern expression for objects produced in large volume.” 
The exhibition was planned by a number of architects 
and designers in collaboration. The articles displayed were 
first designed, and then the Museum invited various 
manufacturers to participate by executing the designs. 


The final arrangement was in the form of a number of 
room schemes and groupings, as the most effective and 
convenient means of display, executed under the general 
direction of Richard F. Bach, Director of Industrial Re- 
lations of the Museum. The exhibition shows the ele- 
ments of modern craftsmanship applied to the quantity 
production methods of the day. All the articles shown 
were produced by volume manufacturing processes, an 
important requirement of the exhibition. 

The silver hot water urn and tray shown above were 
created by Eliel Saarinen, and executed by the Interna- 
tional Silver Co. The tea service, consisting of teapot, 
sugar, cream, and tray, was also made by the same com- 
pany from a design by Paul Lobel. The fruit tray was 
designed by Walter von Nessen and executed in a polished 
chromium finish by the Chase Brass & Copper Co. 

Below are shown some contemporary European silver 
hollow ware designs, from Vienna. 
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STERLING SILVER 


IN THE RIGHT STOCK FOR YOUR TYPE OF WORK 
Whether your line is Flat-ware, Hollow-ware, Novelty 


or Jewelry manufacture you will find in A.P.W. 

Sterling the proper grade for most efficient production. SILVER ANOD ES 
‘ion in any size of pure electrolytic 

A.P.W. Sterling is made by exact methods throughout; silver evenly annealed (tine 

the result of combining scientific control with mechan- grain) for consistently good plat- 

ical skill. ing results. 


A.P.W. Sterling is started with pure electrolytic diver 
correctly alloyed, rolled to required sizes within a frac- SILVER SOLDERS 

















tion of a thousandth of an inch, in the very latest Plate, Sheet, Strip, Wire, Filings. 

types of mills, finally annealed under electrical control You are sure to find the most 

to obtain that uniform fireless finish so important to suitable grades in the variety 

the user. we offer. 

You can tell much more about A.P.W. Sterling after —* Silver Alloy for enamel- 

+i . . + . s e 
a. (We Br Od Ga 
ma orms— 
Circles Reais hisieantin reg “eae or pg agit + eee 
. ; ; . J. R. R. Ave. at Oliver St. 

Your Trial Orders Are Invited. Newark, N. J. 
A. P. W. A. P. W. | 











MIRACLE 


| Silver Cleaner 


This is the best clean- 
er ever presented to 
the Jewelry Trade. 
No pastes, powders 
or liquids are neces- 
sary—Miracle Cloth 
alone does the job. 
It cleans and polishes 
silver, gold, brass, 
copper, musical in- 
struments and other 
metals. It is a time 
saver, as it cleans fas- 
ter and better. Order 
a trial package and 
try it on your stock, 
then offer them for 
sale, They retail for 


1935 


To 
All Our Friends 
In the Trade 


We Extend Hearty Wishes 
for a 





PRICES 25¢ each and sell on 
eres: $1.80 per doz. sight. ° 
— ae HAPPY and PROSPEROUS 
1 to 5 gross.... 18.00 per gr. 


Send $1.00 for package 
of 6— Postage Prepaid 


JOBBERS 
WANTED 


Larger Quantities Prices on 
A pplication 


NEW YEAR 
CURRIER & ROBY 


Expert Silversmiths 


217 E. 38th ST. NEW YORK 


SEND CHECK WITH ORDER 
F.O.B. N. Y. 
SOLE DISTRIBUTORS 


BERNSTEIN & SONS 


1328 BROADWAY, NEW YORK 
Telephone WlIsconsin 7-6434 
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Some of the artistic dis- 
plays at the Institute 
Building. 


Bhiginning this 
year a new chapter in merchandising methods will have 
started with the formal opening of the Sales Service Insti- 
tute by International Silver Co. of Meriden, Conn. The 
Institute is an innovation that may well mark a new era in 
selling methods, and, as such, is ef vital interest to the 
entire business world. It is the result of a plan that has 
taken time in its development and it looks a long way 
ahead into the future. Incidentally, it betokens an opti- 
mistic spirit and a large degree of faith in American 
business. 

On December 12 the Institute was opened for a pre- 
view with leading editors of magazines and departments, 
and others interested in interior decoration and household 
affairs as its guests. 

The Institute occupies a large building on Colony St.; 
Meriden, near the executive offices of the International 
Silver Co. and adjacent to the company’s factories in 
Meriden and Wallingford. Twenty thousand square feet 
of floor space are given up to display rooms and offices. 
The corridors are lined with show windows and every- 
where silverware is on display, presenting the many lines 
of International manufacturers. 

Each of the rooms has a color motif of its own; the 
furniture and display stands and tables were made in the 
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lS. Sales Service 


Institute Dedicated 
to Better Distribution 


Each room has its own 
color motif with display 
stands, furniture and 
tables from special de- 
signs. 







S29 ee ee ree 
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huge workshop ‘in the building, following the designs of 
the Institute itself. Lovely draperies and Venetian blinds 
are at the windows. The floors are beautifully modern in 
appearance. Handsome lamps shed a soft, indirect light 
that sets off the silverware to advantage. 

The silverware itself would constitute an exposition, 
so extensive are the lines and so effectively are they 
grouped. Each line occupies one or more individual 
rooms—and here are displayed the finest and most ex- 
quisite sterling, high quality plated ware, less expensive 
plate. One room is devoted entirely to trophies. 





















F. H. NOBLE & CO. 





“STAHT DE 
NOO YEAH RIGHT: 
AN’ DON’ FURGIT 
TO ORDUH YOUH (Ni) BRAND 
GOLD SOLDER. ~ DAR 
AINT NONE BETTAH” 





YOUR JOBBER SELLS OUR SOLDER 


MANUFACTURERS OF 


Hercules JEWELERS’ FINDINGS (N) BRAND GOLD AND SILVER SOLDERS, 
CLASS PINS, BADGES AND STEEL SHELL JEWELRY BOXES. 


CHICAGO 














MIRPO 


The Silver Polish DeLuxe 





wne 
SILVER 
POLISH 








Order Through Your Jobber or Direct 


Less 2% 10 days, net 30. With an initial order we supply 
gratis a beautiful display stand and advertising material. Start 
the New Year out right by placing an order today for Mirpo— 
the Silver Polish that leaves 2 Mirror Finish. 


Ww 


New prices to dealers are as follows: 








OLD 
JEWELRY 


ACCURATELY 
REFINED OR 
ESTIMATED 


Mirpo’s first year on the market has 
proven a success and we take this 
opportunity to wish our jobbers and 
dealers a Happy and Prosperous 
1935. And we thank them for their 
splendid cooperation they have 
given us during 1934, in the distri- 
bution and sales of Mirpo, the finest 
silver polish on the market. 





This has made it possible for us 
to further reduce the wholesale 
price of Mirpo, so as to allow our 
retail dealers a greater profit this 
year. Mirpo is put up in 8 ounce 
size bottles and retails for 50c and 
is packed one dozen to the carton. 


Prompt Returns by 





check or money order 








SPYCO 


Smelting and Refining Co. 


$3.25 per dozen up to % gross 
3.15 « 
3.00 


6 from % gross 
‘ in gross lots. 





Minneapolis, Minn. 





MIRPO PRODUCTS MFG. COMPANY 
La Porte, Indiana 
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But the Institute is more than a series of show rooms; 
it offers a brilliant object lesson for the silverware 
merchant who wishes to know how best to display his 
wares. It is also planned to offer programs of an educa- 
tional nature, all with the idea of helping the retailer in 


his every-day problems. 

In addition to the rooms devoted to the display of par- 
ticular lines, there is a charming reception room, deco- 
rated in black and Chinese red, a spacious auditorium and 
other rooms more or less general in character. 


Important Amendments to Retail Jewelry Code 
(From page 63) 

Add a new Subsection (r) to Article VIII, Section 1: 

Piracy of Design. 

(r) No retail jeweler shall take orders for, or imitate a cur- 
rent original design of another retail jeweler, which design is 
registered within 48 hours of its creation with the appropriate 
Local Retail Jewelry Code Authority, or if there be no Local 
Code Authority, with the National Retail Jewelry Code Au- 
thority; nor do any work on any such registered design except 
with the written consent of the person making the registration. 
The protection of any individual registered design under this 
provision shall extend for six months from the date of such 
registration and no longer. The National Retail Jewelry Code 
Authority shall, subject to the disapproval of the National Re- 
covery Administration, promulgate such rules and regulations 
concerning registration as may be necessary to provide that only 
such current designs as meet the requirements of this provision 
shall be registered and for the proper enforcement of this 
provision. 

Add a new Subsection (s) to Article VIII, Section 1: 

Advertisements of Installment. Payment Plans. 

(s) Advertisements offering merchandise for sale on install- 
ment payment plans shall clearly and unequivocably indicate 
the cash price, and separately in one total amount, all interest 
charges and all other charges which are added to the price 
at which such merchandise will be sold for cash, and/or which 
must be paid in excess of the cash price in order to obtain title 
to the merchandise so advertised. 

The following paragraph shall be substituted for Section 5 
of Article IV: 

5. Limitation Upon Number of Persons Working Unrestricted 
Hours. Notwithstanding the provisions of the foregoing Sec- 
tions of this Article and regardless of the number of persons 
otherwise permitted to work unrestricted hours, the total number 
of workers in any establishment (whether such workers are 
executives, proprietors, partners, persons not receiving monetary 
wages, and others) who shall be permitted to work unre- 
stricted hours shall not exceed the following ratio, to be com- 
puted upon the average number of employees during the preced- 
ing twelve (12) months, unless the establishment has been 
operating less than twelve (12) months, in which case the 
number of employees of instant date shall be the basis upon 
which computation shall be made: In establishments comprised 
of twenty (20) workers or less, the total number of workers 
who may work unrestricted hours (not including those workers 
specified in subsections (a), (b), and the second paragraph of 
subsection (d) of Section 4 of this Article) shall not exceed 
one (1) worker for every five (5) workers or fraction thereof; 
provided that in retail jewelry establishments with five (5) or 
less workers, two (2) workers qualifying under this Section 
may, but only in a managerial capacity, work unrestricted hours; 
in establishments comprised of more than twenty (20) workers, 
the total number of workers who may work unrestricted hours 
(not including those workers specified in subsections (a), (b), 
and the second paragraph of subsection (d) of Section 4 of 
this Article) shall not exceed one (1) worker for every five 
(5) workers for the first twenty (20) workers and shall not 
exceed one (1) worker for every eight (8) workers above 
twenty (20) workers. 

Yours truly, 
NATIONAL RETAIL JEWELRY CopE AUTHORITY, 
Wm. D. McNeIL, CHAIRMAN AND EXECUTIVE OFFICER. 
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Newest 





TRAVELING AND DESK 


ELGIN 8-DAY CLOCKS 





No. 1570N—7 JEWEL—SILVER DIAL—(List $17.00) 


No. 1580G—7 JEWEL—GILT DIAL—(LIST $17.00) 


Available in black, brown, blue, green, beige and tan 
Pig-Tex—Morocco, Tapir and Reptile Grain genuine 
leather cases. 

All metal parts gold electroplated. 


Distributed Exclusively by 
PAR Ss 


1015 CHESTNUT ST. 
PHILADELPHIA, PA. 














For and Against Swiss Agreement 


Clock and Watch Manufacturers and Attorney for American Watch Assemblers Give 


Committee for Reciprocity Information Opinions on Present Tariff Rates 


WasHINGTON, D. C., Dec. 19—Representatives of 

. domestic watch and clock manufacturers appearing on 

Dec. 17 before the members of the Committee for Reci- 

procity Information in connection with the proposed agree- 

ment with Switzerland asked that the present tariff rates 

be maintained, while representatives of the importers 
thought that the rates should be reduced. 

Members of the committee sitting at the hearing in- 
cluded: Thomas Walker Page, chairman, representing 
the United States Tariff Commission; George G. Fuller, 
Department of State; L. V. Steere, Department of Agri- 
culture; Louis E. Van Norman, Department of Com- 
merce; James G. Burke, National Recovery Administra- 
tion; and John Lee Coulter, from the office of the special 
adviser to the President on foreign trade. 

“There are a few basic thoughts which should be care- 
fully considered before even questioning any downward 
concessions in the watch classification of the Tariff Act of 
1930,” said T. Albert Potter, president of the Elgin 
Watch Co., the first witness. 

“The Swiss have an industry which is a prime industry 
within that country,” he said. “It is given much assist- 
ance from the government through technical schools, uni- 
versity research work and the more recently organized 
Superholding Company, which company exerts a monopo- 
listic control of the watch industry and political influence 
with the state. 

“The primary Swiss advantage is the cost of labor. 
Our watches compete, on a cost basis much more directly 
with the output of the Swiss factory manufactured watch 
than they do with the large volume of Swiss watches that 
is made in the small group finishing plants whose labor 
was largely conceived in the home, or, as we would term 
it, sweat shop. Even today, some of the larger factories, 
in order to avoid some of their state imposed factory 
restrictions, have work done outside for them at a rate 
lower than possible in the factory. ‘There is little in the 
Swiss manufacture which our American craftsmen cannot 
equal. Given the same working conditions, hours of 
work, wages, decent living standards—there would be 
little difference in. costs. 

“The Swiss manufacturers,” continued Mr. Potter, 
“have placed pressure on the Swiss government-subsidized 
Superholding Company to reduce our tariff. They have 
led themselves to believe the U. S. Tariff of 1930 
caused the terrific slump in their business. The present 
return of their business belies that thought. I have 
personally been asked by the general director of the Super- 
holding Company to assist them in reducing our tariff, in 
turn for which they, the Superholding Company, would 
increase quota concessions, reduce smuggling, allow watch- 
making machinery to be exported to United States with- 
out their export duty. This illustrates the power of the 
Superholding Company. ‘They fail to understand, or 
else they do not want to understand, that the crisis, as 
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they term it—depression—was world-wide; that Elgin 
suffered as well as they. 

“During’the four-year period from 1930 to 1934, in- 
clusive, Elgin’s losses amounted to over six million dollars 
—a loss largely represented by wage payments that could 
not be recovered through sales.” 

I. E. Boucher, manager of the Waltham Watch Com- 
pany, spoke next. He stated that he represented his com- 
pany and “its 2000 employees.” He told the committee 
that the company is eighty years old and that it is the 
oldest American manufacturer of jeweled watches. 

“During its existence Waltham has seen more than 50 
American jewel watch companies come into existence, of 
which there are now only three survivors, including 
Waltham. 

“Waltham indorses what Mr. Potter, representing the 


‘Elgin Company, has said in part: 


“Early in 1933 when Waltham was confronted with 
the question of maintaining the trained personnel it then 
had or closing down, it chose to sell watch movements at 
the lowest prices ever made and considerably below cost. 
Had those most skilled not been kept employed many of 
them would have been lost to the industry forever. 

“Due to the exactness of the product,” Mr. Boucher 
continued, “and the fact that Waltham manufactures all 
of its own parts with no other domestic source of supply 
for parts available, it takes from six to nine months to 
manufacture a jeweled watch. Because of this slow turn- 
over in production a predetermined market is essential. 

He asked the Committee to carefully consider the 
facts presented and save this industry for those who have 
an investment in it and those now employed by it. 

The next witness was Frank Beckwith, president of the 
Hamilton Watch Co., who said that “Throughout the 
life of the 1930 Tariff Act, the Swiss manufacturers have 
supplied not less than 50 per cent of our domestic market. 
Any reduction in the present tariff rates could indicate an 
intention on the part of our government to hand to the 
Swiss manufacturers an, even greater part of our market. 

“This,” sand Mr. Beckwith, “would result in the 
destruction of our industry.” 

“T am advised that any concession that may be granted 
Switzerland on watches would under the terms of the 
reciprocal law be extended all other foreign countries. 
This would mean not only increased competition from 
Switzerland, but also from France, Germany, Italy and 
Japan. 

“Switzerland, to protect her own watch industry, in- 
cluded an embargo on importation of Japanese watch 
cases and a practical embargo of exportations of watch 
parts.” 

A. MacC. Barnes, counsel for the Jeweled Watch 
Manufacturers of the United States said that Switzerland 
had increased her shipments of watches and parts to the 
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United States from 1933 to 1934 some 282 per cent in 
volume. 

He stated that 80 per cent of the cost of manufacturing 
watches is labor and there is only one way to reduce the 
cost and that is by laying off labor, while the NRA is 
urging them to not only keep what labor they have but 
take on more. 

“The American watch industry,” he said, “provides 
today gainful occupation for 4600 skilled workers. An 
additional 4000 employees may find work in this field if 
recovery in the industry, now beginning to be apparent, 
is not destroyed by tariff concessions to foreign producers.” 

Mr. Barnes said that the “domestic jeweled watch 
industry is capable of supplying the entire present domestic 
market and all foreseeable additions.” 

R. H. Whitehead, of the New Haven Clock Co., repre- 
senting the Clock Manufacturers Association of America, 
said: “Gentlemen, don’t jeopardize our chances to come 
back, we are showing a slight trend to rise—we will not 
show a big profit for 1934, but we will show a profit.” 

James W. Bevans, counsel for the American Watch 
Assemblers Association and the importers showed some 
exhibits, among them being a 7-jewel bracelet watch for 
a lady which he claimed sold in the United States for 
$3.30. This was a domestic made watch and a compara- 
ble Swiss watch also of 7 jewels would have to sell for 
$4.17. This because the actual foreign cost of manu- 
facture plus the duty of $2.61 which made what he called 
the landed cost, when added to the cost of the cost of the 
bracelet and the box would bring it to the $4.17. 

Taking up the question of “Superholding” in Switzer- 
land he claimed that it had hot been successful in raising 
prices and that many plants do not belong to it. He stated 
that he thought the tariff rates of 1930 are very ex- 
orbitant and that the statistics are misleading. He said 
if the present import duties were reduced 50 per cent that 
“you'd still have rates equal to 1922.” 

Mr. Bevans declared that the “reduction of the tariff 
would be the surest and most effective way of ending 
smuggling, just as it is with diamonds.” He said that 
imports into the United States are still 75 to 80 per cent 
under the 1923 average although they would be at least 
100 per cent, and some have said 280 per cent, up in 1934. 

Asked by a member of the committee where all of the 
smuggled watches were assembled he said that he did not 
know. In connection with a suggestion of Mr. Barnes 
that imported watch works be marked, he said he did not 
believe that this would help as it would be expensive to 


keep track of them and their numbers or marks could be 


counterfeited anyway. 

Arthur E. Manheimer of the Manheimer Watch Co., 
Chicago, was the next witness. He said he also repre- 
sented the National Wholesale Jewelers Association, 
whose members transact 90 per cent of the American 
jeweled watch business of the country. 

“You could stamp out a good part of the smuggled 
trade,” he said, “if the works were properly marked or 
stamped so that legitimate wholesale assemblers could tell 
and refuse to buy them.” He discussed the selling field 
and said that “we have suffered from Swiss competition 
because the Swiss have undersold us in the market.” 

“It would be very unfortunate for all of us if these 
watches could be brought into this country any cheaper,” 
said Mr. Manheimer. “We can’t compete with Switzer- 
land in any other country. They have the world market 
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and 50 per cent of the United States market and we can 
see no plausible reason for them to ask for more. We 
ask you to put no more hurdles in our path.” 

The last witness was H. O. Hurlburt, of H. O. Hurl- 
burt & Sons, Philadelphia, who stated that he also repre- 
sented the National Wholesale Jewelers Association. 

“Tt seems to me as a merchant,” he said, “that as the 
importers have 50 per cent of our business, this is healthy 
competition enough and there is no reason for putting 
American manufacturers out of business.” 





American Watch Assemblers Appear as a 
United States Industry 


Following the hearing at Washington at which the : 
watchmakers, wholesalers and assemblers appeared before 
the Committee for Reciprocity Information attention was 
called on behalf of the American Watch Assemblers As- 
sociation to the effect that although it was represented by 
but one speaker, he appeared in the interest of all its mem- 
bers and as a representative of an important American 
industry. 

In an announcement issued by Roland Gsell, chairman 
of the Tariff Committee, and by its other members, 
George Gruen, of the Gruen Watch Co.; Ira Guilden 
of the Bulova Watch Co., J. P. V. Heinmuller of A. 
Wittnauer & Co., and Morris Hoffman of Invicta-See- 
land, Inc., particular attention was called to the fact that 
the members of the American Watch Assemblers Associa- 
tion who are operating under a code adopted under the 
NRA can be rightfully considered a United States in- 
dustry for the reason that more than 90 per cent of the 
imports handled constituted material for further manu- 
facture in this country. The watch assemblers in 1932 
employed 928 employes with wages at a million and a 
half. 

The domestic watch manufacturers today number but 
three. ‘They have no code as yet nor has the domestic 
clock industry, says this announcement. 

The statement of the assemblers claims that the ad 
valorem duty in the tariff of 1930 ranges as high as 150 
per cent, rates from 400 to 750 per cent higher than 
rates in the tariff of 1913. In 1929 the domestic pro- 
duction supplied 70 per cent of the total demand for 
watches while imports supplied 30 per cent. In 1933 
domestic manufacturers supplied 93.3 per cent while im- 
ports supplied 6.7 per cent. They claim that the Tariff 
Acts of 1922 and 1930 have eliminated, by embargo, types 
of watches that could formerly be imported. 

The excessive duties on watches of small size have 
been an incentive to smuggling which has grown to an 
extent that is as disturbing to the importers as to the 
domestic manufacturers. 

The American Assemblers suggest that competition be 
limited to 50 per cent of the American market, not for 
watches of all classes but only 50 per cent of the market 
for watches of the types that have even now survived 
the exorbitant rates of duty in the Tariff Acts of 1933 
and 1930. The only real remedy for smuggling, they 
say, is to reduce the duties to the point where such smug- 
gling will not be profitable. 

If the duties in the Tariff Act of 1930 were reduced 50 
per cent the rates would be substantially those of the Act 
of 1922, an act under which domestic manufacturers 
enjoyed their greates prosperity, they say. 
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WO great publications . . . the 

Keystone and The Jewelers’ Circular 
... in this issue merge their aims and pur- 
poses to furnish a broader service to a 
great industry. For more than fifty years 
both papers have trod parallel paths, 
working toward the same ideals and dedi- 
cating their efforts to the service of the 
retail jeweler. 


Today those paths have become one. The 
vast experience of both papers in busi- 
ness journalism . . . their wide contacts 
and great facilities, are welded into one 
vital force for the promotion of the 
jewelry industry . . . a force that provides 
a vigorous, timely impetus to merchan- 
dising at the very beginning of a new 
business era. 
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BUSINESS MAGAZINE 


Another National 
Step Forward in 
The Jewelry Trade 


. a splendid new publication 

formed by the union of The 
Keystone and The Jewelers’ Cir- 
cular performs two great services 
for the jewelry trade. For Readers 
... last minute, authoritative in- 
formation on effective business 
methods and profitable merchan- 
dise, gleaned from a wealth of 
national and world sources. For ad- 
vertisers . .. complete penetration 
of retail jewelry markets and active 
contact with a “Sterling Fine” 
circulation, reaching 925/1000 of 
the industry’s purchasing power. 


The Jewelers’ Circular-Keystone is 


2000000000002 





geared for a 1935 of increased ac- 
tivity and usefulness. The tremen- 
dous body of merchants and man- 
ufacturers who form its reading 
public will be supplied with accur- 
ate facts, clearly and tersely pre- 
sented in the manner that 118 
years of jewelry publishing expe- 
rience has taught is most valuable. 
Spontaneous expressions of ap- 
proval and good will have already 
reached us from friends in the 
trade... but the final endorsement 
lies in YOUR employment of the 
outstanding facilities and oppor- 
tunities now available to you. 


THE JEWELERS PUBLISHING CORP. 


239 WEST 39th STREET 


NEW YORK CITY 
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WATCH BRACELETS 
for Men and Women 


Famous Briggs Carmen, playing an “encore” 
that bids fair to match its great success of a few 
years ago, now appears in startling new watch 
bracelet styles. Here’s a unique bracelet that 
expands to twice its size—that does not have to 
be opened or taken apart—that easily slips on 
and off over the hand — that holds its posi- 
tion and comfortable adjustment under all 
conditions. 

All Carmen Bracelets are original Briggs qual- 
ity which has always given satisfaction. 





Ask your wholesaler to show you 
Briggs Carmen Bracelets 


Coast Rep.: Fred L. Lee Co., 
704 Market St., San Francisco 


Frank Newburger, Rep., 
Heyworth Bidg., Chicago 


THE D-F - BRIGGS CO- 


ATTLEBORO, MASS. 
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“Fne-formule for making 


> a success of a gift department or a gift shop is not-a 
_ precise one. The important ingredient that makes for 
> success is the human element. Given a person with experi- 
ence, business judgment and merchandising taste, the 
result will be success. Such a person will choose whether 
to start a gift shop or whether it is good judgment to 
open a gift department in an already established business. 
Having picked the right location, the person with judg- 
ment and ability will know what merchandise is adapted 
to the clientele of the business or the neighborhood where 
the shop is located. Success in merchandising, whether 
a gift shop or a great department store, is not accidental. 
All of this prelude is general and leads to the specific 
problems that face the manager of a gift department. If 
the location has been pre-determined the buyer or man- 
ager has not this problem to face but must consider well 
the established clientele the business already has and what 
lines of merchandise to buy, in order to meet the least 
sales resistance and offer the clientele in the gift depart- 
ment the sort of merchandise that it is likely to want. 

One definite rule, I think, can be laid down and that 
is that any buyer should consistently strive to raise the 
standard of the merchandise sold and increase the size 
of the sales check. A second rule to be persistently fol- 
lowed is that merchandise is worth only what it will 
: bring. This sounds bromidic but there are thousands of 
j operators throughout the country looking at merchandise 
which has been on their shelves for years and which seems 
to possess some mysterious value to the owners of the 
business. It has no value except as it will sell. A good 
rule to follow is to consider that the sales in such a depart- 
ment should be at retail not less than four times the in- 
ventoried value of the merchandise at inventory time. 

If this rule is followed and reductions in price are 
continually made in order to accomplish this turn-over 
of four times, the result will be an inventory at all times 
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Sound Merchandising 


Principles 


for the 


~GIFT DEPARTMENT 


By 
CHARLES H. HALL 


that is worth what it is inventoried at and it will always 
have a_potential earning-power for the sales period suc- 
ceeding the inventory. 

I repeat that good judgment as to what your clientele 
wants and will buy is much more important than that 
“love of beautiful things” which is important but really 
means nothing unless the merchandise will sell. Good 
taste in merchandising means choosing what the other 
fellow will buy. 


One way to arrive 
at correct conclusions as to the taste and desires of a par- 
ticular community is to make a study of the homes in 
which the prospective customers live. For centuries the 
vogue of interior decoration has taken its prevailing influ- 
ence from the type of architecture currently popular. Of 
course, there exists today a more varied taste for objects 
of home decoration than ever before, and the dealer has 
much latitude in his selections, but a study of the various 
modes of decgration now considered smart will reveal 
certain more or less definite categories which represent 
different degrees of good and bad taste rather than the 
special characteristics of the so-called “periods.” For the 
purpose of loose definition, decorative objects fall either 
into the class of “modern,” which generally means any- 
thing not realistic in interpretation, or among the designs 
which are modified reproductions of “some one of the 
recognized styles of the past. There are some customers 
who want everything “up-to-date,” demanding the ex- 
treme of the modern, found in what has been called 
“modernistic,” while others, having a home decorated 
according to a period, in the Colonial manner, for example, 
will require gift articles that will be harmonious in such 
an environment. 

It is the merchant’s job to discover the needs and 
predilections of the people whom he wishes to have as 
customers for his gift department, and buy accordingly. 














Eastern Manufacturers and Importers Exhibit 


George F. Little, Managing Director 


S. Craig Preston, Vice-President 


Edward P. Daly, Director 


HE next Greater Chicago Gift 

and Art Show, Feb. 4 to 15, at 
the Palmer House, will be more rep- 
resentative of essential items and lines 
for any retail jeweler than in previ- 
ous years. A greater diversity of 
lines will be found and several new 
and unusual exhibitors have been 
added to replace duplicated lines. 

The Eastern Manufacturers and 
Importers Exhibit has established this 
great central market to bring to one 
point the showings and merchandise 
of the best manufacturers and im- 
porters from the world markets, so 
that purchases of merchandise, at- 
tractive and profitable, may be con- 
fined to two weeks and with a mini- 
mum of traveling expense and 
considerable saving in time 

The newest in costume jewelry, 
aluminum ware, pottery, china, glass- 
ware, leather goods, suggestions for 
bridge prizes, anniversary remem- 
brances, lamps and lamp shades of 
every description, etc., will be shown. 

The opening day, Feb. 4, will be 
practically a concentration of the 
“Show windows of the world” and 
a fine display of merchandise. 

The management of the Eastern 
Manufacturers and Importers Ex- 
hibit are sending broadsides of invita- 
tions to all retail jewelers. If, by 
chance, you were overlooked and will 
drop a line on your stationery to 
George F. Little, 220 Fifth Avenue, 
New York, the secretary will be glad 
to extend you an invitation. 


Henry Underberg, Director 
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]. Leo Grogen, Director 
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POoDeE’S 


In Spode’s Blue Ermine, another early Spode 
pattern revived to meet the present day vogue 
for simplicity, expression is given to the 
Empire feeling in both design and color. 
Saxe Blue is the tone of color known by the 
layman as China Blue, a dainty color which 
has great appeal and charm for the hostess. 

Spode’s Blue Ermine is carried complete 
in New York stock. 


Send for illustration, sample, and prices. 


BLUE ER MIN E “‘ 


SPODE will have for 1935 a profuse showing in SPODE’S CHINA, short lines, 
dinnerware, and service plates; Eighteenth Century and Modern influences, 
including new colorings and shapes. 

SPODE’S EARTHENWARE: Good Eighteenth Century and Modern influences, 
with many smart new colorings and shapes. 

SPODE’S LOWESTOFT STYLES: Many more interesting designs are being revived 
in this dignified Eighteenth Century style, including all the quaint old shapes 
used nearly a century and a half ago. 


Samples will be ready early in January. 


COPELAND & THOMPSON, INC. 


206 FIFTH AVENUE NEW YORK N. Y. 








9 
Sd, “PEPLOW” 


CHINA) 


(BONE 


In Peplow is revived a Spode classic in 
China. This fine pattern will always be a 
favorite among people who have learned 
to live with fine things. 

The charm of the pattern is expressed 


in the strength of design and the richness 


COPELAND & THOMPSON, INC. 206 FIFTH AVENUE; 


of the enamel painting. This richness can- 
not be expressed by any short-cut methods; 
the rarest work of the color artist must be 
intensively expressed to get this feeling of 


richness and warmth. 


This feeling is expressed in all fine Spode 


China and can be accomplished only by 

highly trained painters and paintresses. 
Spode’s Peplow pattern in Bone China is 

carried in complete open stock in New York. 


Send for pamphlet, sample and _ prices. 


NEW YORK - N.Y. 








HERMAN KASHINS 





Giftwares Open New Sales Avenues. 


a days of old, 


when the term “gift” signified a precious stone or a piece 
of jewelry made out of a precious metal, the jeweler was 
the logical place to go for a gift. He was looked upon 
as a man of highest integrity and taste, and his suggestion 
was generally accepted by the giver of the gift as proper 
and correct. 

With the expansion of gift giving for hundreds of 
occasions, the general trend of the kinds of things suit- 
able for gift giving likewise expanded to include hundreds 
of things combining the utilitarian and ornamental. 

With his great record of integrity as a foundation, 
there opens up for the jeweler a new field of merchan- 
dising in these times that ought to attract the gift pur- 
chaser to his establishment perhaps rather than to any 
other kind of store. 

Ask a number of people in any community from which 
type of merchant they would prefer to receive a “gift 
package,” and it is more than likely that they would all 
say that they would prefer it from the local jeweler. 

It is up to the jeweler, then, to plan to add to his regu- 


lar jewelry business this additional source of income that 


is ready to be thrown into his lap, so to speak. 

His main problem is one of space. If he is really to 
accept this new income, he will have to change his ideas 
of what a gift article comprises to conform with the 
theory mentioned above—besides the usual run of “knick- 
knacks,” he will have to devise means of giving space 
to articles of greater size and of different materials. 

He will also have to change his method of display. 
Jewelry gifts can and should be shown in a show case. 
But the general type of new gifts have to be shown in the 
open. People must be allowed to make a selection easily 
and at leisure—they must be allowed to help themselves 
more or less by displays that allow the person to handle 
the piece, examine it, put it down, pick up another piece, 
until finally they have made the selection. 
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“The jeweler, in any community, large or small, 

should be the gift fashion leader—the one to 

whom the prospective gift purchaser will look 
for advice,” says Mr. Kashins. 


In this respect, definitely priced tables are a great help. 
It makes selection easy and comfortable. A dollar table, 
a two dollar table, three dollar table, five dollar table, 
would be the most advantageous method of display. 

Articles priced above $5, up to as high as even 
$100, should be in another section. 

The type of merchandise should be as varied as pos- 
sible, and as little of each type as the size of the com- 
munity will permit. It is perfectly obvious that every 
gift purchaser has in mind giving something that will not 
be duplicated too easily by some other gift purchaser. 

Avoid the bazaar type—or the “over-night” fashion 
type. Make a study of your wholesale resources before 
making your purchases. 


Stick to Quality. 


The community expects at least that from the jeweler. 
Quality should not simply mean high priced. Quality and 
those indefinable elements of good taste and craftsmanship 
can even be found*in dollar gifts, as a matter of fact. 

At stated times of the year, have a “clearance” sale of 
things that have stayed on the counter too long. Don’t 
let your prospective customer see the same things on your 
counter for too long a period. Department stores long 
ago learned the value of these clearances. 

The jeweler has a great opportunity. Taking advan- 
tage of it is merely a matter of merchandising, hard 
work, seeking the new all the time, keeping up with 
fashion trends, careful selection and intelligent selling 
methods. 
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GIFT 





MERCHANDISE MART 


Se ee os » 





5 HOW 


February 4-16 


The Merchandise Mart Gift Show, February 4-16, is the 
most important buying event in the giftware industry 
this Winter, and here are the reasons why! 

Some 225 outstanding giftware firms are permanent 
tenants of The Merchandise Mart, and among the 
leaders who have agreed to show here exclusively 
during the February Market are Mary Ryan, W. C. 
Owens, Mrs. E. D. Leavitt, Zang’s, Manning Bowman 
& Co., Bruce-Hunt and International Silver. To shop 
these lines buyers MUST come here, for they can see 
this merchandise nowhere else in Chicago. 

Moreover, The Merchandise Mart Gift Show is now 
open to the world, and a number of gift houses that 


are not permanent Mart tenants are exhibiting here 
during the market. 


These special exhibits, plus the exclusive showings, 
provide the greatest concentration of gift merchandise 
ever assembled anywhere. No buyer can afford to 
overlook such an extensive market. 


Giftware buyers must remember too that The Mer- 
chandise Mart Glassware, China & Pottery Market is 
held on concurrent dates. They can shop both shows 
without additional effort or loss of time. 


_ Write at once for registration blanks and 
full information on reduced railroad fares. 


™* MERCHANDISE MART “™**" 


r HE G 28 AT 


Cs2HRTtTSk A SE 


M A R K E T 
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BLOWN GLASS— 


Its Manufacture and Decoration 





BY 


Cc. L. ROOS 
W. E. LINDEMANN CO. 


‘Tie quality of glass 
is largely determined by the proportion of lead included 
in its ingredients. ‘The more lead, the better the glass. 
The inclusion of a larger amount of lead results in a 
resonant tone when the glass is struck. As regards chemi- 
cal constituents, the best blown glass is either a potash- 
lead, soda-lime or potash-lime glass. The English flint 
glass or crystal is a potash-lead glass. Though first 
extensively made and used in England, this glass is now 
made in many glass-blowing countries and simulates the 
precious rock crystal mined from the earth’s depths. 

In making the glass, the materials are heated together 
in a crucible and brought to a molten state. If a lead 
glass is being made, a covered crucible is used and the 
materials are poured in or the molten glass removed 
through hooded openings. If the materials do not contain 
lead, an open bowl-shaped crucible is used. For best 
results, a fine fire clay must be used as a lining for the 
crucible. The crucivle and contents are brought to a 
white heat in order to fuse the mixture and to remove 
bubbles of gas and air. Before the glass can be blown, 
the temperature of the crucible must be lowered sufficiently 
so that the liquid glass thickens and becomes viscous. In 


this state a mass of glass can be gathered upon the heated 
end of an iron tube. It is evident that in order to make a 
number of pieces which match, the quantity of glass 
picked up must be exactly the same each time. The glass 
is then rolled on. a “Marvor” or slab of iron, so that it 
is slightly solidified, and it is then hollowed by blowing. 
If a goblet is being made, the bowl or chalice section is 
next shaped and the stem is either pulled out of the sub- 
stance of the bowl, or is made from a small new lump 
of glass added at the proper point. The foot is now 
started as an independent little bulb which is made to 
adhere to the stem and then broken away from its own 
iron. The fractured end of this little bulb is then heated 
and the action of the heat and the centrifugal force as 
it is rotated transforms it into a flat foot. The chalice 
section is now severed from its blowing rod and the un- 
finished goblet is supported by its foot which is attached 
to the end of a working rod by a metal clip or glass seal. 
The edge of the chalice is now heated, trimmed with 
scissors and melted to make a smooth and even line. The 
goblet is then slowly cooled and is ready for decorating. 

This article will be continued next month, on the sub- 
ject of decoration. 
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Some of the lines that will be shown 
at the 


MORRISON HOTEL 


Madison & Clark Streets 
CHICAGO, ILLINOIS 


during the coming Market Season, are: 


STEUBEN GLASS 
J. A. SCHNEIDER LIGHTING CO. OF BUFFALO 
THE TAYLOR, SMITH & TAYLOR CO. 
ARTHUR J. PALMER, JR. 
SMITH METAL ARTS CO., INC. 
THE PAIRPOINT CORP. 
TURNER ARTWARES 


wus 
Ya erin 








and many others. 


Larry Bell, formerly of the Palmer House, cordially invites 
all of his old friends to make their headquarters at the 
MORRISON HOTEL. 


FOUR FLOORS OF NEW LARGE LIGHT 
DISPLAY ROOMS $3.50 to $7.00 


a $2.50 up 
Doublerooms.._............_ .. . $4.00 up 
Twinbods................... 950 wp 


Each with bath, servidor and running ice water. Up in the 
quiet, homelike rooms of the MORRISON HOTEL you 
are far away from noise and hurry. Deep, soft beds bring 
sound sleep. Fine garage facilities. Home of Terrace 
Garden. In the Heart of the Loop. 


LEONARD HICKS 


Managing Director. 
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A Discussion of Modern Production Methods 


By M. APPLEBAUM 
FRIEDLEANDER CO., INC. 


Vast new potentialities 
in the field of small sculpture and in the way of increased 
naturalism have been made possible by the modern treat- 
ment of bronze and ivory alone and in combination. 

The great fluidity of bronze when melted and the slight- 
ness of its contraction on solidifying make it more suit- 
able for casting than other metals. Its hardness is also 
an advantage; added to it is the fact that it takes the 
impress of the mold with extreme sharpness and delicacy. 
Although bronze may be “carved” by hammering or 
punching, known to the French as “repousse,” the usual 
method is by casting in a mold. 

The usual method employed to produce a bronze statue 
is similar to the cire perdue method. ‘The sculptor first 
models his statue in clay or composition. For protective 
reasons an exact replica is cast in a plaster compound. 
An impression of a vertical half of the statue is made in 
a box or mold case containing finely powdered French 
sand moistened to a pasty consistency. In removing the 
statue small particles of the sand impression often break 
off. It is then necessary to model or tamp in such parts 
with great care. Channels are then grooved from various 
parts of the impression joining at central channel at the 
edge of the mold case. The same process is repeated with 
the other half of the original model. Finally the two 
boxes are clamped together, making a perfect hollow im- 
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print of the original statue. Into the main channel the 
molten bronze is poured and the mold case is spun to dis- 
tribute the liquid metal to all parts of the mold. The 
excess is poured out of the case and as soon as the casting 
has cooled, the “case” is opened, the sand mold falls away 
and the cast-bronze statue emerges. It now becomes 
necessary to carve or file away the edges or seams left at 
the juncture of the two halves of the mold and sharpen 
such details as may not have cast as sharply as the sculp- 
tor’s original model. The statue must now be plated, 
colored, or patinaed in accordance with the artist’s con- 
ception. 

The Florentine and Spanish work of this type has from 
its beginning been known for its great beauty, and today 
the bronze statuettes based upon these and, in fact, upon 
every style of bygone days are produced in great quantity. 
Many copies of antique work are so skillful that it is 
difficult even for experts to detect their modern origin. 

Unconventional and fresh ideas are undergoing con- 
tinual experimentation and it is the custom to leave the 
original handiwork of each designer untouched. Blend- 
ing colors are used upon bronze, the glitter of which has 
been subdued by means of patinas and oxides. A special 
shell is sometimes introduced to replace the ivory, and 
enameling adds to the finish of certain designs. 





A large array of new patterns has been added to our New 
York open stock for immediate delivery. Every type of 
decoration is represented in order to meet the most vary- 


ing tastes and to fit every purse. 


Our representatives will show our complete lines and 


many new opportunities are awaiting you. 


THE ROSENTHAL CHINA CORP. 


149 Fifth Avenue, NEW YORK, N. Y. 
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HOTEL PENNSYLVANIA 


February 25th 














to 
March 2nd, 1935 
af, rales —— 
GEORGE F. LITTLE | || | SPONSORED BY 
mano.ger i NATIONAL GIFT < 
220 FIFTH AVE 1 APT ASSOCIATION 


NEW YORK | || 
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Lamps 


are adaptable for 
any period. These 
desk lamps are 








Right No. 110 
$5.00 

Left No. 105 
$2.75 t 


Antique colors of Empire Red, French Blue, 
Empire Green, Eggshell, all with gilt decora- 
tion, all strictly hand made. (Folder avail- 
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Illuminated 
Globe 
of the 
World 
12 inch Glass 
globe — light in- 
*| side makes small- 
est details clear We illustrate above’one of four complete 
and legible. Copy open stock dinnerware patterns of a fa- 
of a French idea formerly retailed at $75. Exclusive ‘ Ttalj 2 to i 1 
with us at $10.50, retails as high as $25. mous iHtalian ware, noted tor its excel- 
lence of glaze and rich coloring. It will 
DIRECT FACTORY DISTRIBUTOR FOR be noted that the shapes are in harmony 
SMART—but INEXPENSIVE with the plaid motif. Capitalize on to- 
Globes of the World Book Ends day’s vogue for plaid! Available in 
Sc Spee Tove Shell sie Ravedctons | 1 | green, rose, yellow and blue. 
Boudoir Cabinets Tole Table Lamps 
Sewing Cabinets Tole Floor Lamps We also stock two floral patterns, and one 
agazine Racks ole Desk Lamps . ° 
ue si a oo a in solid ox-blood—the smart ultra new 
Wall Book Racks “Little” Lamps tone. These patterns feature a new 
fluted, graceful shape designed exclu- 
WHOLESALE ONLY sively for us by a well known New York 
ILLUSTRATED FOLDER AVAILABLE artist, and they were made in Italy by 
DERUTA. 
HERMAN KASHINS *‘We do not solicit cut price outlets.” 
SPACE 845 
225 FIFTH AVENUE ; 
— EBELING & REUSS, INC. 
NEW YORK PHILADELPHIA 
Telephone LExington 2-4724 Empire State Building 707 Chestnut St. 
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THE RENAISSANCE OF GLASS 


By C. A. SHOEMAKER 


l; one were to select, 
of the many ideal requisites for a buyer of glassware, the 
quality most likely to contribute to his success, it would 
be a safe venture to mention appreciation of beauty— 
whether innate or acquired through environment—coupled 
with a fine sense of social values. Indeed, it is difficult 
to think of crystal and its richly human associations 
without conjuring up pictures replete with beauty and old- 
time hospitality. “The wine glass and the decanter, to 
mention one example alone, will always symbolize good 
cheer and fellowship. Crystal has graced the altar and 
the prince’s table alike, and it still continues to play 
an important part among the decorative arts. In fact 
glassware is being put to new and fascinating uses by 
modern artisans, and it becomes increasingly essential 
that the buyer have an artistic background if he is to 
make the most of present-day opportunities. 

Inasmuch as glass and crystal are closely allied with 
the decorative arts, it is particularly advisable that the 
jeweler shall have some foundation in the way of artistic 


training. It is difficult to conceive of a jeweler selecting 


wisely from the wealth of pieces offered by the foreign 
and domestic markets today, unless he has at least a 
fundamental knowledge of color and design. 

It is not enough, however, for the jeweler merely to 
have an artistic background, for his objective is buying 
and merchandising which necessarily calls for a knowledge 
of the commercial history of his product. He must know 
the glass of yesterday and today, if he is to merchan- 
dise intelligently. Otherwise how can he understand the 
recurrence of old styles or account for a vogue which 
may be wholly new or partially new? Moreover he 
should bring to his work something of that professional 
attitude which only grows out of an intimate under- 
standing of his product. Knowledge of the product creates 
interest in the gift or glass department. 
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Public interest in glass has grown to such an extent 
that it is almost imperative that the jeweler shall have 
a professional spirit if he is to make the most of the 
unusual opportunities for his department. Indeed, we 
are justified in saying that glass is having a Renaissance. 

The problem of the jeweler for the small exclusive 
shop is essentially different from that of the head of the 
glassware department in a large store. The former is 
dealing with a small clientele with whom he comes in 
intimate contact, learning their whims, tastes and likes. 
True, he must possess the requisites of a buyer, good 
taste and the sense of a good trade, and he must know 
his markets well in order to meet the competition of 
other discriminating shops, but his problems looked at in 
one way are simpler than those of the buyer for the 
metropolitan department store. The customer who goes 
to the jewelry shop generally has decided taste and the 
means of gratifying that taste. On the other hand the 
customers of the department store include many who do 
not have such definite ideas about the article desired, as 
well as some of the more discriminating. Naturally, then, 
the matter of price will cut a more important figure. The 
problem which must ever be in the mind of the jeweler, 
however, will be how to mold the taste of his clients 
while conforming to the necessary requirements of mer- 
chandising, volume of business and rapid turnover. The 
jeweler then, generally buys so as to afford a price range 
guided always by the thought of good taste and artistic 
requirements. 

That the jeweler who buys glassware must have wide 
interests and keep intimately in touch with current 
tendencies, whether in the decorative arts or in the mat- 
ters of etiquette and social usages, is demonstrated on 
every hand. He must be able to visualize the correctly 
appointed table from the first glass to the finger bowl. 

Take the matter of color in glassware. Shall the 
jeweler be carried away for color which characterizes so 
much of the modern product? Beautiful as color is in its 

[TURN TO PAGE 94] 
















GIFTS and ART OBJECTS from FOREIGN LANDS 


% ANINTERNATIONAL BAZAAR 





No. 4/348—Ht. 20”. Crystal No. 4/347 — Ht. 18%”. 
cut lamp with Claire de Lune No. 2179—2 Lt. Ht. 22”. Crystal Crystal cut lamp with Claire 
Shade. Girandole. de Lune Shade. 


A large and varied line of popular priced items has recently been added to the distinguished line of exclusive 
merchandise for which this firm has been noted for more than half a century. 


BRANCH |i FRIEDLAENDER COMPANY, 


860 Los Angeles St. | IMPORTERS and MANUFACTURERS 
Los Angeles, Cal. 53 WEST 23rd STREET NEW YORK CITY 










| 






Inc. | BRANCH 
| 1555 Mdse. Mart 


Chicago, IIl. 




















Announcement 


SOON AFTER J ANUARY FIRST, 1935, our representatives will 
call on you with a full line of our NEW GOODS for 
your inspection and selection. 

Quality, combined with the superior value of our 
New Designs, will create a desire of the Public to possess 


these articles of highest workmanship. 


THE PAIRPOINT CORPORATION 
Factories: NEW BEDFORD, MASS. 


43 WEST 23rd ST., NEW YORK 150 POST ST., SAN FRANCISCO 
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INSTALLING A CHINA DEPARTMENT 


W. must start 


with the presumption that you have observed the success 
of other jewelry stores which sell china. There remains 
then the question. HOW? In the realization that this 
is a difficult question to answer authoritatively in a dis- 
cussion the length of this one, we can only hope to give 
you suggestions and fundamentals in a concise presenta- 
tion. NO ONE can guarantee you a profit—it would be 
naive to believe so. Much will depend on your own 
business ability. 

Logically, the first step is to determine just what your 
competition is—the department store, or the china and 
glass store—although the latter are now few and far 
between. Find out what they offer, noting the types of 
decoration, the style, and the composition of the various 
sets and, of course, the price ranges. Do not trust your 
memory—make notes. Note the difference in quality, 
decoration and price. 

Under present conditions, it is recommended that you 
carry chiefly popular-priced merchandise. However, your 
own knowledge of your customers may dictate carrying 
at least a few lines of the higher-priced patterns. 

Next you should find out the better sources of supply. 
This can only be done by subscribing to magazines cover- 
ing the china and glass trade, in addition to THE 
JeweLers’ CircULAR-KeEysToNeE. Read carefully the 
articles by importers, manufacturers, buyers and retailers. 
Note their advertisements, remembering that every im- 
porter, or manufacturer puts his “best foot forward” in 
his advertising. They therefore usually stress their 
newest and best selling merchandise. Write to these firms, 
asking their salesmen to call on you when in your city, 
or the nearest city he makes. Visit his sample room— 
look over the display. Listen to his sales talk, for it con- 
tains many helpful suggestions. If you can make a trip 
to “‘market’”—New York, the trade magazines will gladly 
give you a list of reputable firms whose lines you should 
inspect. 

Your stock should range from the older and conserva- 
tive “border” decorations, through floral sprays, embossed 
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By HENRY EBELING 


borders, chintz patterns to plain white and ivory, embossed 
and fluted, into pastels. There is such an endless style 
and variety obtainable that here your own taste must be 
the deciding factor. After all, you are the one to know 
your customers’ likes and dislikes and the style preferred 
in your own locality. 

And now another important point: There are many 
fast-selling items known as “fancy goods.” By these we 
mean accessories—useful or decorative, such as bonbons, 
hors d’ oeuvres, compotes, etc., ail of which can be retailed 
at a profit for amounts far below the sum required to buy 
a dinner set. Many a customer will want “just a gift” — 
at $1, $2, $3.50 to $5. In this line, there is large turn- 


over. Such items are obtainable from importers and man- 


ufacturers of general giftwares. 
When you have 


contacted reputable houses, recall that they are just as 
interested in your success as yourself, and that they will 
gladly and conscientiously help you, as they seek your 
next year’s business even more than the current order. 
Therefore, have confidence in their advice. Tell them the 
conditions under which you will operate, and they will 
not “overload” you with stock. They are anxious to give 
you their best. The old distrust of “high pressure” selling 
is gone. Sometimes it happens that sincerity and enthu- 
siasm shown by‘a salesman are mistaken for “high pres- 
sure” salesmanship by the observant jeweler. 

Remember that many of the points in the salesman’s 
talk that convinced you and made you buy, can be used to 
sell to your retail customer. Remember that merchandise 
cannot speak for itself, and must be intelligently presented. 

Finally, when you have purchased your lines, display 
them well—with good light, and proper background. 
Then do not sit back and say: “Now, let’s see what hap- 
pens.” Merchandise that sells rapidly is never presented 
in silence. 








NORMA 


THIS PENCIL WRITES 
IN FOUR COLORS 


Sh i , a \ ith A 
Hick of “Che Chub lt 


The Norma is not only unlike any other pencil TE 
on the market, but it stands head and shoulders 
above the crowd of mechanical pencils . 
totally different, individual, unusual . . . not 
merely because it is a four color pencil, but 
because it is the most scientific, most advanced 
and outstanding colored pencil on the market 
today! 


That is a large order we know . . . to check on 
it all you have to do is to see and compare the 
Norma . . . its writability, its 
durability, its mechanical ingenuity, 
its instant shift from one color 
to the other, its skillfully engi- 
neered foolproof construction. 
























The Norma was invented by the 
internationally known engineer who 
also gave to the world the famous 
Norma bearing. This pencil in its 
line is just as great an advance as 
was the bearing. 


So well is the Norma built that we 
guarantee it for a lifetime of ser- 
vice. It fills a long felt need of men 
in every line of business and in the 
professions. In the three months 
since Norma has been placed on the 
market it has been a sensational 
seller at a substantial profit to the 
retailer. 


4 Colors 
in One Pencil 


Priced to sell in chromium plate 


$3.50 
Sterling 8.50 
Gold filled 12.00 


Write today for further particulars if your distributor cannot supply you. 


NORMA PENCIL CORP. 





150 BROADWAY * NEW YORK CITY 
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Renaissance of Glass 
(From page 91) 


proper place, the ranking jeweler will not advocate color 
for all occasions. His knowledge of the social world 
will tell him that clear crystal must still be used for the 
more formal occasions. 

With the increased popularity of glass in modern 
durable qualities, the jeweler has a rare opportunity 
to increase the importance of his own store while at the 
same time he is contributing directly to what we may 
term a “Renaissance of Glass.” 


Beaded Bags 


By D. M. FURMAN 





Evening and wood bead bags have increased each year 
in demand and use. The most popular priced bags are 
between $1 to $10 retailers. The last five months have 
shown an exceptional demand for higher priced mer- 
chandise. 

Evening bags today are considered an “all year ’round” 
item. Warm months bring out the fluffy, chiffon, net 
and pastel effects with beads. These bags are an additional 
business to the stores featuring them, since the demands 
during the warm months are for light-weight accessories. 
For the colder months there are pearls, rhinestones, 
sequins, brocades, lames, and velvets in gold, silver, black, 
white and other fall shades and combinations. 

Evening bags are imported from Belgium, France, 
Czecho-Slovakia and Japan, but for style, quality and 
general reliability, the bags made in this country are 
greatly superior. 

Wood bead bags are also an all year ’round item. They 
have no superior in flexibility. The majority of the bags 
and all beads are imported from Czecho-Slovakia. Staple 
colors are black, brown, navy and red. During the warm 
months solid white and combinations of white with the 
above colors are popular. 

New tailored and smart styles are being planned for 
the spring. 





Reduced Railroad Rates for New York Gift Show 


For several years buyers of gift and art wares, who 
attended the New York Gift Show, have requested the 
National Gift and Art Association to allow them to be- 
come members of this association, so that they may have 
a convention twice each year to discuss their problems and 
secure new ideas in styling, merchandising, etc. 

This has finally been arranged by creating an associate 
membership in this association with annual dues of $1, 
open to buyers, salesmen, etc., interested in the promotion 
of the business of gift and art wares. 

The railroads of the United States and Canada have 
granted a convention rate of return fare of one single fare 
and one-third to members of this association for the New 
York Gift Show, Feb. 25 to March 1. : 

The reduced railroad rate is very important to many 
buyers. Be sure to ask your ticket agent when purchasing 
regular one-way ticket to New York for a certificate 
covering the convention of the National Gift and Art 
Association. ‘This certificate when properly validated at 
the Pennsylvania Hotel will entitle the holder to purchase 
return ticket, good for 30 days from time of leaving start- 
ing point, at one-third of the regular one-way fare. 
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Twenty-four Karat Club of New York Elects Officers 


The annual meeting of the Jewelers 24 Karat Club of 
New York was held Friday afternoon, Dec. 28, in the 
club room, 608 Fifth Ave., New York. President Jacob 
Mehrlust presided and expressed his deep appreciation of 
the fine feeling of fellowship existing during his term. He 
was vice-president for two years and president for another 
two years. The club passed through these depression 
years in fine style and is stronger in reserves, with no lia- 
bilities after contributing the sum of $7,300 to the needy 
during the past few years. He regretted the death of 
seven members during the past year, 

The following were elected to membership: S. C. 
Powell and Jerome Richheimer. 

Officers elected were: President, Clifford Lamont; 
vice-president, Sigmund Cohn; treasurer, Lee Reichman, 
and secretary, Knowlton D. Read. The Board of Direc- 
tors consists of: Alpheus L. Brown, G. H. Niemeyer, 
Frank T. Sloan, T. Edgar Willson, Walter N. Kahn, 
Melville Untermeyer, Charles W. Sommer, and Jacob 
Mehrlust. 

The Board of Directors held a meeting immediately 
after the 24 Club meeting, at which time Alpheus L. 
Brown was elected as chairman of the board. 

Plans are well under way for the annual banquet of 
the club at the Hotel Biltmore on Jan. 17. An excellent 
program of entertainment has been arranged and a fine 
banquet souvenir is reported. The committee is headed 
by G. H. Niemeyer and includes the following members: 
Reginald Reichman, Raymond Mebhrlust, Frederick 
Croselmire, Walter N. Kahn, Julius Kaufman, Albert 
Krolik, Albert O. Osterwald, and John A. Sommer. 


| 
| 








GLASSWARE 
LEERDAM HOLLAND 


Established 1878 


Famous artists like Berlage, 


Copier, Lanooy, Uiterwaal 
are connected with this fac- 
tory and are creating new 


designs and forms. 








To catch the fancy of your customers 

. to sell and keep on selling... a 
piece of glassware must offer more 
than usefulness. Its color and design 
must fall in with the current trend 
in vases, bowls, drinking sets and stem 


ware. 


SHOEMAKER & Co., Inc. 
225 Fifth Ave., New York, N. Y. 


Importers of Artistic Holland Glassware 





























The above decanters in hand-cut 
crystal are a part of our extensive 
line of Reproduction and Bohemian 
glassware. 

Write for latest leaflet 


VISIT US 
WHEN IN NEW YORK 





New YorK. N Y 


225 Fie tw Ave 











| THE FAMOUS LINE OF ARMOUR 
| HAND FORGED ALUMINUM 
|_| FEATURED BY LEADING JEWELERS 


FROM COAST TO COAST 
DURING 1934 





—AGs 


ONE OF OUR POPULAR SERVING TRAYS 


No. (05a. “POLO PLAYER.” 9x13 inches 


Many unusually smart numbers will be added 
to the line this season and will be shown in our 
display at the Eastern Mfg. & Imp. Exhibit, 
Palmer House, Chicago, Rooms 785-786, Feb. 
4-15. 

A. STANLEY BRUSSEL 
225 5th Avenue New York, N. Y. 
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» CHASE 












See the new Chase products for 1935 
at the Mid-Winter Gift Shows. You'll 
find many smart things for your winter 
and spring promotions—all distinc- 
tively styled and finished in chro- 
mium, brass and copper—yet priced 


for quick sales, all the rear ‘round. 





CHICAGO NEW YORK BOSTON 
Feb. 4-15 Feb. 25—March 2 March 11-15 
PalmerHouse Hotel Pennsylvania Hotel Statler 


PHILADELPHIA 
March 25-29 
Adelphia Hotel 


CHASE BRASS & COPPER CO. 


INCORPORATED 
Specialties Sales Division: Chase Tower, New York 


MEET THE ENTIRE WESTERN TRADE 


WESTERN STATES JEWELRY 
TRADES SHOW 


ANNUAL CONVENTION 


CALIFORNIA RETAIL 
JEWELERS ASSOCIATION, Inc. 


18-19-20 — 1935 
BILTMORE HOTEL—LOS ANGELES 


FEB. 


——ee 





Affording Manufacturers a Unique Opportunity to 
Present their Lines to the Jewelers of the West 





For floor plan and price schedule, write or wire: 
F. Bustillo, Suite 1361, Biltmore Hotel, Los Angeles. 




















The traditional hospitality of the Bellevue 














is a subject for reminiscence wherever 
men gather, the world over. Recent com- 
plete modernization in decoration and 
appointments have added even a fresher 


note to this famous hotel. 


Rafes are CLAUDE H. BENNETT 


General Manager 


wer 


Reasonable 












a A STAR HOTEL 





1400 large rooms...each with 
bath {tub and shower} servidor 
and radio. 

Single from $2.50 
Double from $3.50 
Special Rates for longer periods 
Send for Booklet T 


JOHN T. WEST, Manager 


WL 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 


in New York 


& for BUSINESS... 1 block from 
Times Square, 3 blocks from 5th 
Ave. Underground passageway 
to all subways. 


* for DINING...3 fine restau- 
rants to choose from—coffee 
room, tavern grill, main dining 
room. 


* for RECREATION...69 fine 
theatres within 6 blocks. 1 block. 
from Broadway...4 short blocks. 
to Madison Square Garden. 


w& for QUIET SLEEP...Our 32 
stories of fresh air and sunshine 
assure you quiet comfort at all 
hours. 


Breakfastfrom 30c Luncheonfrom 65c 
Dinner from 85c 


NCOLN 
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Jewelry Trade’s Improvement in 1934 


Dun and Bradstreet’s Special Report Shows It Is Attaining the 
Best Operating Basis in a Decade 


Under the title “Jewelry Trade Attain- 
ing Best Operating Basis in Decade,” a 
special report was issued by Dun & Brad- 
street, Inc., Dec. 1, giving general facts 
showing that the jewelry business was 
increasing strongly, with sales that had 
improved from 30 to even 100 per cent 
in certain sections of the country. The 
report related particularly to the improve- 
ment in the cheaper lines, but showed a 
better condition in almost all lines, with 
consumer demand broadening in all sec- 
tions. The report in part says: 

“After reaching the lowest point in the 
trade’s history from a standpoint of both 
production and distribution, there was an 
abrupt lunge forward in both of these di- 
visions during the early summer of 1933, 
which enabled that year to be closed with 
the best showing made since 1929. Noth- 
ing so spectacular has occurred in 1934, 
but the high rate of activity established 
last fall has been maintained, and a uni- 
form increase in sales of 30 to 40 per 
cent has been held fairly consistently all 
year, with gains in some districts placed 
at 75 to 100 per cent. With the consoli- 
dation of such gains, it is anticipated that 
a pronounced upswing will have de- 
veloped not later than next spring, un- 
less there be an unexpected shift in the 
trend of general business conditions. 

“There has been a decided change in 
the attitude of buyers, who have resumed 
their former policy of considering the 
quality of the merchandise as well as 
the price. This trend toward better 
grades, with the accompanying higher 
average quotations, has not advanced, as 
yet, to a point where quality is para- 
mount, but it gives evidence of a more 
critical attitude on the part of retailers 
and, in turn, is a reflection of the in- 
sistence of the buying public on higher 
intrinsic values. 

“Even though buying in the leading 
markets last summer was heavy, as com- 
pared with that of the several previous 
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seasons, the unexpectedly large volume 
of business placed since mid-October has 
caused factories to run behind in filling 
their orders. Some retailers have rather 
heavy inventories, but these have appre- 
ciated in value and doubtless will be 
cleared during the Christmas shopping 
period, which give promise of being the 
most active since 1928, and will thus 
enable most retailers to round out the 
year with volume 50 to 75 per cent above 
that of 1933. Judging from the rapid 
pace which progress has assumed since 
the middle of 1933, the most profitable 
operating basis experienced in the past 
decade is being achieved, according to a 
survey of the jewelry trade, which has 
just been completed by Dunn & Brad- 
street, Inc. 


OUTPUT NEAR CAPACITY 


“A good volume of orders has enabled 
manufacturers of jewelry to hold opera- 
tions at near-capacity levels since the 
middle of September. Production now is 
at the best level in years and, while the 
numerous buyers in the leading markets 
last June had indicated a reasonably suc- 
cessful season, manufacturers were un- 
prepared for the rush of business which 
developed during October and November. 
With this unexpected pressure for goods, 
manufacturers found themselves ham- 
pered by the NRA limitation of hours, 
but through the efforts of the Code Au- 
thority were enabled to alleviate this con- 
dition to some extent. Should reorders 
appear in any large volume during De- 
cember, however, buyers may find it diffi- 
cult to obtain deliveries on the dates 
specified. 

“Orders on hand and expected reorders 
for last-minute requirements from depart- 
ment and chain-store organizations are 
expected to keep the industry well em- 
ployed for the balance of the year. Pay- 
rolls in the industry have been running 
consistently in excess of the 1933 totals, 
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and for the past several months have 
been higher than the 1932 level. Manu- 
facturers of merchandise in the higher- 
priced ranges have been well occupied, 
and the introduction of a number of popu- 
lar novelties has helped to keep makers 
of the cheaper goods busy. Output for the 
year is expected to average 30 to 40 per 
cent more than in 1933. 


CONSUMER DEMAND BROADENING 


“In general, retail sales have beem 
showing a month-to-month increase since 
July, 1933, with the rising trend broaden- 
ing steadily. The increase in volume has. 
ranged from 30 to 80 per cent above that 
of 1933, with unit sales higher by a 
larger percentage, due to the predomi- 
nance of medium- and low-priced mer- 
chandise in consumers’ purchases. Sales: 
of some lines of novelty jewelry, silver- 
ware, diamond rings, platinum bracelets, 
and popular-priced watches during Sep- 
tember and October were nearly 100 per 
cent larger than during the correspond- 
ing months of last year. Even during the 
comparatively dull months of the sum- 
mer there was a strong demand for clocks, 
wrist-watches, earrings, silverware, crys~ 
tal, china, and costume jewelry. Instal- 
ment buying, which had been on the de-~ 
cline for several years, now is showing 
signs of more vitality, with substantia? 
down payments being made and collec~ 
tions generally prompt. 


PRICE TREND UPWARD 


“Quotations on gold base jewelry are 
averaging 30 to 60 per cent higher than 
a year ago and on novelty items from 10 
to 20 per cent, due to increased labor 
costs. While the price level currently is 
stable, with firmness apparent in all di- 
rections, the absence of any unwieldy 
stocks may lead to upward revisions be- 
fore next spring. Future price of gold 
articles, of course, will be dependent on 
Governmental regulations, while quota- 
tions on platinum, diamonds, and raw 
materials will be controlled in direct re~ 
lation to foreign exchange. Although 
manufacturers thus far have absorbed 
most of the added cost incident to higher 
wages, it may soon be necessary to pass 
some of this on to the wholesaler and 
retailer.” 





NEWS OF THE 
MONTH TOLD 
IN PICTURES 








This interesting photo shows the original store opened by George Ludwigs at Walla 
Walla, Wash., Nov. 1, 1880, where the business was transacted until 1887. The 
other two photos in this group are the exterior and interior of the new Jensen & Jeck 
jewelry store, Nashville, Tenn. 
Kenneth Whatmore, who designed the 
I. S. Sales Service Institute. 


Over 10,000 people attended the opening of the beautiful new Budd 
Jewelry Co.’s store at Muskegon, Mich. The business has been in 
Muskegon for the past eight years. The store was entirely 
remodeled. Photo by Old Masters 
A snapshot taken before a display window at the store o 
Marcus & Co., 671 Fifth Ave., New York, during the Christmas 
shopping rush. 


Wide World and Globe Photos 
“Charley” Lavletta, police officer, who Wedding presents received by the Duke of Kent and his bride, Princess Marina. The 
patrols Wood St., Pittsburgh, Pa., and gifts included a set of antique silver made in London in 1783 and 1806. The cut glass 
protects the window displays of the is the gift of President Masaryk of Czechoslovakia. The unique silver set was the 
John M. Roberts & Son Co. present of the City Corporation of London. 
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$15,000 in Watch Movements Taken 
From Truck by New York Bandits 


Four men with guns held up a bonded 
truck which was transferring watch 
movements belonging to the Gruen 
Watch Co. from Pier 37, North River, 
New York, to the office of the American 
Express, 33rd St. and 11th Ave., on Dec. 
13 at 9.30 a. m., and escaped with four 
cases of movements valued at between 
$13,000 and $15,000. 

The bandits stopped the truck at 28th 
St. and 11th Ave. The movements had 
been taken from a ship at Pier 57, and 
were to be sent to the Gruen plant, at 
Cincinnati by the American Express. 

Customs agents and the New York po- 
lice are’ investigating. 





New York Diamond Dealer Robbed 
in Chicago 


Isadore Kinstler, 62 W. 47th St., New 
York, on Dec. 14 reported to the police 
that he had been held up and robbed by 
two bandits who stopped him in the corri- 
dor of the La Salle Hotel, Chicago, forced 
him into a room, where they took from 
his pockets $400 in cash, $443 in checks, 
and diamonds worth about $10,000. 


In his office in New York, Mr. Kinst- 
ler told a representative of THE JEw- 
ELERS’ CIRCULAR-KEYSTONE what _hap- 
pened. “I returned to the hotel at 4 p. m., 
and received at the desk a registered 
package containing the diamonds,” he 
said. He then went to his room, and 
about 5.30 p. m. left the room and was 
in the corridor walking to the elevator 
carrying a grip containing the gems when 
he noticed two men standing in the open 
door of another room. As he passed one 
of them grasped his arm and pointed a 
revolver at him. The bandits took him 
into the room and bound him face down 
on the bed. They emptied his pockets of 
the cash and checks, and after giving 
him a dollar bill, left with the grip con- 
taining the diamonds. A few minutes 
later the jeweler freed himself and called 
for help on the house telephone. 


An investigation showed that the room 
occupied by the bandits had been rented 
by a man who said he was from Los 
Angeles. The pair checked out immedi- 
ately after the robbery. 





George Katzman 


Louisvitte, Ky., Dec. 22—George Katz- 
man, 73 years of age, president of the 
George Katzman Co., McDowell build- 
ing, jobbers of jewelers, optical and 
watchmaker supplies, died Friday morn- 
ing, Dec. 21, at his home, 1152 Bards- 
town Road. 

Mr. Katzman for a number of years 
was in the jewelry manufacturing and 
repair business, and also operated an en- 
graving department. Nearly 20 years 
ago he began handling supplies, and for 
a time operated an optical manufactur- 
ing or grinding department. Later the 
company dealt entirely in supplies, equip- 
ment, etc., dropping all of its manufac- 
turing lines. 
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Surviving is his widow, Mrs. Kathryn 
Barth Katzman; a son, L. G. Katzman, 
in the business with his father; a daugh- 
ter, Mrs. W. H. McPherson, whose hus- 
band is also connected with the business; 
and two grandchildren. 

Funeral services were arranged for 
2:30 Saturday, Dec. 22, from the Maas 
Chapel, 300 East Broadway, with inter- 
ment in Resthaven Cemetery. 


Magnificent Jewels and Silver in the 
Wedding Presents of Princess 
Marina and the Duke of Kent 

Lonpon, Dec. 1—The magnificent pres- 
ents of jewelry made to Princess Marina 


and the Duke of Kent, who were married 
Nov. 29, were displayed in three rooms 





Globe Photo 
A wedding gift for Princess Marina 


at St. James’s Palace, the day preceding 
the ceremony. Nearly 1000 gifts from all 
parts of the world have been received. 
An outstanding piece of jewelry is the 
diamond necklace, the joint gift of the 
Prince of Wales. Duke and Duchess of 
York, Duke of Gloucester, the Princess 
Royal and the Earl of Harewood. 

The gems filled two glass cases—dia- 
mond, pearls, sapphires and emeralds. 
Queen Mary’s contribution consisted of 
nine pieces—a tiara, a necklace, brace- 
lets, pendants, brooches and earrings. A 
striking bow brooch is in rubies and dia- 
monds. A long necklace of diamonds with 
a very fine pendant pearl is the combined 
gift of King George and Queen Mary. 
The king’s gift is a beautifully matched 
36-pearl necklace. 

The Duke of Kent’s gifts to his bride 
included a pearl necklace, bracelet set 
with diamonds, necklace and earrings of 
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rubies and diamonds, and a ruby and 
diamond bracelet. 

Princess Nicholas of Greece has given 
her daughter a tiara set with 18 large 
pearls and diamonds and an elaborate 
bow pendant of diamonds. The City of 
London’s gift to the royal bride was a 
Russian tiara of diamonds. 

Many presents were in silver and the 
semi-precious materials. One room was 
devoted solely to presents of silver, gold 
plate, jade and glass ornaments. A sec- 
ond room was given over to gem jewelry. 
Many clocks are numbered in the gifts. 





Court Enjoins Maker of Chains and 
Clips Which Could Be Assembled 
to Infringe Patent Cravat Pin 


Judge Knox in the United States Dis- 
trict Court at New York, Dec. 6, granted 
a preliminary injunction against Feld- 
man Bros., New York, restraining them 
from making and selling tie clips and 
chains, which could be assembled to- 
gether in a way that would copy the 
Swank cravat chain, patented and manu- 
factured by the Baer & Wilde Co. of At- 
tleboro, Mass. 

On Nov. 19, Judge Knox filed an opin- 
ion granting a preliminary injunction in 
favor of the Baer & Wilde Co., in an 
action brought against Feldman Bros., 
unless Feldman Bros. complied with cer- 
tain conditions that would stop the use of 
their products as parts of infringing 
cravat pins. Feldman Bros. objected to 
this injunction, but after weighing all the 
facts the court rendered the following de- 
cision: 

“There is, I think, but slight doubt that de- 
fendants are contributory infringers of the 
patent in suit. If, however, this be not the 
fact, it can be established only at a full hear- 
ing. Such hearing cannot immediately be had 
before the court and if plaintiff’s contentions b 
correct, they should have to await a trial in 
ordinary course, but should have protection now. 
I shall afford that protection by granting the 
motion for a preliminary injunction on a bond 
of $1,000 unless defendants consent to a refer- 
ence of the issues to a special master for im- 
mediate trial, the costs thereof to abide the 
event. Unless defendants accept this condition 
on their own account, the injunction will issue.” 

As the defendant made no subsequent 
request that this case be referred to a 
master, the final order granting the pre- 
liminary injunction was signed by Judge 
Knox, Dec. 6. 


October Exports and Imports of 
Jewelry and Silverware 


WasuHincTon, D. C., Dec. 4.—The first 
figures of imports and exports of October 
now compiled by the Division of Foreign 
Trade Statistics show that during October 
we exported fine jewelry of precious 
metals of but $1,186 and other jewelry, 
$92,705. 

Our exports of sterling silver during 
that month amounted to $2,654 and silver 
plated ware, $10,951. The total of other 
tableware, including gold and pewter, 
amounted to $4,319. 

During the same month we imported 
fine jewelry amounting to $766; other 
cheaper jewelry, $14,907; silver plated 
tableware, etc., $87,994 and other silver 
plated articles, except cutlery, $11,167. 


















































































Manufacturing Jewelers’ Codes Can Affect Use of 
Only Emblems Legally Controlled by Fraternities 


WasuHINcTON, D. C., Dec. 11—The Na- 
tional Industrial Recovery Board has 
ratified the action staying the Jewelry 
Codes’ restriction on manufacturing, so- 
liciting, or accepting orders for fraternity 
emblems where the fraternity controls 
their manufacture and distribution under 
contract. 

This stay has been granted after the 
Brochon Co., Chicago, claiming to repre- 
sent 102 other companies, had attacked 
the restriction, which is identical in both 
the Medium and Low Priced Jewelry 
Manufacturing Industry Code and the 
previous Jewelry Producing Industry 
Code. Public hearing on the protest held 
April 26, 1934, revealed serious objec- 
tions from most interested parties except 
the fraternities concerned, so a stay was 
granted for a period of 60 days from 
Nov. 14. The board confirmed and rati- 
fied that stay. ; 

Testimony given on the problem indi- 
cated that control of the manufacture 
and distribution of fraternity emblems 
should rest with the fraternities them- 
selves, not with the jewelry industries. 

The clause in controversy is as follows: 


“Where a fraternity controls the 
manufacture and distribution of its 
insignia under contract, it is an un- 
fair trade practice for unauthorized 
persons to manufacture, solicit, or 
accept orders for such insignia.” 


In effect, the stay of the provision 
throws such business open to competitive 
bidding. 

The question raised in regard to the 
above paragraph, and the interpretation 
rendered by the acting Division Admin- 
istrator, are as follows: 


QUESTION.—Does schedule A, section 
1 (c), of the Code of fair competition for 
the precious jewelry producing industry 
prohibit the agents of the “A” company 
from attempting to sell fraternity jewelry 
to members of Greek-letter societies the 
national officers of which have entered 
into contracts with the “B” company, ap- 
pointing that company official jeweler for 
such society? 

INTERPRETATION.—It is ruled that 
if a Greek-letter society or fraternity, 
through its national officers, has, as a 
matter of fact, control of the manufacture 
and distribution of its insignia under con- 
tract and has the authority to enter into 
contract with the “B” company and has 
appointed that company its sole and ex- 
clusive jeweler, it would be prohibited by 
section 1 (c) of schedule A of the Code 
for the “A” company, or its agents, to 
manufacture, solicit, or accept orders for 
the insignia from members of said Greek- 
letter society or fraternity during the 
duration of the contract with the “B” 
company. 

To settle definitely the application of 
the above interpretation as to the use of 
the word “control,” the code authority of 
the Precious Jewelry Producing Industry 
took this up with the Administrator of 


the NRA in a letter which said: 


“This ruling is in accordance with 
the position our Code Authority has 
always taken when the question of a 
violation of Schedule A, Section 1 (c) 
has come up. We have always felt 
obliged to rule, however, that ‘con- 
trol of the manufacture and distribu- 





tion’ would have to be a Jegal control 
—that is, such a control based on the 
ownership of a patent or design 
patent. 

“If your interpretation covering 
the word control is other than ‘legal’ 
control, will you please advise us, so 
that we may be governed when we 
receive further complaints of viola- 
tions of the section in question.” 

The answer to the above, sent Dec. 10 
and signed by Leslie Lore, Assistant Dep- 
uty Administrator, reads: 

“This will acknowledge receipt of 
your letter of November 30th with 
reference to Interpretation Order 
130-13. 

“The interpretation states that ‘if 
the fraternity has as a matter of fact 
control, etc.’ The control referred to 
could only have reference to such 
control as could be sustained in the 
courts.” 





Sterling Silver Plaque Presented to 
Archbishop of Chicago 
The sterling silver plaque illustrated 


herewith was presented on Nov. 18, 1934, 
to his Eminence George Cardinal Munde- 





The Silver Plaque 


lein, Archbishop of Chicago. It com- 
memorates the 25th anniversary of his 
consecration to the episcopacy. 

Etched on the left is an illustration of 
his original parish, St. Nicholas, in New 
York, on the right is the Holy Name 
Cathedral in Chicago. In the center is 
the Coat of Arms. The arch is an exact 
reproduction of the sanctuary in his home 
parish, St. Nicholas, in New York. It is 
mounted in fine red leather. The in- 
scription reads as follows: 

In commemoration of the 25th Anni- 
wersary of the Consecration to the Epis- 
copacy of His Eminence George Cardinal 
Mundelein, Archbishop of Chicago, Prince 
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of the Holy Roman.Catholic Church and 
Eminent Son of the Church of St. Nicholas 
in New York City, whose remaining 
people in humble participation on this 
happy occasion present this souvenir in 
gratitude for his demonstrated affection 
for them and the Church of his Child- 
hood; and with it offer the hopeful 
prayer that Almighty God may long 
spare him to the loyal flock in his adopted 
city of Chicago, among whom he has 
labored and in whose love and devotion 
he is most honored on this anniversary, 

The presentation was made by a com- 
mittee of laymen of which August Packer, 
of Dieges & Clust, designers and makers 
of the plaque, was chairman. 





New York Jewelry Salesman 
Robbed and Murdered 


Max Silverstein, salesman for Kalmus 
& Silverstein, 93 Nassau St., New York, 
was found dead in a room on the sixth 
floor of the building at 83 Canal St., on 
Tuesday, Dec. 11, by detectives of the 
Elizabeth St. station who were investigat- 
ing a report that he was missing. The 
jeweler had been struck on the head with 
a club, which was found on the floor, and 
had been bound and gagged. He had 
been robbed of $6000 in loose diamonds. 

Mr. Kalmus told a representative of 
THe JEWELERS’ CIRCULAR that Silverstein 
had received a call on Monday at about 
10 a. m., to go to Room 605, at the above 
address, to show some diamonds. The 
salesman was last seen at about 3.30 p. m., 
at the Jewelers’ Exchange, on the Bowery. 
At six o’clock that evening, the time when 
Silverstein customarily telephoned in to 
the office to report before going home, 
Kalmus became worried. No call came, 
and at 7 p. m. he notified the Elizabeth 
St. station. 

According to the superintendent of the 
building, the office in which Silverstein 
was found had been rented by a man two 
weeks before. 

The New York Diamond Dealers Club, 
of which the deceased was a member, 
has offered a reward of $1,000 for in- 
formation leading to the arrest and con- 
viction of the murderer. 

The slain man was born in Russia 44 
years ago. He came to this country in 
1908 and had been employed in the jewelry 
business for about three years. He was 
a brother of Sigmond Silverstein, partner 
of Kalmus & Silverstein, who is now in 
Antwerp. 

Surviving are his widow and two chil- 
dren, Blanche, 11, and Leon, five. 





Armand E. Sieper 


Armand Eugene Sieper for the past 24 
years with Cartier & Co., Fifth Ave., 
New York, jewelers, died Dec. 6 in the 
Bronxville Hospital, after an illness of 
10 days. He was 53 years old. 

A native of France, Mr. Sieper had 
been in this country for the past 26 years. 
His position with the jewelry concern 
had to do with its relations with the 
London and Paris offices, and he made 
trips to Europe once or twice each year. 
He was general secretary of the French 
Chamber of Commerce here for the past 
five years. 
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Boston Jewelers Club to Hold 47th 
Banquet Feb. 9 at Copley Plaza 


Boston, Dec. 2.—The Boston Jewelers 
Club has announced that the annual ban- 
of the organization will be held this 


quet 
year at the Copley Plaza Hotel on Satur- 
day, Feb. 9. This is the 47th banquet of 


the organization, long noted as the head- 
quarters for hospitality in the jewelry in- 
dustry in this city. 

An excellent program has been arranged 
for and prominent speakers from not only 
members of the trade but also officials 
of the state and city and the army and 
navy will entertain the guests. 





Customs Decision Upheld on 
Mother of Pearl Articles 


WasHINGTON, D. C.—A decision has 
been rendered by the United States Court 
of Customs and Patent Appeals, the opin- 
ion having been written by Associate 
Judge Hatfield in connection with impor- 
tations as jewelry. 

Small perforated animal shaped articles 
composed of mother of pearl were as- 
sessed as jewelry finished or unfinished, 
or parts thereof, at 1 cent each, and in 
addition three-fifths of 1 cent per dozen 
for each 1 cent when the value exceeds 
20 cents per dozen and 50 per cent. The 
importer protested that they were prop- 
erly dutiable at 35 per cent as beads. The 
United States Customs Court sustained 
the protest and their judgment has been 
confirmed by the Court of Appeals. The 
case is that of the United States against 
the General Transport Co. 





Death of Leo Wormser 


Funeral services for the late Leo 
Wormser, one of the most prominent 
figures in the jewelry and optical trades 
of New York, were held at the West End 
Funeral Chapel, New York City, on the 
afternoon of Dec. 11. The services were 
conducted by Mount Neboh Lodge No. 
257, F. & A. M., of which Mr. Wormser 
was a life member. Interment followed at 
Mount Hope Cemetery, Westchester. 

Leo Wormser was born in Cleveland, 
Ohio, Oct. 19, 1858. He was a direct 
descendant of a distinguished rabbi, who 
was known in his day and since as “The 
Wonder Rabbi” of Michelstadt, Germany. 
When about 13 years old he entered the 
employ of M. Burt & Co., jewelers, to 
learn watch making. In 1877 that com- 
pany went out of business and Mr. 
Wormser at once secured a position with 
Dr. Julius King, who up to that time had 
quarters in the Burt store. Mr. Wormser 
started as an office boy and after a few 
years was first manager of the King 
order department, and later salesman 
covering the principal cities from the 
Pacific Coast to Bangor, Me. 

In January, 1885, Mr. Wormser opened 
a New York office for Dr. King, at 4 
Maiden Lane. As the business grew, the 
headquarters of the Julius King Optical 
Co. were transferred from Cleveland to 
New York. Mr. Wormser not only man- 
aged the New York office, but also be- 
came treasurer of the company. 

Mr. Wormser continued as an official 
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of the Julius King Optical Co. up to 1923, 
when that company was merged with the 
American Optical Co. He then became 
owner of the Eastern Optical Shop. He 
was also secretary of the Calculagraph 
Co., New York City. 

Aside from his activity in the optical 
trade, where he served as president of 
the American Association of Wholesale 
Opticians in 1906, Mr. Wormser was 
very prominent in jewelry circles, where 
he was a leader in trade organizations 
for many years. He was a former presi- 
dent of the Jewelers’ 24 Karat Club; a 





The Late Leo Wormser 


former president of the National Jewel- 
ers’ Board of Trade, and a former di- 
rector of the Jewelers’ Vigilance Com- 
mittee. He was also treasurer of the 
Maiden Lane Historical Society, and was 
second vice-president of the Jewelers’ 
Security Alliance. 

Mr. Wormser was a benefactor of sev- 
eral hospital and charitable institutions. 
Following the death of his wife, he en- 
dowed, in her memory, several beds, one 
in the Manhattan Day and Night Nursery, 
New York City, another in the Louisville 
Hospital at Louisville, Ky., and a third 
at the Mount Sinai Hospital in Cleveland. 
He was also a generous contributor to 
the Mount Neboh Marine Hospital and 
the Jewish Orphanage, New York City, 
and the Montefiore Home in Cleveland. 

Mr. Wormser .is survived by two 
sisters, Mrs. A. Goldsmith of Pittsburgh 
and Mrs. David E. Lerner of Detroit. 





Otto F. Laula 


Detroit, Micu., Dec. 20.—Otto F. Laula, 
prominent retail jeweler in Highland Park, 
a Detroit suburb, died on Wednesday, 
Dec. 12, after a long illness. Funeral was 
from his home, 3219 Webb Ave., on the 
following Saturday. 

Born in Chicago 46 years ago, he had 
lived in Detroit for the last 18 years. He 
was a member of the Chicago Lodge, F. 
& A. M., and the Consistory and Moslem 
Temple of the Shrine in Detroit. At one 
time he was a member of the Chanters, 
a singing organization of the Shrine. 
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Imports of Diamonds and Precious 
Stones During October 


WasuinctTon, D. C.—Diamond importa- 
tions during the month of October have 
just been compiled by the Bureau of For- 
eign and Domestic Commerce and show 
the total for the month to be $1,048,804 of 
which the rough or uncut diamonds 
amounted to $193,695 and the cut dia- 
monds, $855,109. Antwerp sent us the 
greatest part of the rough imported and 
over three-quarters of the cut. 

During October, according to the De- 
partment of Commerce, we imported 
pearls valued at $36,581, rough precious 
stones, $974, cut precious stones, $86,203, 
imitation gems (except opaque), $106,652 
and imitation opaque gems and imitation 
pearls, $2,420. 





Movement to Expand Facilities of 
Providence Trade School 


ProvipeNnce, R. I., Dec. 15—Indications 
of continued improvement in operating 
activities expected to prevail in the manu- 
facturing jewelry industry after the be- 
ginning of the new year, and the in- 
creasing evidences of a growing scarcity 
of trained or expert workmen in the vari- 
ous branches of the industry is, in a 
great measure, responsible for the move- 
ment on the part of the Providence School 
Committee for the expansion of the 
facilities and equipment of the Providence 
Trade School on Bridgham St. to provide 
increased accommodation for the practical 
preparation of those desirous of becom- 
ing employees in this industry. 

Under the direction of H. D. High- 
land, principal of the Providence Trade 
School, the quarters that have been oc- 
cupied for several terms by the jewelry 
designing classes are being equipped 
with tools and machinery for jewelry 
making. The jewelry designing classes at 
this school, which are open to young men 
and women who are employed in the in- 
dustry and who desire to better their 
condition, are now in their sixth success- 
ful year. Lawrence M. Bayan, director 
of this department, has methodically 
guided the students to rapid compre- 
hension of the various features of orna- 
mentation used in jewelry making, and 
then practical application. Up to the 
present time, however, except in the mak- 
ing of hubs and dies, tuition has neces- 
sarily been confined to designing. With 
the new equipment the school will be 
able to put the pupils into the actual work 
of producing their designs into finished 
jewelry. 

There are at present about thirty pu- 
pils registered in the jewelry design 
There will be opportunity for 
about twenty more as soon as the install- 
ment of the new equipment is completed. 





Mrs. Leo H. Ludwig died Dec. 8 at her 
home in the Sophian Plaza, Kansas City, 
Mo. She was 60 years old and had lived 
there most of her life. She leaves her 
husband and a son, Leo H. Ludwig, 
Jr., a daughter, Mrs. Nathan Rieger, 
3639 Charlotte St., Kansas City; a sis- 
ter, Mrs. J. R. Jacobs, St. Louis, and a 
brother, Gus Metzger, Los Angeles. 





Five-Alarm Fire in Washington, D. C., 
Jewelry Store 


WasHINcTON, D. C., Dec. 22—A five- 
alarm fire raged through the basement 
and first floor of R. Harris & Co., jewelry 
store, 1101 F St., during the early morn- 
ing hours yesterday, crippling its busi- 
ness at the height of the Christmas 
season, and causing damage to the build- 
ing and stock estimated by Fire Depart- 
ment officials at about $50,000. 

Albert Sigmund, manager, stated that 
he was unable to estimate the value of 
the damaged stock. The fire apparently 
started in the rear of the basement, which 
is used as a shipping and storage room, 
according to the Fire Inspectors. The 
heat and flames melted large quantities 
of silverware there. Ascending smoke 
tarnished silverware and jewelry on the 
upper floors, all of which are occupied by 
the Harris company. The fire started 
about midnight. 





How Can He Divide This Necklace 
Eleven Ways? 


Cuicaco, Dec. 15—Chicago jewelry 
circles are confronted with a first-class 
mystery in precious gems. Warren Piper, 
gem importer at 31 N. State St., has in 
his possession a glamorous necklace of 
thirty-nine cabochon cut emeralds and 
diamonds, estimated to be worth $350,000. 

“These stones,” quoting Piper, “consti- 
tute one of the finest necklaces I ever 
saw. They were placed in my hands by 
an attorney whose name I must not re- 
veal, acting on behalf of clients whose 
names are unknown to me. Under ordi- 
nary circumstances such a necklace ought 
to be known at a glance by every expert, 
but I confess that I am baffled.” 

Mr. Piper’s instructions were to do 
three things. First, to arrive at a maxi- 
mum valuation. Second, to make a 
minimum valuation. Third, to indicate 
a way to divide the necklace into eleven 
equal parts. The weights vary from 
1 2/3 carats to just over 36 carats. The 
total weight is 350 carats. Some of the 
stones, Piper says, are very old, and may 
date as far back as the old Roman em- 
pire. Other conjectures are that the gems 
are a part of the spoils of the Spanish 
conquerors of old Mexico and Central 
America. 

The object of the appraisement is to 
arrive at a satisfactory method of mar- 
keting under present conditions for the 
purpose of division among heirs of an 
estate. 


Graduate Members American Gem 
Society 

The following members of the trade 

have recently passed the examination 


which entitles them to use the title, 
“Graduate Member American Gem So- 


ciety.” 
California: F. R. Mathes, Eureka; 
John Vondey, San Bernardino; H. S. 


Smith, Redlands; George R. Schneider, 
Hollywood; Earl Bothwell, San Jose; 
W. R. Burke, Berkeley. 

Ohio: Wm. O. Theis, Cleveland. 





Wisconsin: Wm. H. Schwanke, Mil- 
waukee. 

Leo J. Vogt, of Hess & Culbertson 
Jewelry Co., St. Louis, has just passed 
his Qualifying Certified Gemologist ex- 
amination permitting him the use of the 
title “Qualifying Certified Gemologist.” 





Death of Godfrey Eacret 


SAN Francisco, CaL.—Godfrey Eacret, 
president of Shreve, Treat & Eacret, Inc., 
136 Geary St., died of pneumonia on 
Monday, Dec. 17, in St. Luke’s Hospital, 
at the age of 60 years. He had been in 
the hospital but six days, and the sudden 
demise of this leading figure in the 
jewelry trade, not alone of the Pacific 
Coast, but of the country, came as a 
severe shock to the many men with whom 





The Late Godfrey Eacret 


he had been associated, and who had had 
business relations with him. 

He was not only known as having been 
preeminently successful in business, but 
also the part he took for many years in 
working for trade betterment, through the 
agency of trade association activities, won 
the respect and appreciation of retail 
jewelers everywhere, large and small. 
At the time of his death Mr. Eacret was 
vice-president of the American National 
Retail Jewelers’ Association for the 
Pacific Coast Region, Chairman of the 
Local Retail Jewelry Code Authority for 
the San Francisco-Oakland District. He 
was for the past three years Chairman of 
the Board of Governors of the Gemo- 
logical Institute of America. 

Born on Feb. 28, 1874, in Englewood, 
N. J., Mr. Eacret started as a boy with 
the then well-known gem importing firm 
of Randall, Baremore & Billings, located 
at Maiden Lane and Nassau St., New 
York. He remained in their employ until 
about 1900, when the firm of Shreve & 
Co. asked him to come to California to 
be its diamond buyer. In 1911 Godfrey 
Eacret, and Walter P. Treat, also an em- 
ployee of Shreve & Co., gave up their 
positions to start a retail business of their 
own, known as Treat & Eacret. In July, 


1912, George R. Shreve, son of George C. 
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Shreve, founder of Shreve & Co., sold his 
interest in that corporation and joined 
them to form the business which has since 
been known as Shreve, Treat & Eacret, 
It was located at that time at 136 Geary 
St., where it has been ever since. 


Besides his trade affiliations, My, 
Eacret was until Nov. 16 president of the 
Bohemian Club, and was the only man 
who was ever elected to serve in that 
office for three consecutive terms. 
was also a member of the Olympic Clyb 
and the Mill Valley Golf and Country 
Club. 

Surviving are his widow, Mrs. Clarissa 
B. Eacret, and three daughters, Mrs. 
Barbara Irene Winter, and Misses Bonnie 
Geraldine and Clarissa Beatriz Eacret, 





Sheaffer Pen Co. Pays Bonus to 1000 
Employes as Resumption of 
Dividends Is Announced 


Fort Manson, Iowa, Dec. 18.—Tonight 
was the end of the depression and the 
beginning of prosperity for Fort Madison 
as the heads of departments of W. A. 
Sheaffer Pen Co. distributed bonus checks 
to approximately 1000 employees, coinci- 
dent with the announcement by President 
W. A. Sheaffer of the resumption of divi- 
dends to stockholders in March, 1935. 

The bonus came as a complete sur- 
prise to employes, who, however, have en- 
joyed several wage increases and short- 
ening of hours during 1934. No one but 
three officials knew in advance of. the 
bonus. It amounted to 4 per cent of the 
entire earnings of each employe for. the 
whole year and was also extended to all 
Sheaffer branch offices throughout Amer- 
ica as well as to the sales organization 
in every state of the union. 

For the stockholders dividends are to 
be resumed in March after a lapse of 
two years. The 1934 sales of the com- 
pany have leaped ahead each month with 
the result that at the close of the fiscal 
year, Feb. 28, 1935, the organization ex- 
pects to report profits substantially in ex- 
cess of 1933, when the net was $236,000. 
President Sheaffer announced that his 
company expected to pay a substantial 
dividend in March in the face of the fact 
that gold, representing 70 per cent of the 
raw material value of Sheaffer products, 
has advanced 74 per cent in cost—and 
prices to the public have not been in- 
creased. 





Itinerant Jewelry Auctioneer 
Murdered in Ohio 


The body of Alvin Brunner, jewelry 
auctioneer, was found early Monday 
morning, Nov. 26, stuffed into a barrel, 
in a basement garage in Cincinnati, 
Ohio. Police believe that the victim was 
slain early Sunday morning in Columbus, 
Ohio, and the body transported to Cin- 
cinnati by the murderer. Diamonds val- 
ued at $20,000, said to have been en- 
trusted to Brunner by a Philadelphia con- 
cern, are missing. 

The Ohio authorities are seeking for 
questioning a man whom the auctioneer 
is said to have picked up in Hamilton, 
Ohio, and who spent Saturday night with 
Brunner. 
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George C. Rueckert Named as Mem- 
ber of R. |. Apprenticeship Agency 


ProviveNce, R. I., Dec. 20—George C. 
Rueckert, president and treasurer of the 
Rueckert Mfg. Co., 85 Sprague St., this 
city, is one of the eight men who have 
been appointed members of the State 
Apprenticeship Agency for Rhode Island, 
to administer and regulate the employ- 
ment of apprentices in industries oper- 
ating under NRA codes. 

The new body consists of State and 
Federal officials and representatives of 
industry and labor. It is set up under a 
special presidential order and is charged 
with the establishment of wage scales for 
apprentices and the regulation of con- 
ditions of employment for them. It will 
regulate also the proportion of appren- 
tices to the total number of employees in 
any given plant. 


New York Jeweler Convicted of 
Selling Unlawfully Stamped 
Gold Ring 


Jack Sterling, of the Sterling Jewelry 
Co., 211 W. 125th St., New York, was 
convicted on Dec. 28 in Part I of the 
Court of Special Sessions of selling a 
gold ring stamped 14 K., which, it was 
proved, contained but 12.49 K. The 
jeweler was charged specifically with 
violation of Section 431 of the New 
York Penal laws. Sterling was brought 
into court to face the charge of selling 
improperly stamped merchandise by 
Thomas F. Morgan of the Department 
of Public Markets, Weights and Mea- 
sures, who testified that he had made 
the purchase. 

The conviction is hailed by the Jewel- 
ers’ Vigilance Committee as an impor- 
tant victory in the effort which is being 
made to relieve the jewelry industry and 
protect the public from dishonest prac- 
tices; first, because the decision of the 
court, in effect, makes the merchant re- 
sponsible for representations regarding 
the quality of jewelry bought from un- 
reliable sources, and second, because the 
conviction was obtained in spite of the 
fact that the fine gold content of the 
ring was practically within half a €arat 
of the tolerance of one karat below the 
stamped mark as allowed by law. 


Among other charges made recently in 
the Commercial Frauds Division of the 
Magistrate’s Court against members of 
the jewelry trade were those of marking 
platinum jewelry with quality marks un- 
accompanied by the registered trade 
mark as required by law, and false 
stamping as platinum, jewelry which con- 
tains palladium. 

David Dab, proprietor of the Dab 
Jewelry Co., 105 Fulton St., was accused 
of selling a watchcase stamped platinum, 
but which is claimed to be principally 
palladium in content. He was also 
charged with failing to stamp his trade- 
mark on the article. Dab appeared be- 
fore Judge Brodsky on Dec. 4 in the 
Commercial Frauds Court, with his em- 
Ploye, Morris Joseph, who was similarly 
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charged, and both men were held for 
trial in Special Sessions. 

Meyer Weinstein, manager of the busi- 
ness of S. Weinstein, 106 Fulton St., at 
a hearing on Dec. 7 was held for Spe- 
cial Sessions on charges of selling a mis- 
branded watchcase and failing to stamp 
it with his trademark. 


Herman Greenberg, of the King 
Jewelry Co., 301 W. 125th St., is accused 
of selling a ring stamped 14 K., alleged 
to be a gold filled article aggregating a 
gold content of about four karats. Green- 
ber waived examination on Nov. 5, and 
is being held for trial in Special Sessions. 


George J. Fisher, a partner of Fisher 
Bros., manufacturing jewelers, 36 W. 
47th St., is to appear in the Commercial 
Frauds Court on Jan. 8, to be heard on 
a charge of a false quality mark and 
failure to stamp a watchcase with his 
trademark. 

Investigations conducted by Thomas F. 
Morgan and other operatives of the De- 
partment of Public Markets, Weights and 
Measures, resulted in the filing of the 
above complaints by Mr. Morgan. Prose- 
cution is being conducted by Assistant 
District Attorney Eugene McAuliffe, with 
the assistance of Byron L. Shinn, counsel 
for the Jewelers’ Vigilance Committee. 


U. S. Customs Agents Seize $12,500 
in Contraband Swiss Watch 
Movements and Arrest Four 


Two ship officers of the Arnold Bern- 
stein Line, and two jewelers of Antwerp, 
Belgium, were arrested by Customs ofh- 
cials on Nov. 24 and charged with con- 
spiring to violate the tariff act of 1930. 
Wilhelm Ahlrichs, chief officer of the 
liner Ilsenstein, running between Ant- 
werp and New York, was charged with 
possession of smuggled movements worth 
about $6,000. 


Albert Paar, chief officer of the Koenig- 
stein, is alleged to have taken part in 
the conspiracy, and the jewelers, Afred 
Mire and Haim D. Fabousiak, are held 
on the same charge. The four men were 
arraigned before U. S. Commissioner 
Garrett W. Cotter and bail for each one 
was fixed at $7500. Wilhelm Becker, 
ship’s carpenter on the I/senstein, is being 
held as a material witness. 

Customs agents said that the officers 
had been under surveillance for weeks, 
whenever their boats were in port. They 
allege that on Nov. 24th, after the J/sen- 
stein had docked on the New Jersey side 
of the North River, Ahlrichs took the 
23rd St. ferry to Manhattan, where he 
was arrested and, it is charged, was 
found to be carrying in a suitcase watch 
movements of a domestic value of about 
$6000. It is alleged that additional move- 
ments, making a total of $12,000 in value, 
were obtained on his ship. It is also 
alleged that Ahlrichs admitted that he 
had an appointment in an uptown hotel 
with two jewelers. Customs agents ac- 
companied him to the spot, where the 
Antwerp men were arrested. 


A customs official claims that convicted 
smugglers of diamonds and watches have 
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admitted that they were carrying goods 
for a man in Antwerp, whom they said 
was Fabousiak. 

Ahlrichs is said to have admitted to 
having brought into this country on two 
previous trips watch movements worth 
$7,500. 

The four accused men are being held 
for the action of the Federal Grand Jury. 





Massachusetts Horological Associa- 
tion Elects Officers 


Boston, Mass., Dec. 15—The Massa- 
chusetts Horological Association, for- 
merly the United Watch Makers of New 
England, held their election of officers 
Dec. 12, as follows: John K. S. Mills 
(re-elected) ; Charles M. Murphy, vice- 
president; Sam Freeman, secretary; Louis 
Swartz, treasurer, John Ward, trustee 
for three years. The executive com- 
mittee consists of Thomas J. Fagan, Dave 
Trachtenberg, M. Trachtenberg, H. Goff, 
H. Dodgem, K. S. Carlstrom, Joseph 
Emmanuels. 

Installation of officers will be held 
Jan. 9, 1935, at the American House. 

On Dec. 5 the association held a round 
table talk. The meeting is held the first 
Wednesday of each month at the Amer- 
ican House at 6:30 P. M. Dinner is 
served at the nominal cost of $1. Every 
one is invited whether a member of the 
association or not. 





Western States Jewelry Trades Show 
and California State Convention 


Los ANGELES, CAL., Dec. 21.— The 
jewelers of Southern California, as repre- 
sented by the California Retail Jewelers 
Association, are to stage a Western States 
Jewelry Trades Show at the Biltmore 
Hotel, in this city, Feb. 18-19-20. This 
show will be held coincident with their 
1935 State convention. Not only will the 
members of the trade in California at- 
tend in large numbers, but also the 
jewelers of the entire west are expected 
from the neighboring states of Arizona, 
Nevada, Colorado, Washington and Ore- 
gon in large numbers. 

The beautiful Biltmore ballroom with 
its foyer will be filled with the latest 
creations from national manufacturers. 
In fact, it is believed that this is a show 
that will attract national attention, and 
stimulate buying to a marked extent. 

To assist in making this show a suc- 
cess the entire facilities of the Biltmore 
Hotel will be directed toward acquaint- 
ing the general public with the many new 
developments in the jewelry business, 


*-many of which, it is believed, will be 


exhibited for the first time at this show. 





No doubt the many friends and ac- 
quaintances of H. R. Haerr, general sales 
manager of The Gruen Watch Co., Time 
Hill, Cincinnati, Ohio, will be pleased to 
learn that he is recovering from a recent 
operation for acute appendicitis. “Doc,” 
the name by which he is better known 
throughout the trade, has received many 
visitors and remembrances while at the 
Deaconess Hospital at Cincinnati. 2 



















































Diamond Market Stronger, Says 
Walter Kahn, Back From Abroad 


“Any further increase in the demand 
for diamonds will mean very much 
higher prices, in my opinion,” said Wal- 
ter N. Kahn, of L. & M. Kahn, diamond 
importers, who returned on Christmas 
Day from a trip to the stone centers in 
Antwerp, Amsterdam and Paris. “Al- 
ready prices have strengthened for cer- 
tain types of goods, especially in large 
mélée—eight and ten to a carat—due to 
a growing scarcity in these sizes.” 

Mr. Kahn reported that stones of good 
quality are also becoming hard to find. 
He said that the present condition of the 
market, which reflects a moderate in- 
crease in buying throughout the world, 
has made it necessary for manufacturers 
to start purchasing “rough” through nor- 
mal channels. “Regular rough, or ‘syn- 
dicate’ goods,” he said, “cannot be ob- 
tained at the low price levels of the 
rough from various other sources that 
have been available in recent years, and, 
as the manufacturers begin to increase 
their purchases from the Diamond Cor- 
poration, prices for finished goods must 
go up. The gains in mélée values are 
more than proportionate, compared with 
other classes of goods, and as the demand 
broadens out to other sizes, an increase 
in price seems inevitable.” 

Speaking of the Christmas trade, Mr. 
Kahn declared that reports received by 
him indicated that retailers had enjoyed 
a volume which outran their expectations, 





and that an encouraging aspect of these 
reports was that the larger pieces were 
found to be in demand. 


Interpretation of Advertising Section 
of Retail Jewelry Code 


The following Official Interpretation of 
Article VIII, Section 1, sub-section (0) of 
the retail jewelry code was approved Dec. 
21, 1934, by the National Industrial Re- 
covery Board, becoming effective at once. 
The National Retail Jewelry, Code Au- 
thority was the applicant. 

Article VIII, Section 1, sub-section (0) 
of the Code, as amended, provides: 

“No retail jeweler shall advertise to 
repair, clean, regulate or adjust watches 
or clocks or any part or parts thereof at 
a minimum, maximum or uniform price, 
irrespective of the cost of such repairs 
and/or services.” 

The question arose as follows: “Does 
advertising to replace watch crystals, 
dials and/or hands, and/or clock glass 
covers, dials and/or hands at minimum, 
maximum or uniform prices, irrespective 
of the cost of such repairs and/or ser- 
vices, constitute a violation of Article 
VIII, Section 1, sub-section (0) ?” 

The interpretation is as follows: “The 
word ‘repair’ as applied to watches 
and/or clocks involves and_ includes 
where necessary, replacement of defective 
or broken parts. The furnishing of such 
parts is therefore an inherent part of 
the function of repairing watches and/or 








clocks and is normally performed by a 
retail jeweler in connection with repairs 
to such articles. Advertising to replace 
any watch and/or clock part at a_ minj- 
mum, maximum or uniform price jp. 
cludes the furnishing of the necessary part 
and is accordingly covered by the word 
‘repair’ as used in this Section.” 

“The term ‘any part or parts’ includes, 
but without limitation, watch Crystals, 
dials and/or hands.” 

“Such advertisements therefore consti- 
tute a violation of Article VIII, Section 
1, sub-section (0) of the Code.” 





Efforts are being put forth by the Local 
Retail Jewelry Code Authority for Met- 
ropolitan New York to safeguard the in- 
terests of retail jewelers in connection 
with the collection of the 2 per cent 
municipal sales tax. The Code Authority 
made it clear to city officials charged 
with the enforcement of this tax law 
that it will be most unfair to retail jewel- 
ers who maintain stores to have to pay 
the tax, while those other “retail jewel- 
ers” who pose as manufacturers, importers 
and wholesalers, may be overlooked. In 
the event that the city tax law is amended 
so that it will require every individual 
and firm making sales at retail to register 
with the city tax collector, the Local Re- 
tail Jewelry Code Authority has promised 
the city administration full cooperation 
to bring about the registration of all those 
engaged in the jewelry business who sell 
to ultimate consumers. 
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K & L = 24 tows. — 
JOHN ST. 

URING the year 1935 Manufacturers will continue to obtain from us 

only the purest 24 Karat Gold for jewelry manufacturing, and all those 


| who have old gold, scrap, filings and sweeps for sale will continue to receive 
from us the highest cash price consistent with accurate weight, correct karat 


test and the price of fine gold. 
KASTENHUBER & LEHRFELD 


U. S. GOVERNMENT LICENSE NO. 1 








24. John Street 
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New York 
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INTERNATIONALLY FAMOUS 


CYMA 


WATCHES 


PRODUCT OF SCHWOB FRERES & CO. 
LA-CHAUX DE FONDS 


The Mechanically 
Perfect Watch — 


at a Reasonable 























Price! 

17 JEWEL 

WHITE 

OR 

NATURAL 
FOR (LIST) 
DRESS $37.50 
WEAR No. 50 


17 JEWEL 
WHITE 
OR 
FOR NATURAL 
SPORT (LIST) 
WEAR No. 5 $37.50 


15 JEWEL 
WHITE 


NATURAL 
FOR (LIST) 
BUSINESS $29.90 
WEAR No. 241 


15 JEWEL 
bat hy 


NATURAL 


ee (LIST) 
WEAR No. 243 saa 
MICROMETRIC ACCURACY 


IS BUILT IN EVERY CYMA 


Write for Illustrated Catalogue 
IMPORTED AND DISTRIBUTED BY 


Lied 


1015 Chestnut St. 
Philadelphia, Pa. 
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Public Hearing on Price Fixing 


WasuincTon, D. C., Dec. 26.—The Na- 
tional Industrial Recovery Board has 
made arrangements to hold a general 
hearing beginning Jan. 9, 1935, at 10:00 
A. M., in the Auditorium of the Depart- 
ment of Commerce Building, Washing- 
ton, D. C., on the subject of price fixing 
provisions of Codes of Fair Competition. 
This is intended to be the first of a series 
of hearings on the operations of major 
code provisions. Information relative to 
subsequent hearings will be furnished 
later. 

This hearing will be limited to consid- 
eration of the general aspects of price 
fixing and there will be no consideration 
of the advisability of amending or modi- 
fying any particular code. 

Upon final determination of policy fol- 
lowing this hearing the National Indus- 
trial Recovery Board will promptly take 
proper action looking toward having ad- 
ministration and code provisions made to 
conform to such policy. 





James G. Ludlum 


BripGEPorT, CoNN., Dec. 17—The death 
of James G. Ludlum, manager of the 
Holmes & Edwards division of Inter- 
national Silver Co., occurred Wednesday, 
Dec. 12, at his home in Bridgeport. He 
was widely known in the jewelry field 
and his sudden death was a shock to his 
many friends. 

In 1896, Mr. Ludlum joined the Holmes 
& Edwards Silver Co., which two years 
later joined with other leading silver- 
ware companies to form the International 
Silver Co. Mr. Ludlum acted in several 
capacities with the International Silver 
Co., but for the greater number of years 
had been manager of the Holmes & Ed- 
wards division. In 1918, he was elected 
a director of the company. 

In addition to his business activities, 
Mr. Ludlum was one of the original 
leaders in the Community Chest move- 
ment in Bridgeport as well as in the 
founding of the Bridgeport Christian 


‘Union. He was president of the Bridge- 


port Aid to the Connecticut Junior Re- 
public and was a founder of the Bridge- 
port Chamber of Commerce. He was one 
of the promotors of the University Club 
and a past president of that organization. 





Adolph T. Walter 


Adolph T. Walter, partner in the firm 
of A. Walter’s Sons, retail jewelers, 155 
Newark Ave., Jersey City, and for many 
years prominently active in New Jersey 
politics, died on Thanksgiving morning 
at the home of his son, Raymond Walter, 
in Ridgewood, at the age of 69 years. 
He had retired about six months ago, 
having been active in business up until 
that time. His death came unexpectedly, 
about a week after a sudden stroke. 

A native of Jersey City, Mr. Walter, 
45 years ago, entered the jewelry busi- 
ness established by his father in 1869. 
The store was then at 56 Newark Ave. 
It has been at its present address for 35 
years. 
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MAX 
STERN 
& CO. 


17-23 JOHN ST. 
NEW YORK CITY 


Extends to the 
Entire Trade 
Best Wishes 


for a Happy 
and Prosperous 


New Year— 





Importers of 


Genuine 
Pearls 
Zircons 
Star Sapphires 


Cameos 
Single or Double 
7. 
Semi-Precious 
Stones 
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Plain or Drilled 
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EXPERT REPAIRS 
SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 
CURRIER & ROBY 78 Voc 











Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 
71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 





Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 


U. $. Watch Dial Mfg. Corp. $4;S¢ Nassac 








Learn 
JEWELRY DESIGNING 


Thru Correspondence Course 
Conducted by Well-Known Authority 
For Retailers—Salesmen—Manufacturers 


Cc. A. JAKOBB 


37 W. 47TH ST. NEW YORK 








2) DIALS ttt 


2) REFINISHED LIKE NEW 
HIGH GRADE EUROPEAN METHOD 
24 Heur Service 
Write for Price List 


ROVAL. SIAL & pana stag a co. 












Nassau St., New York, N 








| | 
CHINESE GEMS CO, 


JADE INC. 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 





Diamond Baguette Watches 


DE FRECE WATCH Co., INC. 


48 West 48th St., New York 











Write for Free Lists 
N. H. SEWARD 457 Bourke st. 


Melbourne, Australia 


ROUGH OPALS 


DIRECT FROM AUSTRALIA 


Large Trade Parcels in 50 er 100 
ez. Lots ~~ $1.00 te $10.00 


oz. 
Also Black Opals and Collectors 
Specimens 





ARE YOU GOING TO 


MOVE your PLANT? 


S. KRASILOVSKY & BRO., Inc. 
Safe & Machinery Movers 
216 Centre St. New York City 
Tel. CAnal 6-2505 
We also Buy and Sell Safes 








NEW YORK: 






Jewelry News of the Metropolitan District 


Louis Parker, president of the Parker 
Watch Co., sailed for Europe on the 
Manhattan on Jan. 3. Mr. Parker will 
spend most of his time in Switzerland 
visiting the Swiss watch factories. 


William Helbein, of the Helbros Watch 
Corp., 48 W. 48th St., will léave on or 
about the 15th of January for a trip to 
his concern’s factory in Geneva, Switzer- 
land. 











NOTICE TO SUBSCRIBERS 


The unexpired portions of subscrip- 
tions toTHE KEYSTONE will be cred- 
ited to the new combined JEWELERS’ 
CIRCULAR-KEYSTONE for the full 
period. 

In the event that a KEYSTONE 
subscriber is also a JEWELERS’ CIR- 
CULAR subscriber, credit will be 
entered from the date of the expira- 
tion of THE JEWELERS’ CIRCULAR 
subscription. 








Announcement has been made that Mat 
Redlinger, formerly with Kohn & Co., is 
now representing Kaspar & Esh, Inc., 
manufacturing jewelers, 350-356 West 
Thirty-first Street. 


Henry Miller, of Miller & Veit, dia- 
mond importers, 48 W. 48th St., returned 
recently on the Ile de France from a pur- 
chasing trip to the gem markets of Am- 
sterdam and Antwerp. 


Sam C. Steinman, sales representative 
for the Bristol Seamless Ring Co., who 
left recently on a trip throughout the 
country, reports the 1934 business as com- 
pared to other years as greatly improved. 


Paul de Vries, diamond cutter and im- 
porter, 48 W. 48th St., left on Dec. 16, 
on the Majestic for a purchasing trip to 
the European stone markets. He will visit 
his father, M. A. de Vries, in Antwerp, 
and will return on or about Jan. 15. 


Edwin Binney, president of Binney & 
Smith, widely known manufacturing con- 
cern specializing in carbon products, 
which made crucibles for the jewelry 
trade, fell dead on the street, Dec. 17, in 
Gainesville, Fla. He was in his 69th 
year. 


Hyman Goldschmidt, retail jeweler and 
optometrist at 472 Third Ave., president 
of the Metropolitan Retail Jewelers As- 
sociation, reports that his son, David, is 
now attending the Ohio State University 
at Columbus, where he is completing a 
course in Optometry. 


Stephen Varni, of. the Stephen Varni 
Co., precious stone dealer, recently lec- 
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tured before the pupils of a Paterson, 
N. J., public school. Mr. Varni told the 
students about “prehnite,” a gem mineral 
found in the local quarries of the environs 
of Paterson. The talk was illustrated by 
pictures of gems. 

A. D. Leveridge, diamond importer, 
22 W. Forty-eighth St., is spending the 
first part of January in the European 
diamond markets. He will return dur- 
ing the latter part of the month. During 
his absence his partner, Therese Lever- 
idge, is in charge of the New York office, 


Joseph Goldmuntz, president of Gold- 
muntz Bros. & Co., Inc., diamond im- 
porters, 10 W. Forty-seventh St., sailed 
for this country from Cherbourg on 
the Majestic, Jan. 2, after having spent 
four weeks in the European diamond 
markets. 


The Gemex Co., Newark, N. J., at a 
recent meeting of the board of directors, 
elected the following officers into the 
company: E. S. Heller, of Chicago, sec- 
ond vice-president; W. J. Roy, assistant 
secretary; C. J. Schriever, assistant sec- 
retary, and A. J. Fogarty, assistant 
treasurer. 

Guy E. Mayer, son of the late Joshua 
W. Mayer, formerly of the manufacturing 
firm of Powers & Mayer, for many years 
in business at 58 W. 40th St., has an- 
nounced that on about Feb. 1, he will 
open a retail shop in the Ley building, 
corner of 57th St. and Madison Ave., 
where he will carry lines of jewelry, 
jade, porcelain, etching and engravings. 

Max Blitz, charged with failing to re- 
turn jewels obtained in the trade on 
memorandum, on Dec. 3 pleaded guilty 
before Judge Freschi in General Sessions 
to a charge of grand larceny covering 
three indictments. He will be sentenced 
some time in January. Blitz was arrested 
on Sept. 17 as a result of the activities of 
the Jewelers’ Memorandum Bureau. 


According to the Monthly Review of 
the New York Federal Reserve Bank, the 
wholesale jewelry business in October, 
1934, was 27.2 per cent ahead of the same 
month in 1933. Stocks for the same month 
gained 4.1. per cent. Diamond dealers re- 
ported increases in sales of 19.1 per cent 
over October of 1933, with stocks dimin- 
ished by 2.5 per cent. 


Frank M. Todd, of Reid & Todd, Inc., 
1054 Main Street, Bridgeport, Conn., vis- 
iting the office of the American National 
Retail Jewelers’ Association on the day 
after Christmas, told Charles T. Evans, 
national secretary, that business was sub- 
stantially better, December sales having 
shown an increase of about 20 per cent 
over December of 1933. 

S. Nathan & Co., Inc., 71-73 Nassau 
St., have announced that Stephen E. Bar- 
told, Joseph Fishman, and Gus I. Miller, 

(Turn to page 107) 
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New York Notes 
(From page 106) 


formerly with Albert Lorsch & Co., Inc., 
for many years, have joined the Nathan 
organization. Mr. Bartold was in recent 
years in charge of the semi-precious and 
imitation stone departments of Albert 
Lorsch & Co., and will occupy a similar 
position in his new connection. 


The Metropolitan Retail Jewelers’ 
Credit Union, formed principally of mem- 
bers of the Metropolitan Retail Jewelers 
Association, has filed its organization 
certificate with the State Banking Depart- 
ment. The incorporators are as follows: 
Hyman Goldschmidt, Phineas Peters, 
Walter Hollinger, Charles G. Hoennin- 
ger, Leo Rackoff, Samuel Meyer and 
Harris Sacks. 


Member of the organization of the 
Metro Sacks Co., instalment jewelers at 
43 W. 125th St., on Dec. 1 tendered a 
farewell dinner to Samuel Goldfarb, for 
the past seven years head of the collec- 
tion department, who is leaving that con- 
cern to establish in business for himself 
at Bridgeport, Conn. Both the Metro 
Sacks Co. and the employees presented 
Mr. Goldfarb with parting gifts. 


The dinner dance sponsored by .the 
members of the New York Retail Jewelry 
Code Authority, given at the Hotel Mc- 
Alpin, recently, was one of the most 
thoroughly representative affairs that the 
trade has held in years. Leading mem- 
bers of the retail and wholesale branches 
of the industry turned out in force to join 
in the “rally” of the forces working in 
this area for betterment of trade con- 
ditions and code compliance. There were 
more than 300 persons in attendance. 


Louis Roseman, wanted on_ various 
charges in 11 points throughout the coun- 
try, chiefly for passing worthless checks, 
pleaded guilty on Dec. 13 to attempted 
grand larceny in General Sessions and on 
Dec. 21 received an_ indeterminate 
sentence to the penitentiary. The com- 
plaint against him was made by A. D. 
Leveridge, diamond importer, from whom 
Roseman obtained a diamond worth $400 
on memorandum. The convicted man 
was arrested by Baltimore police on May 
26, and extradited to New York early in 
December to face the indictment made by 
the grand jury some time previously. 


Announcement has been made of the 
formation of the National Code Insti- 
tute, 292 Madison Ave., an organization 
established for the purpose of repre- 
senting the interests of individual firms 
and groups with respect to the problems 
arising under the various codes of respec- 
tive industries. The activities of the 
National Code Institute will be directed 
by Dr. Bruno Burn, European authority 
on.. industrial integration, and author of 
‘Codes, Cartels, National Planning” ; 
John R. Beecroft, recent assistant deputy 
Administrator with the NRA, and Law- 
rence Craner, executive assistant to the 
Chief Administrator of the New York 
State NRA. 


The New York Sun’s “Quester,” who 
conducts a collector’s column, on Dec. 15 
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reported an afternoon of discussion with 
William G. Snow, director of information 
and research of the International Silver 
Co., about “the early days of silver plate 
in this country and other things with 
which Mr. Snow is familiar.” The 
method employed by him in tracing the 
dates of a particular piece is to study 
the advertising columns of the news- 
papers of the 19th century. “Quester” re- 
ports that Mr. Snow is gathering data 
relating to the silversmiths of that time 
who are neglected in standard works, but 
whose products are owned in many a 
home which would like to know the dates 
of the pieces treasured. 


One of the two bandits who held up 
Isadore Koket, watch case repairer, on 
Dec. 19, was captured by a policeman 
who heard the hue and cry with which 
the jeweler followed him after the in- 
truders had left the store at 15 Eldridge 
St. The other man escaped with loot of 
about $2000 in value. Mr. Koket was 
talking to a customer, Herman Shapiro, 
on Wednesday morning, when two 
strangers entered the store. One of the 
men offered a watch for repair, and then 
the pair immediately produced pistols. 
Koket and Shapiro were taken in the back 
where one of the bandits stood guard 
over them and Frank Wols, a polisher, 
while the other man emptied the show 
cases. 

Louis Kamsly, of L. Kamsly & Sons, 
Inc., 2 W. 47th St., was badly injured in 
a head-on collision on Dec. 20 while driv- 
ing with his son, Jules, near Lebanon, 
Pa., on his way back to New York. He 
is in Good Samaritan Hospital, Lebanon, 
where he is being treated for a broken 
cheek bone, broken jaw bone and a 
broken nose. The jeweler’s face was 
badly cut, and for a time his family 
feared that he might lose his sight. Jules 
Kamsly, who was driving, sustained 
minor injuries. The Kamsly car was en 
route to New York from Harrisburg, 
Pa., having come there after a business 
trip to Washington, D. C. The jeweler 
and his son were driving in a slight snow 
fall on Wednesday evening when a car 
containing two women came toward them. 
Both cars were badly wrecked, and the 
two women are also in the Good Samari- 
tan Hospital. 

Dora Whitelaw, wife of Louis White- 
law, of Whitelaw Bros., diamond im- 
porters, 48 W. 48th St., died on Dec. 3 
as the result of an automobile accident 
which occurred Nov. 30 when Mr. White- 
law and his family were driving near 
Worcester, Mass. The importer suffered 
a broken wrist and his face was cut and 
his nose injured. The children, Seymour 
and Elaine Whitelaw, sustained minor 
injuries. They had been visiting in An- 
dover, Mass., over Thanksgiving, and 
were returning to New York. While 
passing through Auburn, Mass., a few 
miles from Worcester, they were side- 
swiped by another machine, forcing them 
down an embankment, where the car 
hurtled into a tree. Mrs. Whitelaw had 
nine broken ribs, both legs fractured, 
and a broken thigh. She was 40 years 
old. 

(Turn to page 108) 
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WHERE TO BUY 








SOLE DISTRIBUTORS 
CHRONOMETER CYMA 


INTBRNATIONALLY FAMOUS 


WATCHES — CLOCKS 
NORMAN M. MORRIS 


Incorporated 


542 Fifth Ave., New York 








551 Fifth Ave. 











USE 
DIAMOND 
SCHICKSNAPS 


IN GOLD OR PLATINUM 
FOR YOUR 


CULTURED PEARLS 


HARRY C. SCHICK, INC. 
NEWARK, N. J. 


‘ORTENTAY 


CULTURED PEARLS 


The Gift To Her Fiancé 


THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
New York 


Tel. MUrray Hill 2-8838 


REPAIRING 


JEWELRY — SILVERWARE 


kK) » SOLKY BROS.., Inc. 


142 Fulten St., New York 














fo» 





Boe eee atents THE 
PROTECTION 
RING GUARD 


Has no points to scratch 
Easy to adjust to ring 
Sear Popular from coast to coast 
One dozen on card, assorted sizes, as 
usual, all colors of 14 Kt. gold. 
Lion Safety Pin Clutch Co., Inc. 
20 W. 22nd St., N. Y. City, or Jobber 




















Massachusetts School of Optometry 


INCORPORATED 


Standard Three-Year Day Course 
Post Graduate and Special Courses 
Arranged 
For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 











SHIP YOUR 
SWEEPS and POLISHINGS 


FILINGS, OLD ACID, WASHINGS 
TO US FOR PROMPT RETURNS 


GOLD—SILVER 
PLATINUM 


BOUGHT & SOLD 


JEROME REFINING CO. 
| E. FORDHAM RD., BRONX, N. Y. 














Evening Bags 


Pearl — Rhinestone 
Sequin — Lamé 
Velvet — Steel on Crepe 


To retail from $1.00 to $10.00 each 


Wood Bead Bags 


Large assortment of styles and colors in 
fluffy and tailored effects. 


To retail from $1.00 to $5.00 each 


KAPLAN & GORDON CORP. 








6 W. 32nd St. New York City 
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The meeting of the Horological Society 
of New York, held Dec. 4, was devoted 
to a registration of the members of the 
society who desire to possess the engraved 
certificate to which all members who 
joined before Nov. 6 are entitled. The 
receiving and display of the certificate 
obligates the member to ethical business 
methods and a high standard of technical 
workmanship. An amendment to the con- 
stitution was adopted empowering the 
society to withdraw the certificate from 
any member failing to live up to this 
code. More than 35 of the 70 members 
present signed the pledge to adhere to 
the society’s standards and paid the $1.50 
fee for the certificate. Certificates were 
presented by President Mellenhoff on be- 
half of the members to the four honorary 
members of the society, including R. Solo- 
mon, F. Haschka, Jaques Le Roy and 
Major Paul Chamberlain. Following this 
ceremony the members elected H. L. 
Beehler, Research Engineer of the Hamil- 
ton Watch Co., and W. Samelius, dean 
of the Elgin Watchmakers’ College, to 
honorary membership. Mr. Beehler will 
address the society on the subject of the 
escapement, on Jan. 3. 


The surviving partners of Carter, 
Gough & Co. of Newark, whose business 
was recently liquidated, received last 
month from the members connected with 
the retail Jewelers Research Group a 
formal resolution passed by that organi- 
zation at a meeting held at the Cincin- 


nati Club. The resolution stated the feel- - 


ing of sadness among the members and of 
clients of Carter, Gough & Co., at hear- 
ing of the dissolution and stated “it was 
particularly sad at this time when the 
ethics and standards of our ancient craft 
are being put to such severe tests that an 
institution like yours which for nearly 
a century has represented to us the very 
bedrock of high standards, of reliability, 
of honesty, and of unselfish interest in 
our craft, should feel obligated by 
economic stress and almost revolutionary 
changes in the character of our business 
to close the chapter.” The members of 
this group went on to convey these senti- 
ments “to pledge to you their purpose 
to keep aloft and flying the flag which 
you have so nobly carried for all these 
many years.” 


Expects Increase in Gem Prices 


Although he was not expected back 
until mid-January, William Ogush, of 
the firm of Katz & Ogush, 33 W. Six- 
tieth St., New York, returned on the 
Ile de France on Dec. 25. 

“To my mind,” says Mr. Ogush, “gen- 
eral conditions in European countries 
show very little progress as compared to 
the recent improvement in America. 

“Regarding business, I will say this: 
Although values have not increased ma- 
terially abroad, there is sound reason to 
believe that prices will increase as the 
demand, which is increasing in the 
United States, reaches foreign markets. 
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When this demand evidences itself over. 
seas it will find a very small amount of 
merchandise available to meet it.” 

He is highly cheerful on the outlook 
for his organization in 1935, basing his 
optimism on the convincing sales record 
established in the latter half of 1934, 








NETHERLANDS FIRM DESIRES 


to secure lines in Silver and imitation Jewelry 
(chains, bracelets, rings, brooches, powder-boxes, 
cigarette boxes) and all latest novelties in this branch 
or own account, or as representative for the 
Netherlands market. 

Address—— 

The NETHERLANDS CHAMBER of 
COMMERCE in NEW YORK, INC, 
405 Lexington Ave. New York, N. Y, 














STOEGERS 


Sensational, New 


304 PAGE 











ALF. STOEGER 


ARMS CATALOG 
HANDBOOK 


THE SILVER JUBILEE ISSUE No. 25 





Greatest Ever Published... Price 50; 


Over 12,000 items, 4,000 illustrations. Latest 
information and prices of. all leading Ameri- 
can and Imported Arms and. Ammunition. A 
complete Gun Parts Secti-idescribing, pric- 
ing, illustrating parts of ‘modern American 
Foreign Arms. Restocking, Gunsmith 
Tools, Complete Ballistics, Reloading Tools, 
all Gun Sights, etc. No shooter can be 
without the wealth of information in this 
304 -page (large size 8" x 10") handbook. 
Send 5Q0c in Coin, Check, M. O. or Stamps 
(Cost of producing this volume makes charge necessary) 
A. F. STOEGER; Inc. 


AMERICA’S GREAT GUN HOUSE 





507 Fifth Avenue (at 42nd St.) New York, N.Y, 


To the Trade: Our latest wholesale 
price list will be mailed in addition 
to catalog. 











UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$5.00 
Same in 17-Jewel 
$6.00 


Same in 12 size, Po babe piece $4.00 
with a_ beautiful \ SD ooo 5.00 
Fancy Silver Dial 17-Jewel ..ccoce 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


PAUL ROSENBERG 


5 South Wabash Avenue, Chicago 
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PROVIDENCE: 


Happenings in the New England Territory 


Frank R. Sweet, owner of the Sweet 
Mfg. Co., was elected Mayor of Attle- 
boro, at the election on Dec. 4. 

Horace M. Peck, secretary-manager of 
the Jewelers’ Board of Trade has been 
elected a director of the Turks Head 
Club. 

Vincent Sorrentino, president and trea- 
surer of the Uncas Mfg. Co. and of the 
Beacon Mfg. Co., has been elected presi- 
dent of the Aurora Club. 

Arthur Henius, well known diamond 
and precious stone dealer, has been ap- 
pointed Director of the Federal Housing 
Administration in Rhode Island. 

Fred M. Swartz formerly a manufac- 
turing jeweler in this city, died in Boston, 
Dec. 1, in his 52nd year, following a brief 
illness. He leaves a widow, two daugh- 
ters and two sisters. 











—— 
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Clarke Potter, who has conducted a re- 
tail jewelry and watchmaking business at 
Belleville in Wickford, for 56 years, has 
sold it to Arthur F. Sears. He is retiring 
because of ill-health. 

Fire in a two-story frame building oc- 
cupied as a jewelry factory by Oscar R. 
Johnson, 154 Greenwood St., Auburn, on 
the night of Dec. 11, caused extensive 
damage, principally from water. 

Reliable Gold Buyers is the style of a 
concern that has started in business at 
228 Potter’s Ave., of which Rebecca 
Limmer has filed a statement that she is 
the owner. 

Sydney O. Bigney of S. O. Bigney Co., 
of Attleboro, has been reelected one of the 
vice-presidents of the Home Market Club, 
of Boston, whose object is the mainte- 
nance of a high protective tariff. 

Registration has been granted to Barker 
& Barker, Inc., of this city, for a trade 
mark covering precious and artificial 
gems and stones, and jewelry for personal 
wear containing such gems and stones, 
not including watches. 

Col. John J. Collins, sales and pub- 
licity manager for the Ostby & Barton 
Co., who has been at the Jane Brown 
Hospital several weeks suffering from a 
Mervous breakdown, is reported as im- 
proving. 
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Henry A. Balcom, for a number of 
years foreman in the J. F. Sturdy Son’s 
Co. jewelry factory at Attleboro Falls, 
died at his home in North Attleboro, Dec. 
2. He was 75 years of age and is sur- 
vived by his widow. 

A window thief, armed apparently with 
a glass-cutter, escaped with nearly a 
dozen watches valued at approximately 
$125 from the Kay Jewelry Co. store, 240 
Westminster St., some time during the 
early morning of Dec. 10. 

William J. Goodman, who conducted a 
haberdashery on Thames St., Newport, 
since 1903, and now the William Good- 
man & Son Co., died Dec. 1 in his 64th 
year. He was stricken by a shock three 
days before and failed to recover. He is 
survived by his widow, mother and 
grandmother. 

Anthony Bello, John Bello and Michael 
Bello all of Providence, are the incor- 
porators of the Anthony Bello Co., granted 
a charter for the conducting of a manu- 
facturing jewelry business. The capital 
consists of 100 shares of common stock, 
of no par value. 

Alfred K. Potter, vice-president and 
treasurer of the Gorham Mfg. Co.; Henry 
D. Sharpe, treasurer of the Brown & 
Sharpe Mfg. Co. and Frederick A. Bal- 
lou, treasurer of B. A. Ballou & Co., Inc., 
were elected directors at the annual meet- 
ing of the Rhode Island Hospital Trust 
Co., on Dec. 11. 

Charles I. Holden, associated for sev- 
eral years with his father the late Edward 
W. Holden in the manufacturing jewelry 
business here previous to 1929, died at 
his home in Weathersfield, Conn., Nov. 
28, aged 67 years. At his father’s death 
the business was liquidated and Mr. Hol- 
den removed to Detroit, Mich. Last sum- 
mer his health compelled him to retire. 
He is survived by his widow and two 
daughters. 

On Dec. 29, 1934, the Watson Co., At- 
tleboro, Mass., purchased the Watson & 
Briggs Co., taking over the whole organi- 
zation. The Watson & Briggs Co. will 
be operated as the novelty division of the 
Watson Co. and will manufacture the 
same high grade, medium priced, lines as 
in the past. 





Platinum Market 


Platinum prices, as of Dec. 31, 1934, were. 


officially quoted as: 


SM: a .ciucveawaviuadcectddenuaseaues $35.00 
Containing 5% Iridium ...........ssee. 36.00 
Containing 10% Iridium ..........ee-. 37.00 
WEE cductwuckecweekeeeeuxeeues 55.00-60.00 
PE wccceeccccecneeccebauses 24.00-25.00 





Prices of Silver Bars 
U.S. 


Government New 

London Assay Seil- York 

Date Official ing Price Official 
Dec. 3 24} 57 54 
Dec. 10 24 57 54 
Dec. 17 24 56 54 

Dec. 24 23 55 534 
Dec. 31 24 57 54 
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WHERE TO BUY 





| | 
1) A 
STERLING 








CONCORD | 


_ Silversmiths 
Se _/ 


' “ Sanhee (ipper 





EUREKA MEG. CO. 
PAUNTON, MASS. 

Valhers of 
SILVERWARE BAGS AND 


approved and used by 
Leading Manutacturers and Retailers 


ROLLS 





Samples o 








A’ ANCHESTER 
- SILVER COMPANY 
¥ PR v EN 2H i AND 





Tongue Tyed 


BRACELET PATENTED 
Also Makers of Men’s Buckles and Sets 
Cc. A. MARSH & CO., Ine. 


ATTLEBORO, MASS. 














We Photo-Micro-Graph 


Diamonds and precious stones for 
Identification 

or will lease the Cameras to responsible 

Jewelers. 


THE FRANK HEITZLER CO., INC. 
26 Perkins St., Jamaica Plain, Mass. 











WHERE TO BUY 


Watcu ATTACHMENTS 











Ask Your Wholesaler for 


ESTENMADE 

ATCH STRAP 

All styles and materials 
KESTENMAN BROS. MFG. CO. 








Providence, R. |. 






























































ererasimg College of Horology 


SCHOOL FOR WATCHMAKERS 

JEWELERS AND ENGRAVERS 

Broad and Somerset Streets 
PHILADELPHIA, PA. 














THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. Oth St. Philadelphia 












Refining of 

Precious Metals 

CLINTON REFINING Asoo INC, 
WARK, NEW J 

91-3 E. raeey Seeet A wry S 5176 











ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


ieangaeers of the Best in Wedding 


ings for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 
ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 

Engravers, Jewelers 

Write for free book ‘“‘Your Future and Our School.’’ 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 














BYARD F. BROGAN 


Manulacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street . Philadelphia 








We are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 














PHILADELPHIA 


David Sickles, manager of the Youngs- 
town, Ohio, office of Louis Sickles, spent 
over the holidays at the home office, 1015 
Chestnut St. 

Jos. B. Bechtel, of Jos. B. Bechtel & 
Co., 729 Sansom St., reports a very sub- 
stantial increase in business during 1934, 
and that the outlook for 1935 is most 
encouraging. 

Edward Hoover, son of the late Joseph 
Hoover, who for many years was head 
of the well-known house of Hoover & 
Smith, entered the employ of Louis Sickles, 
1015 Chestnut St., on Jan. 1. Mr. Hoover 
has been identified with the jewelry trade 
for over 20 years. 

Emmett Brown, a Jewelry salesman, 
reported to the police on the night of 
Dec. 4 that two men held him up and stole 
$500 worth of jewelry. The robbery, 
Mr. Brown said, occurred on Hutchinson 
St., between Oxford and Jefferson Sts. 
Mr. Brown is a salesman for Harry 
Huderman of 1001 Chestnut St. 

A group of friends of the late Frank 
Kind are planning to hold a memorial 
gathering in his memory early in 1935. 
With the desire to omit no friend of the 
late Mr. Kind from this gathering, this 
public notice is made. Any person desir- 
ing to participate will please communi- 
cate with Jos. W. Halberstadt, chairman 
of the Frank Kind Memorial Committee 
(care of THE JEWELERS’ CIRCULAR-KEY- 
STONE) stating for the benefit of the com- 
mittee the basis of former association 
with Mr. Kind. 

Funeral services were held Nov. 29 for 
Louis Bernhardt, 57 years of age, a 
jeweler at Atlantic City, N. J., who died 
the previous Monday at his home in the 
Santa Rita Apartments, Atlantic City, 
after a long illness. The services were 
conducted at the J. Bunker Plum Funeral 
Bldg. 15 S. Indiana Ave., by Rabbi 
David Seligson and Dr. Henry M: Fisher 
and interment was made in Pleasant- 
ville. Mr. Bernhardt went to Atlantic 
City about 25 years ago and opened a 
small jewelry store on the Boardwalk. 
His business expanded and he became one 
of the city’s leading jewelers. His stores 
in this city are at 1511 and 1117 Board- 
walk. He was well known in the Masonic 
Orders, being a member of the Grotto, 
the Tall Cedars and the Shrine. He was 
also connected with the Elks and the 
Grand Street Boys Association of New 
York. He is survived by his widow, Mrs. 
Joseph Bernhardt, two brothers, Max and 
Fred Bernhardt of Ventnor, and a sister, 
Mrs. Lottie Peyser of Ventnor. 





L. Joseph Eno 


BRADFORD, ME., Dec. 26.—L. Joseph 
Eno, 62 years of age, a prominent jeweler 
of Haverhill, Mass., for 33 years, died at 
his home 15 Kensington Ave., after a 
lingering illness. 

He was a past president of the Haver- 
hill Retail Jewelers Association, a past 
exalted ruler of Haverhill Lodge of Elks 
and a member of the Pentucket Club. He 
leaves his widow, Mrs. Ethel Barber Eno, 
a sister and five brothers. 
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MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INc. 
117 So. 10TH St. PHILADELPHIA 


COPOPER 


BROS., INC 
MANUFACTURING JEWELERS 


SPECIAL ORDER. WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 














Z IRNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON #iitapedeats 








Davip GuBin 


Fine Watch Repairing 
For The Trade 


203 Washington Square Bldg. WAL. 1875 


PHILADELPHIA, PA. 








WATCHMAKER - JEWELER - ENGRAVER 


JOHN C. BAIR 
Established 1913 


119 East Chestnut St. 
LANCASTER, PA. 


ALL WORK IS GUARANTEED 




















COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL YOUR acannon 









eurtat? Importer ef 
DIAMONDS, 
PRECIOUS 
AND 
QURUEA TURNS IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 








OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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PITTSBURGH 


Emil Freyer, president of the Samuel 
Weinhaus Co. Penn Ave., has been 
elected a director of the Kiwanis Club 
of this city. 

L. W. Carpenter, jeweler-optometrist 
of Connellsville, Pa., has disposed of his 
jewelry business and will devote his en- 
tire time to the practice of optometry. 

Unger’s, Liberty St. credit-jewelers, 
employed a Santa Claus to hand out very 
attractive watch literature to passers-by 
in the vicinity of their store just prior to 
the holiday season. 

Kaspar & Esh, Inc., New York manu- 
facturing jewelers, have announced that 
Mat Redlinger, formerly with Kohn & 
Co., is now representing them in this 
territory. 

John G. Daleth, aged 38, a local 
jewelry salesman, was injured in an au- 
tomobile accident on East St., North Side, 
Dec. 15. He was cut on the face by 
flying glass, but was not seriously in- 
jured. 

C. Glenn Sipe, Jr., of the House of 
Sam F. Sipe, Wood & Diamond St., is 
handling the sale of tickets, through the 
store, for the annual presentation of the 
Princeton Triangle Club play at the 
Davis Theater, Pittsburgh, early in Jan- 
uary. Young Mr. Sipe graduated from 
Princeton last June. ; 

Ludwig M. Kohn of Pittsburgh, a 
jewelry salesman for an eastern house, is 
said to have checked out the day before 
the fire on Dec. 11, at the Hotel Kearns, 
Lansing, Mich. Harris Silverberg, son of 
a former Pittsburgh jeweler, was slightly 
injured in the fire, according to press dis- 
patches. 


Francis A. Keating, president of the 
Grogan Co., reports a very successful 
Christmas trade. The volume did not 
approach the boom year of 1927, but by 
actual tabulation the firm served more 
customers and opened a greater number 
of accounts than at any time since the 
depression started. 


J. Loughrey Roberts, of John M. Ro- 
berts and Son Co., Wood & Diamond 
Sts., reports a very gratifying Christmas 
season. While September and October 
business fell off, November and December 
were very good. The firm is carrying 
on a large consistent newspaper cam- 
paign and much of their success is at- 
tributed to advertising. 


The Hardy & Hayes Co., Wood St. at 
Oliver Ave., had some attractive display 
windows during the holiday season. One 
of them very effectively presented the 
Kensington line of beautiful aluminum 
giftware, manufactured by Kensington, 
Inc., a subsidiary of the Aluminum Co. 
of America. Paul S. Hardy, vice-presi- 
dent of the company, is a keen student 
of window merchandising and personally 
supervises these displays. 

John Helmick, retail jeweler at Mason- 
town, Pa., apparently just can’t help be- 
ing robbed. When Mr. Helmick decided 
to take home watches at night, left with 
him for repairs, he was held up and 
robbed of 30 timepieces. Then he figured 
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the timepieces would be safer in his 
Church St. jewelry store. However, on 
the night of Dec. 15, entrance was forced 
through a rear door and his place of 
business was looted completely. His stock 
of jewelry, watches owned by others and 
all his equipment for repair work, were 
swept clean from the shelves and 
drawers. All that the robbers left was an 
old clock and a violin. Thus, Helmick, 
in business in Masontown for the last 20 


years, has been forcibly retired, tem- 
porarily at least. The thieves left no 
clues. 


The Terheyden Co., 530 Smithfield St., 
is displaying a cameo diamond in one 
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of its windows which has created con- 
siderable attention on the part of the 
public and also among local and out-of- 
town jewelers. Henry Terheyden, presi- 
dent of the company, has in his collection 
of precious stones a diamond on which 
is cut the profile of a woman. The stone, 
said to be hundreds of years old, con- 
tains the secret of a lost art, for there is 
no known method of doing such work 
today. “As the result of the publicity we 
received from publication of the photo- 
graph and story in the Pittsburgh Sun- 
Telegraph,” said Maurice W. Rihn, vice- 
president, “hundreds of people have come 
to our store and several dozen out-of-town 
and local jewelers also called, believing 
that such work was not possible.” Per- 
fect impressions from the face were made 
in wax from the stone which weighs two 
carats and is valued at $2000. 


The late J. Alexander Hardy, presi- 
dent of the Hardy & Hayes Co., who 
died Oct. 25, remembered all of his em- 
ployees with cash gifts. To all employees 
who have been actively associated with 
the company for 25 or more years, he 
willed $500 each; those with 15 to 25 
years’ service are to receive $375 each; 
five to 10 years, $125 each; one to five 


years, $50 each and less than a year, $25.. 


He also made bequests to a number of 
friends. To his sister, Sadie Sallade, he 
set up a trust fund of $15,000 with the 
Union Trust Co., the income from which 
is to divert to her during her lifetime. 
All the rest of the estate is to revert to 
the executors and upon the death of Mrs. 
Hardy, his widow, it is to be divided into 
three equal shares among his sons, Paul 
and Norman, and his daughter, Mrs. 
Mary Rebecca Hardy Reed. No appraisal 
has as yet been made and will not be 
until an inventory is filed. 
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Ostby & Barton Co., Providence, R. |., 
Holds Christmas Party 


The annual Christmas party of the 
employees of the Ostby & Barton Co., 
Providence, R. I., was held Friday, Dec. 
21, at the plant. William Marchant was 
master of ceremonies. Among the features 
were selections rendered by Vincent Lom- 
baudi, pianist, and Miss Netti Sanita, 
violinist, and Joe Conneally performed 
his characteristic tap dancing. The en- 
tire assembly rendered Christmas carols. 

Mr. James D. Thompson, imperson- 
ating Santa Claus, distributed novel and 
humorous gifts to all. The party was 
arranged under the able direction of 
Mr. A. C. Nerone. 





GOLD and SILVER 
Scrap and Wastes 
PURCHASED 


Highest cash rates, by assay 
or over the counter. Get 
cash for your scrap promptly. 
This is the only complete 
gold refinery operated in this 
section of the country. 


GOLD, SILVER, PLATINUM alloys 
and KARAT GOLDS, etc., furnished. 


IVERNON-BENSHOFF || 








co 


a Clark Building 


ANY 


Pittsburgh, Pa. * 














NEW LOW RATES 


BOSTON 
=" 


wey *4% 


PROVIDENCE 


Round $500 
Trip 
(GOOD FOR 30 DAYS) 
One 00 
Way $3 


Week-End Excursions, N. Y. to Providence 
and Return $3.50. 

N. Y. te Boston and Return $4.50. 
Tickets good going Friday or Saturday. 
Returning Sunday or Monday. 


ORCHESTRA and DANCING 


All outside rooms, running water. $1.00 
up (for 1 or 2 persons). Table d’hote 
Dinner $1.00. 
Sailing every day and Sunday, Pier 11, 
N. R., at Liberty St., 6 P. M., Daylight 
Saving Time. 

Tel. BArclay 7-1800 


COLONIAL LINE 



























WHERE TO BUY 


OUR WORK COSTS NO MORE THAN 
ORDINARY WORK Oo 
BECKER-HECKMAN CO. 


29 E. Madison St. CHICAGO, ILL. 











Complete Line of 
GENUINE BOHEMIAN 


GARNET JEWELRY 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 










































ici | SILVERWARE | 2% 


Replated 
Repair ed " Replate 4 Remounted 


SWARTZ & CO. 
10 S. Wabash Ave. Chicago, Ill. 














THE BaLL CoMPANY 
WHOLESALE JEWELERS 
58 E. WASHINGTON ST. 
CHICAGO 








FREE, This Jewelry Repair 


RECORD BOOK 


Send us your next package of jewelry 
repairs and we will send you ENTIRELY 
FREE a brand new carefully system- 
atized Record Book for jewelry repairs. 
A great convenience. . . invaluable aid 
to accurate service to your customers. 
600 entries. We have been in business 
since 1879 and will serve you well. 


GRAFFE & STANEK 
29 E. Madison St., CHICAGO, ILL. 








WHEN You THINK OF 


FINDINGS 


THINK OF 


FULLER 








ORDER FROM YOUR JOBBER 








CHICAGO: 


Jewelry News Flashes from the Great Central West 


Wm. Kilb, of Kilb-Beck-Kuesel, Inc., 
Milwaukee, was a business visitor in 
Chicago last month. 

Lou Gautherat, of the E. H. Pudrith 
Co., Detroit, transacted business here in 
December. 

Ben Glasser, of the Merit Co., Cleve- 
land, Ohio, spent several days in ‘Chicago 
recently on business and visiting with his 
friends here. 

W. W. Beckwith and C. C. Smith, of 
the Hamilton Watch Co., Lancaster, Pa., 
spent several days in Chicago last month. 

I. E. Boucher, president of the Waltham 
Watch Co., visited the Chicago office 
recently and called on wholesale watch 
distributors. 

Mrs. Arthur F. Smith and Mrs. Gordon 
Smith, of the A. F. Smith Co., whole- 
salers of Omaha, Neb., were visitors 
here recently. 
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A. W. Levy, Chicago manager for the 
Star Watch Co., spent several days in 
New York during last month on business. 


George Kissick, executive of Heller- 
Hope Co., New York, spent the month of 
December in Chicago looking after the 
business of the Chicago office. Jack Al- 
berts, the local manager, accompanied by 
his wife, spent the month in Florida. 


Ed. Imhoff, vice-president in charge of 
sales, of Ripley & Gowen Co., Attleboro, 
Mass., accompanied by Mrs. Imhoff, spent 
the month of December in the east where 
he attended to business and visited his 
mother and other relatives. The past 
year rounded out 25 years during which 
Mr. Imhoff has been the exclusive sales 
representative for this concern in the 
middle west and southern territory. 


Notables of the State, relatives and 
friends were present on Dec. 3 when 
J. (Jack) M. Braude was formally in- 
stalled as one of the judges of the Mu- 
nicipal Court of Chicago. Mr. Braude is 
well known in the trade, having been 
associated with the wholesale business of 
his father, Emil Braude & Sons, and also 
as attorney and manager of the Jewelers 
Board of Trade office here for five years. 

(Turn to page 113) 
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» BNR SO 
Re RECUTTING Mighe 
MME REPAIRING Ky 


Wn.E ScHuMERé Son, Inc. 
DIAMOND CUTTERS 
44 Wicoins Brock, Cincinnatt,Omo 














CENTRAL WATCH Co. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 








J. A. Conn Co. 
NATIONALLY KNOWN 
AUCTIONEERS 
Write—Wire—Phone. We will call on you 


at our expense. Phone: Westlake 274 J1. 
P. O. Box 263, Cleveland, Ohie. 














YOUR OWN COMPANY OFFERS 
YOU SAVINGS ON THE 
COST OF YOUR FIRE INSURANCE 





For over 20 years this company has saved the 
jewelers of the United States thousands of 
dollars on the cost of their insurance with this 
company. 


Write today for information. 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 














PEARLS 
FOR 
ADDITIONS 


Small Be 
Investment-Rapid Turnover 
Continuous Large Profits 


JUERGENS & ANDERSEN CO. 


55 E. Washington Street e 








Chicago, Ill. 
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MODERN VALANCES 


Give Your Windows 


Look of Quality 


Send Glass Sizes for 
Samples and Designs. 


Camden and Company 
160 N. Wells St. 
CHICAGO 


MEYER JEWELRY CO. 
11th & Grand Ave. 
KANSAS CITY, MO. 


Guaranteed 


Special Order Work, Watch and Jewelry Repairing 
48 Years in Kansas City 

















Phone: Central 5400 


“KRAUSE 
& CO. 


RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 


OLD GOLD 
SILVER 











and 


PLATINUM 


in JEWELRY, SCRAP, 
POLISHINGS or SWEEPINGS 


Kilgallon solicits your old jew- 
elry, watch cases, spectacle 
frames and dental appliances, 
also your grindings and sweeps, 
and offers you greater profits on 


these. 


Send us a trial shipment. We 
pay highest prices and will send 
a check the same day we receive 
shipment, meanwhile holding it 
for your approval. You will be 
pleased with Kilgallon’s service. 


KILGALLON & CO. 
31 N. State St., Chicago, Ill. 











Where to Buy 
DOMESTIC 


a China and Glass 








LENOX CHINA 


% SERVICE PLATES 
DINNERWARE 
NOVELTIES 
LENOY Made in America 
LENOX, INC. Trenton, N. J. 
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Chicago Notes 


(From page 112) 


For two years he was associate director 
of finance of Illinois, receiving his ap- 
pointment from Gov. Horner. 


Milton C. Hess, well known and active 
in the jewelry trade circles of Chicago 
for many years, died suddenly at his 
home, 6727 Merrill Ave., on Nov. 21. 
Funeral services were conducted on Nov. 
24. He is survived by his widow, Ethel 
Meurisse,-and one son, Milton Clark, Jr. 
For many years he was associated with 
Railway Time Service and several years 
ago, in association with Bert Hopper, 
secured control of the business, which 
they successfully operated until it was 
taken over by Stein & Ellbogen, at which 
time Mr. Hess retired from active busi- 
ness. 


Because a mother doubted the story 
told by her 31-year-old son, B. J. Haga- 
mann recovered all the jewelry taken 
from his store at 6904 Wentworth Ave. 
about 3 o’clock on the morning of Dec. 
17. That day when the young man ar- 
rived home his mother reported that he 
told her that the box of jewelry had been 
given to him by a man on the street. At 
the first opportunity she took it to the 
police station and told the story. When 
a squad car was sent to the home the son 
was not there. The mother stated he had 
been out of work for two years. Entrance 
to the store was gained by breaking the 
glass of the door. The merchandise was 
not valuable, as the safe was not opened, 
and only such merchandise as is left in 
show cases was taken. 





Twenty-three Local Retail Jewelry 
Budgets Given Conditional Approval 


WasHINGTON, D. C., Dec. 15.—The NRA 
yesterday announced conditional approval 
of budgets for 23 Local Retail Jewelry 
Code Authorities. The approval order 
was to become effective Dec. 28 unless 
good cause to the contrary was presented 
before that date to Deputy Administrator 
A. S. Donaldson, 1320 G Street, N. W., 
Washington. 

In 15 of the 23 localities, the basis of 
contribution is $1 per member of the per- 
sonnel, including employers; in Chicago, 
Buffalo, Nashville, Tenn.; Scranton, Pa.; 
and in King and Kitsap Counties, Wash- 
ington, it is $2 per member of personnel; 
in Evansville, Ind., $1.50; in Appleton, 
Wis., 50 cents, and in Decatur, IIl., 75 
cents. In others listed below, it is $1. 

The 23 localities, with their budget 
totals, follow: Chicago, IIl., $1,895; New 
York Metropolitan Area, $12,000; Minne- 
apolis, Minn., $300; State of Vermont, 
$150; San Francisco, Cal., $2,000; Mil- 
waukee, Wis., $400; Evansville, Ind., 
$107.50; Kansas City, Mo., $420; Buffalo, 
N. Y., $700; Boston, Mass., $500; Apple- 
ton, Wis., $11; Decatur, IIl., $37.50; 
Nashville, Tenn., $170; San Antonio, Tex., 
$150; Richmond, Va., $115; District of 
Columbia, $300; Scranton, Pa., $250; Port- 
land, Ore., $300; St. Paul, Minn., $150; 
Gloversville, N. Y., $65; Cincinnati, Ohio, 
$300; Providence, R. I., $150, and King & 
Kitsap Counties, Washington, $550. 
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Where to Buy 
IMPORTED 
China and Glass 


Famous the World Over 
Available from New York Stocks 
ROSENTHAL CHINA CORP. 149 5th Ave.,New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate Gotivery- Great 
variety of patterns and designs. 
tre your urgent orders. 


PAUL A. STRAUB & CO., Ine. 
Importers. 105-107 Fifth Ave., New York 


ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 

GIBSON & SONS TEAPOTS 


EDWARD BOOTE iii Yoni'nv: 





CHINA 


FINE 














SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 


FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Import 


J.H. VENON, Inc. NEW YORK 
THEODORE HAVILAND 


FINE i mg CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
PEARLCRAPT POTTERY 

All in New York Stock 
THEODORE HAVILAND & Sa Ine. 
26 W. 23rd St. New York 




















ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 


L. BERNARDAUD & CO. 
“ne 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 

















ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 


WM. S. PITCAIRN ComPenasses 
- 104 Fifth Ave. York, N. Y. 




















Supreme Court Sustains 


GERMANOW-SIMON CO. 
Trade-Marks 








Supreme Court Justice Benjamin B. Cunningham, sitting in the Monroe County 
Court at Rochester, N. Y., handed down a decision on October 26, granting us 


an injunction restraining Glazer & Son Co., their “‘servants, agents and employes”’ 
from imitating our G-S Flexo trade-marks, numbering system, size and similar 


color envelopes for watch crystals. 





WE SHALL CONTINUE TO PROSECUTE ALL INFRINGERS 





BEWARE OF IMITATIONS 
Ask for “G-S Flexo” Crystals ‘ FLEX) 
GERMANOW-SIMON MACHINE CO. 
408 St. Paul Street | AND CRYSTAL MACHINES 
ROCHESTER, NEW YORK 





























PLATINUM | 





AND 





IRIDIUM-PLATINUM | 


IN ALL FORMS TO SUIT 
JEWELERS’ REQUIREMENTS 


ALSO 
Hard Platinum, Palladium 


AND 
Special Alloys for all purposes 


Platinum Wedding Rings 
JOHNSON, MATTHEY 












or any material in which these 
metals are contained, with an 
honest return as promptly as 
accurate determinations permit. 


REFINING OF SWEEPINGS OUR SPECIALTY 


T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 


REFINERS AND ASSAYERS 
36 Years of Refining Service 


709 SANSOM STREET - PHILADELPHIA, PA. 


and Company, Inc. 
15 West 47th Street, New York City 


Telephone BRyant 9-4645 


We guarantee the purity of all our metals and our customers can safely 
rely on our products being exactly as represented. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 








(Continued from the December issue) 


H°”’ shall we proceed to grind the angles on our be simply a small arbor to hold the wheel. Assuming 
spindle bearing (H), so that they will be absolutely that the wheel is properly secured to the taper, then we 
true? may use a small diamond tool and readily true the wheel. 
Answer—It will be recalled, that we recut a wheel © We now have a suitable means for grinding true the 
chuck in order to hold this bearing true while we turned angles on our hardened bearing (H). We may next 
set up the traverse spindle grinder in the slide rest and 

C place the taper which carries the grinding wheel in the 






end of the spindle. Then we set the slide rest at an 
angle of 45 deg. The spindle bearing (H) is then 
placed in the wheel chuck and we must carefully observe 
that the outside diameter of the bearing runs true. When 
grinding this bearing and similar work, we must bear in 
mind that the wheel should always turn in the opposite 
direction from the work we are grinding. In this case, 
if we grind from the back side of the bearing, we will 
attain this. 

When grinding at this angle it will be necessary to use 
our idler pulley stand to carry the belt from the counter 
shaft to the traverse spindle. Also, we must run the 
traverse grinder spindle at a very high speed, while the 
lathe head which carries our bearing should travel at a 
low speed. 

Assuming that everything is properly set, we may pro- 
ceed to take a light cut across the angle. In this case 





Z 


oe 


7) 


J 
Z, 


SSA \9ZZ 














Fig. | we simply use the slides to bring the wheel into contact 
_—Ae with the work, then we may guide the traverse spindle 
the 45 deg. angles true. In order to do this grinding by means of the small knob. This will provide a very 


properly, we must have a suitable wheel. For this pur- 
pose, we shall require an Alundum wheel one-quarter 
inch in diameter by one-eighth inch face and with one- 
eighth hole and the wheel should be Grain 3880, Grade 
K. We may mount this wheel on a special taper that 
will fit into the inside hole of our traverse grinder spindle. 


delicate feed for the grinding wheel and we may “feel” 
the very lightest cut, and for accurate work we must take 
very light cuts. We may feed the slide rest in very care- 
fully until we obtain a clean surface on the angle, then 
we pass the wheel over the work several times with né 
After fitting this taper to our spindle, then we may place further feeding, which will produce a very acumen oe 
the taper in the taper chuck and turn the end to fit the face. The wheel should be kept well oiled while grind- 
hole in our small grinding wheel. If we make the end ing to facilitate removal of the grindings. After we have 
of the taper about one-eighth of an inch longer than the completed the grinding of this angle, then we reverse the 


width of the grinding wheel, then we may thread it and spindle bearing in the chuck, and after truing the bearing 

. Make a small nut to fit. This will provide a suitable carefully we may grind the opposite end of the bearing 
means for securing the wheel on the taper; in fact it will true. This will complete the grinding on our bearing 
THE JEWELERS’ CIRCULAR—KEYSTONE 115 
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AWARDS 
for 

Fine Fancy Watch Crystals 
Made in U.S. A. for American 


and Canadian Cases 


Medium Thick Crystal Clear. ...$1.00 a dozen 
Medium Thick Military 











Crystal Clear ......... aoe 
Double Thick Crystal Clear 
Or Game .4.65..05% 250." ” 
Double Thick Military Crystal 
| Clear or Colored ..... 300" ” 





Handsome colored display card supplied FREE 
with an order for | gross crystals. Order from 
your jobber or write us direct, mentioning job- 
ber's name. Orders filled in 24 hours. 


You can refill your cabinet with FEDERAL crystals 
without changing your present system. Write 
for full information. 


JOBBERS: Ask about our special proposition! 

















HOTEL 
PARAMOUNT 


You're in the 


carl of NEW YORK 











7 aay 





ITALY 1929 









a SS": 
PARIS 1930 LONDON 1932 


FEDERAL WATCH CRYSTAL CO.. wwe. 














. . . The visitor to New York City on 
business knows the importance of a con- 
venient location. That’s why so many 
make The Paramount Hotel their head- 
quarters. 


TIMES SQUARE is the focal point to 
ALL NEW YORK. From here, it is 
a matter of minutes to reach any im- 
portant business district . .. Of course, : 
all theatres, night clubs, restaurants and 





129 FULTON ST. NEW YORK 























“THE PATHWAY TO SUCCESS” 


sPengence or, . & 































i WATCHWORK STONE SETTING points of interest are right on hand. 
| JEWELRY ENGRAVING 

BRADLEY POLYTECHNIC INSTITUTE —700 BATHS 
SCHOOL OF HOROLOGY adeeb 
\ Bort. C Peoria, Ill. Suites and sample rooms available 



















Daily rates... Single from $2-50 
Double from #4.9° 


HOTEL 
PARAMOUNT 


46th Street, West of Broadway 


NEW YORK | 
CHARLES L. ORNSTEIN, Manager 





Cash in on Old WHITE Gold too 


Millions of dollars in out-moded white jewelry are 
available. With the 


New ENLARGED ** Testing 
Precious Metals” 


64 pages, illustrated, by C. M. Hoke, A.M. 




















You can readily appraise all sorts of white pre- 
cious metals as well as yellow gold. Get a copy 
for each employee; never again be fooled by 
stainless steel, low-grade platinum, or cheap 
dentures. A wealth of data, tests, tables, list of 
buyers, definitions, etc. 





















Your dealer, or send a dollar to 


Jewelers’ Technical Advice Co. 


Room 4, 22 Albany Street, N. Y. C. 
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spindle, as we have previously ground the outside of the 
bearing to fit the frame. 
(To be continued) 





National Convention of Watchmakers Called 
for April 19-21 at St. Louis 


Denver, Coto., Dec. 15.—It has been decided to have 
a national convention of watchmakers early in 1935, with 
the idea of. bring together all those who are interested 
in the business arising from the horological craft, whether 
workmen, jewelers, watchmakers, horologists or distribu- 
tors and manufacturers as well as all those who are today 
identified with the watchmakers guilds and horological 
societies that have been organized within the past few 
years. An invitation to participate in this convention 
which will be held at the Hotel Statler, St. Louis, on 
April 19, 20 and 21, has been sent out by the United 
Horological Associations of America by Orville R. 
Hagans, its national secretary, at 3226 E. Colfax Ave., 
this city. The proposed program, subject to changes, 


follows : 
Proposed Program 


April 19, 1935 


Registration of Delegates. 

Luncheon to get acquainted with delegates. 

Opening of Business Session. 

Report of Officers of Associations Affiliated. 

Report of Committees of National Association. 

Proposed Resolutions and Appointment of Various Committees. 

Committing Resolutions to Committees. 

Adjourn for Dinner. 

Addresses by Some City Official of St. Louis. 

Address of the President. 

Addresses of the various Association Chairmen or Delegates of 
non-affiliated organizations. 

General Discussion of Trade Association Matters. 


April 20, 1935 


Resuming Business Session. 

Luncheon. 

Addresses by Invited Speakers. 

Report of Committee on By-Laws. 

Report of Auditing Committee. 

Debating Proposed Changes and Amendments to By-Laws. 
Adjournment for Dinner. 

Guest speakers, Elgin, Horological Inst. and others. 


April 21, 1935 


Voting on Proposed Changes and Amendments.to By-Laws. 
Nomination of Officers. 

New Business. 

Adjourn for Luncheon. 

Election of New Officers. 

Installation of New Officers. 

Selection of Place for Next Year’s Convention. 
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Adjourn 
8 P.M. Banquet and Entertainment. 

The above order of business is not fully completed, but gives an idea 
as to the order. Many changes and additions will no doubt take place at 
the discretion of the Executive Board and President. The above was 
submitted by the President. 

The Association committee in charge of St. Louis ar- 
rangements is headed by John Kruse, chairman, J. 
Andrew Kew, Wm. F. Chanda, and secretary A. C. 
Glasgow, 640 Arcade Bldg., St. Louis, Mo. 

It is hoped to have several deans from various Horo- 
logical Colleges, prominent speakers from the local retail 
Jewelers Association and Horological Institute, a well- 
known speaker from Advertising Club, and other speak- 
ers on other subjects regarding the craft and industry 
will be present. 

Plans are being prepared for a possible time exhibit 
of educational value together with lectures on the various 
exhibits to further the enlightenment of all present. Illus- 
trated motion pictures of many subjects regarding the in- 
dustry will be shown. 

Definite details regarding railroad transportation will 
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be issued in February; reduced fares no doubt will be 
available throughout the United States. 

The planning board is now preparing for suitable dis- 
plays by exhibitors. 

The officers of the United Horological Associations of 
America in addition to Mr. Hagans are: President, Frank 
Foegler, Cincinnati; vice-president, Thomas J. Fagan, 
Boston ; treasurer, Elmer B. Schneider, Toledo; while the 
trustees are: Mac. Guretzke, Milwaukee; C. Wilkerson, 
Denver and Chas. L. Anderson, Chicago. The Execu- 
tive Committee of the Society consists of : Walter Schaefer, 
Indianapolis, Ind.; Jud McCarty, Dallas, Tex.; Jules E. 
Muchert, Dallas, Tex.; H. E. Anderson, Portland, Ore.; 
Samuel Korf, Chicago, IIl.; and Edward Brookman, 
Milwaukee, Wis. 


A Unique Clock 


HE clock illustrated herewith was constructed by P. 

L. Huffstead in his own workshop at 2456 Seventh 
Ave., New York. It is four feet in diameter and weighs 
90 pounds. 

Nine aluminum dials show the time of nine different 
foreign cities. New York time is represented by the large 





Tells time at home and abroad 


dial the hands of which weigh one and one half pounds. 
The second hand device in the smaller dials is cut from 
solid brass and gold plated. These dials show forenoon 
and afternoon time of the respective countries they repre- 
sent by the blue and red signal spots in the small cores in 
the dial, morning hours in blue and afternoon hours in 
red. The large numerals are of wood and are three inches 


high. 


A Watch Style Brochure 


The Helbros Watch Corp., 48 W. 48th St.. New York, has 
issued a striking catalog of the new styles in timepieces it is 
offering to the trade for the 1935 business. The illustrations 
include an interesting selection of ladies’ baguette watches and 
a number of effectively designed wrist watches for men. Re- 
tail prices are indicated, so that the catalog may be used in 
selling to the customer. 























Do You Breathe Dust 
As You Polish? 


It’s a crime, 
absolutely, to 
polish without a 
dust collector— 
even an occa- 
sional article cre- 
ates occasional 
dust — all this 
occasional dust, 
laden with metal- 
lic particles, is 
breathed into 
your lungs as 
you work—what 
then? 

Don’t take this 
Byatt rik Tong, Get 
ere ere er Ee ee one con can 
it is a rough and ready product—It is in 
fact a finely built piece of machinery, highly buy th at will 
efficient in the work it does and very quiet in 2 
its manner of doing it. Many are in use in preven t this 


office buildings and stores where noise would be Hee 
unthinkable. condition. 


_Leiman Bros. Patented 
Polishing Dust Collector 
Get the Catalog 


LEIMAN BROS., INC. 


23 WALKER STREET 156 CHRISTIE STREET 
NEW YORK NEWARK, N. J. 


Makers of Good Machinery for 45 Years 

















* 


OLD 
JEWELRY 


fa 
Accurately 


refined or 
estimated 


* 


Prompt Returns by 
check or money order 


SsSPYCO 


SMELTING AND REFINING CoO. 
MINNEAPOLIS, MINN. 





A neat window card “We Buy Old Gold” 
is yours for the asking. 























SERVICE bl ge a ie 
maximum profit on all 


-220N the Dot precious metals is the 24- 


Hour Guaranteed Service of 
the Cummins organization. We not only pay the highest 
market prices for all metals, but MAIL YOUR CHECK 
THE SAME DAY YOUR SHIPMENT IS RECEIVED! 


Try Cummins Service on your very next package! 


C ; 
A A REFINERS and ASSAYERS of f, i. = 
GOLD, SILVER and PLATINUM Company 
] NORTH EUTAW ST. BALTIMORE, MD. 
























For nearly ninety years we 
have been studying watch 
and clock oil problems. In 
the light of this long experi- 
ence, we exercise supervision 
over every process, from the 
porpoise fisheries to the fin- 
ished product. Nye’s Oil is 
of unvarying high quality. 














| The 


RITZ-CARLTON 
in Philadelphia 





is one of the most famous hotels in the country. Uni- 
versally accepted for its comfort, service and prestige, 
it is in the very heart of the business and-theatrical sec- 


tion and in easy access of all railway stations. 


The next time you are in Philadelphia, discover for 
yourself what a really fine hotel can contribute to your 


comfort and service. 


Room and bath, $3.50 and up 


The RITZ-CARLTON HOTEL 


Broad & Walnut Sts., Philadelphia 


E. G. MILLER, Managing Director 
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WORKSOP WOES € QUIFRITIES 





ROPER PUNCH FOR STAFF.—Which is the 

proper punch, flat or round face, for putting in a bal- 
ance staff and also for bushing pivot holes? (Question 
No. 4905.) J. M. G. 


Answer—Select a round face punch that will fit 
loosely on the collet shoulder of the staff and use this 
punch to rivet the staff. Then use a flat face punch 
of the same size to make a smooth finished surface. The 
same applies to bushings, but the hole in the plate must 
be champfered on each side to allow setting the bushing 
securely. However, the pivot hole should be drilled and 
the bushing beveled while the plate is held in a universal 
head or face plate. 


ATCH CLEANING METHODS.—For years I 

have been using alcohol denatured according to the 
formula called “Elgin Formula No. 1” or “U.S. Formula 
No. 1” for cleaning watches. Now I am told it is no 
longer possible to buy it as the government no longer 
permits its use. The cost of pure grain alcohol is so 
high that the use of much of it is out of the question. I 
have tried using carbon tetra-chloride in place of alcohol 
but it does not seem to dry out parts completely but leaves 
tiny drops of water in screw holes, pinions, etc. I use 
the cleaning solution made from oleic acid, acetone and 
ammonia which is very satisfactory, but I am up against 
the problem of drying out the parts after washing off the 
cleaning solution. Do you know any other kind of de- 
natured alcohol which is suitable for watch work or can 
you suggest a change of method which will not require 


the use of it? (Question No. 4906.) R. E. N. 


Answer—We would suggest that you use denatured 
alcohol according to Formula No. 5 for cleaning your 
watches. If you cannot obtain No. 5 any longer, your 
only course will be to use pure grain alcohol. No de- 
natured alcohol of any kind is quite as satisfactory as 
pure grain alcohol. 


OLD SOLDERING A RING.—Can you tell me 
how to gold solder a cement-filled hollow ring? 
The trade shops do it successfully. We had one re- 
cently which was broken through on top. How was the 
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cement introduced into the rings when they were made? 


(Question No. 4907.) R. E. N. 


Answer—If you will examine your cement filled hol- 
low ring carefully you will find there was a hole left in 
the ring some place and the cement was forced into this 
hole with a small syringe, as the cement could be easily 
melted in the syringe and a slight amount of pressure 
would force it into the ring. 


OLDERING SILVER RINGS.—We have trouble 
to solder these sterling marquistie and other style 
silver rings. It takes so much heat. We use borax and 
emery. What do you recommend as a solder flux for 
hard soldering silver? (Question No. 4908.) 
S. A. A. & BROS. 


Answer—About the only requirement in soldering 
sterling silver rings is to apply your heat properly and 
use a suitable flux. We cannot understand why you 
would use borax and emery, as emery has no possible flux 
uses. Of course, your trouble may be with the silver 
solder that you are using. We could not judge that 
without having a sample to test. 


ERMAN SILVER BUCKLES.—Will you kindly 

give me a formula for a solution in which I can 
wash off German Silver buckles after they have been 
polished? I have washed them in a solution of soap, 
water and ammonia and then rinsed them off in water 
and finished them by dipping them in alcohol and drying 
them off in box-wood sawdust, but they always tarnish 
as soon as they come in contact with the air. I am 
also interested in a formula for a solution that will pre- 
serve the surface and keep them from tarnishing after 


they are finished. (Question No. 4909.) ¥. 4 


Answer—In regard to a wash for your German 
Silver buckles. We would suggest that you omit the 
ammonia as this has a tendency to tarnish German Silver 
or brass. If there is very much polishing compound left 
on the buckles wash them with benzine first which readily 
removes the greasy compounds, then wash with hot soapy 
water and dry quickly as you have been doing. If you 
wish to prevent the tarnish we would suggest that you 
lacquer them. 
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Gap & 
SANDERS 


LTD. 





| Manufacturers would 
| not recommend us to 


their friends if they 
were not satisfied 
themselves. 





SWEEP 


SMELTERS 
BIRMINGHAM, ENG. 





So eT TTT TIT UIMLALNM MILI 





Send us your 


OLD GOLD, SILVER, PLATINUM 


Gold Filled Cases, Optical Scrap, Etc. 
Prompt and accurate returns Guaranteed Gy 
We are now paying 6%¢ per kt. 


4 Generations of Service 
N. L. SHTEINSHLEIFER swerrer « 


78 Bowery, New York City REFINER 











EDWARD R. TYLER 


6237 Champlain Avenue : CHICAGO 








THE AUCTIONEER with a 
national reputation for con- 
ducting legitimate, progres. 
sive, profitable and successful 
sales, who specializes in dis. 
posal of merchandise wished 
sold, and ability to realize 
dollar for dollar or better for 
clients. 


WRITE — Wire 








The BEST “BUY”? in 
New York HOTELDOM 


HOTEL EDISON 


47th Street just West of Broadway 


ig 
FLA 
Ad 


L110 Sansom Street Philadelphia. Pa. 








poet of everything . 
you desire in a hotel at amaz- 
ingly low rates—perfect location 
in the heart of Times Square... 
adjacent to all theatres .. . New 
York’s newest hotel... extra 
large rooms — large closets — 
comfortable furnishings — wide 
windows assuring an abundance 
of light and air. 

1000 ROOMS 1000 BATHS 


1000 RADIOS 
Rooms from $2.50 a day 
Garage Opposite Hotel 


NEW YORK 
JOHN L. HORGAN, General Manager 


tEEVE & MITCHELL CO. 


SINCE 1898 
NON-TARNISHING 


NNEL BAGS and ROLLS 











LITTLE WATCH FACTORY 
2 West 47th St., New York 
We SPECIALIZE IN WATCH REBUILDING 


Send us old, worn watches and old movements. They can be converted into an 
absolute salable condition. They will be repaired, fitted in latest designed sport 
cases with dials to match at reasonable prices. 











Ten 


The 
Wonderful 


Solders gold, platinum, silver; welds platinum; 
anneals, tempers, brazes, melts. One-hand 


control. 


Circular 733 tells all about it. 


Times Quicker— 
Ten Times Better 


Oxy-g 
ke‘ -Jewel Torch 
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Manufacturers Queried as to Prices and 


Customers 
Code Authority of Wholesale Jewelry Trade Sends Questionnaire 
Asking Facts From Which It Can Decide as to Price 
Differentials That Are Fair 

PHILADELPHIA, Pa., December 1.—There is unusual 
interest in the jewelry trade in the questionnaire which is 
now being sent out to the manufacturing jewelry trade 
with reference to sales to the wholesalers of the country. 
This has been done by the Code Authority of the Whole- 
sale Jewelry Trade of this city in a letter by H. R. Rine- 
hart, the secretary, and asking the percentage of each 
manufacturer’s sales to wholesale jewelers and the per- 
centage they sell to mail order houses, co-operative buying 
organizations, chain stores, department stores and retail 
jewelers or jewelry repair shops. 

This information is asked for under the general whole- 
sale code signed by the President last January which pro- 
vides for the differentials in the price of primary sellers in 
the price that they may make to several classes of buyers. 
This does not prevent reasonable and fair differentials 
being allowed on the basis of quantity purchased or some 
other factors. 

The letter sent out to the manufacturers by Secretary 
Rinehart of the Code Authority reads as follows: 

“SECTION 1. DIFFERENTIALS—In any di- 
vision in which manufacturers, importers, mills, or other 
primary sellers sell coincidentally to several classes of 
buyers the Divisional Code Authority, subject to the 
approval and with the advice of the Administrator, may 
arrange for a conference of all interested parties, includ- 
ing primary sellers or the Code Authority governing 
them, for the purpose of defining and establishing price 
differentials which shall be fair and reasonable in relation 
to the nature and extent of the distributing services and 
functions rendered by each buying class. Such differ- 
entials shall include all elements affecting the net price, 
such as discounts, terms, and allowances. 

“The Divisional Code Authority, with the advice and 
consent of the administrator and after all interested 
parties shall have been given an opportunity to be heard 
on the matter, shall formally announce the price differ- 
entials which are deemed fair on specific products. When 
the Divisional Code Authority announce that a fair whole- 
sale price differential has been established on any product 
by sources competent to adequately serve the wholesalers 
in the Division, then and thereafter, or until the Di- 
visional Code Authority announces that such fair price 
differentials have been discontinued, it shall be an unfair 
trade practice for a wholesaler or distributor to handle 
such product unless the price at which it is sold to him 
allows or provides for such fair price differential. 

“Nothing in this section shall be construed to abridge 
the right of manufacturers to sell direct to retailers or 
the right of retailers to buy direct from manufacturers. 

“Nothing in this section shall be construed to prevent 
reasonable and fair price differentials from being allowed 
on the basis of quantity purchased or such other factors 
as the Administrator shall deem proper.” 

As you will note from the above, this Section provides 
that this Divisional Code Authority may arrange fgr con- 
ferences for the purpose of establishing differentials which 
are fair and reasonable in relation to the nature and extent 
of the distributing services and functions rendered by each 
buying class. 
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It is the desire of this Divisional Code Authority to act 
promptly under the above Section of the Code and we, 
therefore, wish to secure from every manufacturer of 
Jewelry or kindred lines the information requested on the 
enclosed Differential Blank. 

It is requested, therefore, that you fill in and return the 
enclosure to us at your very earliest convenience. 

The accompanying questionnaire enclosed reads: 

DIFFERENTIAL QUESTIONNAIRE 


(In Re Article VIII, Section 1 of The General Wholesale Code, 
Approved January 12, 1934.) 


The National Wholesale Jewelers’ Association, 
505 Arch Street, 
Philadelphia, Pa. 


GENTLEMEN: 


In accordance with your request, we give you the following information 
with reference to our selling policies: 


1. What percentage of your Sales are to Wholesale Jewelers? 


Kdacehes teakucdanned % 

2. At what percentage above Wholesale Jewelers prices do you sell? 
Mall Order. Mioeits,  22''i«jt#*(i‘ eSC«*#‘ MGS w un % 
Co-operative Buying Organizations =... .... cece eee ence % 
Chain Stee (_—t*t(tCt! * €CF ce tnneennneteseunel % 
Depestesant See «= —i(‘( Kk)” OC WS emawcwandewedeeead % 
Retail Jewelers or Jewelry Repair Shops © 


(In answering this question, please use percentages, 
or enter “Don’t sell,” or if you sell on the same 
basis as Wholesale Jewelers enter “Same price.”) 

In view of the Differential Clause (Article VIII, Section 1) of the 
Code for the Wholesaling or Distributing Trade, do you contemplate 
any change in your present sales policy?......cccccccccccccccecccccees 
‘. f so, please state when same will be effective, and the nature of such 
changes. 


COP ReO eee eH EEE HEE 


I hereby certify that the above information is accurate and complete. 





New Merchandise Plan Controls Distribution of 
Belais White Gold Rings 


The H. A. Wilson Co., Newark, owners and manufacturers 
of Belais White Gold, are introducing a radically new mer- 
chandising plan, so far as ring merchandise is concerned. 
This plan is more or less alike in several ways to the sales 
plans which have been introduced by leading watch and silver- 
ware companies. 

“Not how many, but how well.” This is the basis for the 
new Belais White Gold idea. The H. A. Wilson Co. is going 
to a limited number of high-grade wholesale jewelers to dis- 
tribute and merchandise Belais White Gold ring creations. 
Some call this “controlled distribution.” The H. A. Wilson Co. 
is prepared and ready to offer very substantial cooperation to 
these wholesale distributors of their products. 

As a result of the select character and limited number of 
wholesalers distributing Belais products, wholesalers and, in 
turn retailers, will be aided by a clean-cut, straightforward 
merchandising set-up that assures them of fair opportunities to 
make a legitimate profit which jewelers are entitled to. 

This merchandising plan is being supported by a very com- 
plete trade advertising program through the use of the major 
jewelry publications, attractively designed and illustrated direct 
mail pieces, electro and mat service for wholesaler’s catalog 
printing and retajler’s newspaper advertising. Retailers who 
select Belais White Gold creations from their wholesalers will 
receive a counter plaque which shows that they are authorized 
dealers of Belais White Gold creations. 





In the December issue of The Keystone appeared an 
article, ““More Store Traffic and More Profits,” which 
was written by R. M. Hay, 405 Main St., Coshocton, 
Ohio, but through an oversight his name as the author of 
the article did not appear. Since that time THE JEWEL- 
ERS’ CIRCULAR and KeEysTONE has been combined, and 
we take this occasion to call attention to the omission. 











Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
ef the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 
———————— 


Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75. 








STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
73892, New York. 





HUB-DIE CUTTER, artistic, accurate, 
also capable of making tools and wax 
models. Address “P., 2218,” care 
Jewelers’ Circular-Keystone. 





TOOL MAKER, first class on jewelry 
tools, specialized on rings and watch 
cases. Address “M., 2213,” care Jewel- 
ers’ Circular-Keystone. 





IF YOU ARE IN NEED of a watch- 
maker, jeweler or optician, write to 
Henry Paulson & Co., 37 So. Wabash 
Ave., Chicago, IIl. 





EXPERIENCED watchmaker, clock and 
jewelry repairman, desires position with 
reliable firm; best of references. Sage 
Dugan, 316 Laurel Ave., Olean, N. Y. 





WATCHMAKER, highest class, no job too 
large; prefer 50-50 proposition; pay 
only what I earn; married. W. L. 
Etheridge, Gen. Del., Raleigh, N. C. 





HIGH GRADE WATCHMAKER, repair 


department head, salesman. Address 
“F, 2310,” care Jewelers’ Circular- 
Keystone. 


WATCHMAKER, JEWELER, engraver, 
Bradley trained, age 21, one year’s 
practical experience; will go anywhere. 
Thos. B. Bunch, Oxford, Miss. 





PPRRMANENT POSITION January 1, 1935, 
all-around watchmaker, jeweler, en- 
graver, diamond setter; outh; state 
wages first letter. W. T. Lambert, 1219 
12th St., Augusta, Ga. 





FLORIDA POSITION, watchmaker-jewel- 
er-engraver, in small store; watch- 
maker 14 years, graduate, age 32 years, 
married. 222 N. Harris Ave., Colum- 
bus, Ohio. 





WATCHMAKER, German, age 33 years, 
married, two years’ experience, neat 
and dependable; salary $18 per week. 
Address “W., 2226,” care Jewelers’ Cir- 
cular-Keystone. 





EXPERIENCED WATCHMAKER desires 
position; also can do light jewelry re- 
pairing and engraving, stone setting; 
married, age 38. “Watchmaker,” 1405 
Evergreene St., Montgomery, Ala. 





WANTED, permanent position by com- 
petent watchmaker, 10 years’ experi- 
ence; now employed; references on re- 
quest; 27, single; will go anywhere. A. 
E. Wood, Rome, N 





FIRST CLASS WATCHMAKER, Al me- 
chanic, 20 years’ experience, desires 
position New York or vicinity; salary 
$25. Address “E., 2236,’’ care Jewelers’ 
Circular-Keystone. 





DESIGNER AND MODEL MAKER, 
wishes to make a change; 18 years’ ex- 
perience in fine diamond jewelry line; 
best of references. Address ‘‘S., 2255,’’ 
care Jewelers’ Circular-Keystone. 





CREATOR RHINESTONE STYLES, is 
open for position with high grade manu- 
facturer; able to make own models in 
white metal. Address “V., 2256,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, German, 34 years of age, 
competent on all grades and sizes, com- 
plete outfit of tools, desires position any- 
where. Address ‘‘V., 2284,’’ care Jewel- 
ers’ Circular-Keystone. 





DIAMOND MAN, American, 35, desires 
responsible position with an established, 





reputable diamond firm, anywhere; 
$2400. Joseph Hunt, 2463 Grand Ave., 
New York. 

WATCHMAKER, 17 years’ experience 


on all eae of watches and clocks; age 
36; will go anywhere; best of references. 
Address “‘P., 2253,” care Jewelers’ Cir- 
cular-Keystone. 





BOOKKEEPER, STENOGRAPHER, 10 
years’ experience diamond importers, 
and jewelry; entire charge of office; ex- 
cellent references. Address “T., 2257,’’ 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, expert mechanic on all 
makes, 20 years’ experience, reasonable 
salary, desires permanent position; mar- 
ried, age 39 years. Address “T., 2283,” 
care Jewelers’ Circular-Keystone. 








POLISHER on fine platinum or any other 
gold work; five years in last place; best 
of references; New York City only. Ad- 
dress ‘‘W., 2286,” care Jewelers’ Circu- 
lar-Keystone. 








POSITION WANTED AT ONCE by 4-1 
watchmaker and manufacturing jeweler 
25 years’ experience; best references’ 
Address “B., 2316,” care Jewelers’ Cir. 
cular-Keystone. 








COMBINATION watch repairer and op- 
tometrist, by examination in Illinois: 
have tools and instruments; experienced 
refractionist. Address “D., 2318,” care 
Jewelers’ Circular-Keystone. 








MANUFACTURING JEWELER, setter on 
hand made platinum jewelry, designing 
through finishing complete, seeks op- 
portunity with advancement possibili- 
ties; have own tools. Address “K., 2174,” 
care Jewelers’ Circular-Keystone, 





SALESMAN, having long acquaintance 
with department store buyers, retail 
jewelers, Middle West territory, would 
like to connect with a manufacturer. 
Address “Reliable, 2178,’’ care Jewelers’ 
Circular-Keystone. 





FIRST-CLASS watchmaker and _ sales- 
man, a finished workman, desires 
steady position; South preferred; will 
consider salary and commission basis. 
Address “N., 2214,” care Jewelers’, Cir- 
cular-Keystone. 





WATCHMAKER, married, 20 years’ ex- 
perience on all makes; watches and 
clocks, bracelet watches correctly re- 


paired; moderate salary; convincing 
es Write Box 481, Enfield, 





I AM A COMPETENT WATCHMAKER, 
steady, dependable, 36, 13 years’ ex- 
perience, married, desire permanent 
position, preferably in Great Lakes 
region; available immediately. J. C. 
Swain, 600% N. 8rd, Longview, Texas. 





CERTIFIED WATCHMAKER open for 
position; neat appearance, age 27, mar- 
ried; 11 years’ experience; able to wait 
on trade if necessary; state salary. Ad- 
dress ‘‘O., 2252,” care Jewelers’ Circular- 
Keystone. 





YOUNG LADY bookkeeper-stenographer, 
10 years’ experience, novelty jewelry 
concern; take full charge of office; ex- 
ecutive ability. initiative; references. 
Address “‘A., 2260,’’ care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, expert work, employed 
by one of the largest firms in the South, 
15 years, and other before; do block 
work; South or East preferred; best of 
reference. Address “G., 2239,’’ care 
Jewelers’ Circular-Keystone. 





ENGRAVER, DIAMOND SETTER, 
salesman, high class, 15 years’ experi- 
ence, some repairing; permanent work 
immediately; South or West preferred; 
start 15th; references. Address “G., 
2242,”’ care Jewelers’ Circular-Keystone. 





SALESMAN, 20 years’ experience, desires 
up to the minute manufacturer’s line; 
following among the best jobbers, im- 
porters and department stores in the 
East. Address “Y., 2287,” care Jewel- 
ers’ Circular-Keystone. 





Al WATCHMAKER-SALESMAN, 37, 20 
years’ experience, including complicated 
watches and clocks, close timing; capa- 
ble managing and buying; references. 
Address ‘‘H., 2296,’’ care Jewelers’ Cir- 
cular-Keystone. 
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SITUATIONS WANTED—Continued 








= 
DY, 10 years’ experience, fac- 

— "ee, ring manufacturer, capable 
taking full charge stock, filling orders, 
repairs, weighing metals, etc. Address 
“G., 2295,’’ care Jewelers’ Circular-Key- 


stone. 








YOUNG MAN WITH CAR desires position 
as chauffeur to salesman; acquainted 
with roads; at present employed in re- 
tail jewelry store; furnish excellent ref- 
erence. Henry, Phone Volunteer 5-2982, 


New York. 











SALESLADY-BOOKKEEPER, man y 
years’ experience in gold and platinum 
line, good knowledge diamonds, special 
orders, repairs, salesman’s samples; 
highest references. Address “V., 2285,” 
care Jewelers’ Circular-Keystone. 





BUSINESS ASSISTANT, lady, reliable, 
experienced, capable taking charge 
salesroom, office, aSsist generally ; satis- 
factory references. Telephone Cathedral 
8-5324, or write ‘‘G., 2311,’ care Jewel- 
ers’ Circular-Keystone. 





COMBINATION watchmaker, jeweler; 
light engraving, stone setting; 15 years’ 
all around experience; permanent posi- 
tions only considered; very reasonable 
salary. Address ‘“‘J., 2312,’’ care Jewel- 
ers’ Circular-Keystone. 





JEWELRY DESIGNER, 19 years with 
one of the largest firms in U. S.; expert 
on new and special order work ; capable 
of managing; available Jan. 1; prefer 
New. York; married. A. Deutsch, 992 
Fox St., New York. 





AVAILABLE JANUARY 15TH, watch- 
maker, 15 years’ experience on high 
grade Swiss and American watches, 
close timing and adjusting; front man; 
best references; American. Address 
“J., 2248,"’ care Jewelers’ Circular-Key- 
stone. 





MANAGER INSTALMENT, several years’ 
experience, A-1 salesman; original win- 
dow trimming ideas; checks credits, care 
of collections, advertising sales promot- 
ing; college education; salary second- 
ary. Address “‘C., 2234,’’ care Jewelers’ 
Circular-Keystone. 





SALESMAN, acquainted with retail and 
wholesale jewelers from coast to 
coast, will arrive New York City Jan. 
1 to entertain either exclusive or 
side line propostion for 1935; 
thoroughly familiar with every angle 
of jewelry business and just com- 
pleted successful year; I am single 
and financially responsible. Address 
“V., 2221,” care Jewelers’ Circular- 
Keystone. 





MANAGER CREDIT STORE, live wire; 
18 years’ experience as forceful sales- 
man, supervise credits, specialist 
Pp & Ls, write advertising, sales pro- 
moting, originating new ideas, pepping 
up business and trimming effective 
windows; can produce results; fine 
references. Address “K., 2153,” care 
Jewelers’ Circular-Keystone. 











RETAIL SALESMAN, thoroughly experi- 
enced selling in every conceivable 
branch; fully qualified estimating watch 
or jewelry repairs; recognized ability for 
trimming windows and creating sales; 
age 31, single; New York or Philadel- 
phia preferred; nominal salary to start. 
Address “‘D., 2235,” care Jewelers’ Cir- 

cular-Keystone. 





WATCHMAKER, EXPERT, 15 years’ 


experience, five years with nationally 
known importer of watches, two 
years with nationally known jobber 
of American watches, now employed 
but seeking better connection; fast, 
accurate, dependable; New York or 
vicinity. Address ““W., 2228,” care 
Jewelers’ Circular-Keystone. 





CREDIT LADY, expert bookkeeper, high- 


ly efficient, thorough knowledge of both 
wholesalers and retailers; unquestion- 
able references ; former connection most 
outstanding; executive position only. 
Address “L., 2315,” care Jewelers’ Cir- 
cular-Keystone. 





EXPERT WATCHMAKER, 


10 years’ 
practical experience at bench and as 
salesman; can take in work and de- 
liver, also do light jewelry work; age 
30, married; best of references; now 
employed but desire change. Address 
“H., 2321," care Jewelers’ Circular- 
Keystone. 





STORE MANAGER with unquestion- 


able references, now employed same 
capacity with one of the foremost 
stores in the East, wishes to effect a 
new connection; exceptional record 
as merchandiser salesman and T. O. 
man, knows his credits, collections 
and advertising ; not a desk manager 
but an active producer with years of 
experience; seeks a connection with 
credit jeweler in city of 100,000 up- 
ward, requiring this type executive; 
a $7,500 year man at a new low fig- 
ure. Address “N., 2251,” care 
Jewelers’ Circular-Keystone. 








Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








SALESMAN, 


\ experienced Swiss and 
American watches, mid-west or any ter- 
ritory. Address “A., 2288,” care Jewel- 
ers’ Circular-Keystone. 





SALESMAN with New York City show- 


room, wishes to represent progressive 
manufacturer of jewelry, silverware or 
novelties. Address ‘‘K., 2276,’’ care 
Jewelers’ Circular-Keystone. 





WANTED American watch line, also 


men’s and ladies’ silver and gold set 
rings from a manufacturer; commission 
basis, no drawing account. Address “F., 
2266,’’ care Jewelers’ Circular-Keystone. 





ORGANIZATION consisting of 12 sales- 


men calling on retail jewelers, covering 
the entire country, seeking an additional 
reputable manufacturers line. Milton 
Golden, 307 Fifth Ave., New York, N. Y. 





SALESMAN DESIRES LINES for West- 


ern jewelry trade; 18 years on territory; 


can furnish best of references. Ad- ~ 


dress ‘‘F., 2294,’ care Jewelers’ Circular- 
Keystone. 





PACIFIC COAST SALESMAN having 


watch line desires low priced platinum 
mounting line, plain and semi-mounted ; 
have very good following: best of ref- 
erences. Address “R., 2219,” care Jewel- 
ers’ Circular-Keystone. 











SALESMAN with New York showroom 


desires contact with manufacturer of 
silverware, chromium, clocks, dresser 
sets, toilet articles or kindred lines. Ad- 
dress ‘‘L., 2277,’’ care Jewelers’ Circular- 
Keystone. 





WATCH CASE LINE, also low priced 
watch line, or other items, competitively 
priced, by salesman covering wholesalers 
and retailers, Middle West. Address 
“New York, 2274,’ care Jewelers’ Cir- 
cular-Keystone. 





PACIFIC COAST SALESMAN desires 
manufacturer’s line of watch attach- 
ments; good following; best of refer- 
ences; straight commission. Address 
“D—D., 2293,”’ care Jewelers’ Circular-Key- 
stone. 





SALESMAN thoroughly experienced and 
a@ proven producer with an established 
following amongst the _ better rated 
jewelers in the Middle West, wishes to 
represent a reliable concern. Address 
“R., 2254,” care Jewelers’ Circular-Key- 
stone. 





SIDE LINE WANTED for Chicago and 
Middle West territory by well known 
watch salesman, on strictly commission 
basis; good following among retailers 
and wholesalers; will be in New York 
from January 7 to 14th. Address “New 
York, 2273,’ care Jewelers’ Circular- 
Keystone. 





SALESMAN, reliable and competent, for 
past 14 years calling on best jewelers 
from New York to Texas, will take 
good line of mountings, which must be 
real fine and prices right; will also con- 
sider real good line of reliable watches, 
or anything else worth while; expect to 
start early in January. Address Alfred 
S. Corey, 68 Nassau St., New York. 





“CHINA”; Sennet Freres, 75 Nanking 
Road, Shanghai, China, well known 
wholesale jewelers, established in China 
since 1870, having thorough sales or- 
ganization covering the entire country, 
wishes to consider any jewelry, glass- 
ware, leatherware and fancy y= 
line; all catalogues and offers will be 
appreciated and carefully studied; ex- 
clusive agency basis preferred. 





SAM C. STEINMANN, America’s Good 
Will Ambassador, the Nation’s out- 
standing traveling sales representa- 
tive for the past 20 years, selling the 
jobbers, department stores, credit 
stores, etc., is in the market for suit- 
able platinum, gold, silver lines; will 
only accept non-conflicting lines; 

_commission basis only. 105 Fulton 
St., New York City. 





I AM OPEN for a high-grade line of 
jewelry, or a fine line of compacts, to 
cover Philadelphia, Baltimore and 
Washington and large cities in the 
Middle West, calling on the finest de- 
partment stores and jewelers; now 
carrying one of the most outstanding 
lines of rhinestone jewelry; covering 
above territory over 25 years; highest 
reputation and most successful sales 
record; only concerns in good standing 
need apply. Address “G., 2205,” care 
Jewelers’ Circular-Keystone. 





MANUFACTURERS LINE WANTED by 
Chicago salesman for Middle West 
territory; commission basis, no ad- 
vances, no drawing account; well 
known, with background of success- 
ful merchandising ; splendid contacts 
with installment houses, retail jewel- 
ers, department stores, wholesalers 
and mail order houses; age 37; good 
references, the best of which is my 
sales record during slim years; will 
come East for interview. Address 
“New York, 2272,” care Jewelers’ 
Circular-Keystone. 












(Continued on page 124) 
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Special Notices 


(Continued from page 123) 








Hide Lines. 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








SIDE LINE SALESMAN to sell diamond 
mounted jewelry to retail trade. Ad- 
dress ‘“‘New York, 2222,” care Jewelers’ 
Circular-Keystone. 





SIDE LINE SALESMAN to sell diamond 
mounted jewelry to installment houses 
and department stores. Address ‘‘New 
York, 2246,” care Jewelers’ Circular- 
Keystone. 





MANUFACTURER of popular-priced line 
of gold wedding rings and mountings 
desires traveling salesman to represent 
same as side line to the jobbing trade; 
commission basis. Reply to “O., 2215,” 
care Jewelers’ Circular-Keystone. 





WANTED, SALESMAN to carry a com- 
plete line of leather watch straps calling 
on retail and wholesale jewelers; give 
full particulars of territory covered. Ad- 
dress “D., 2261,’’ care Jewelers’ Circular- 
Keystone. 





WANTED, high class salesman calling on 
jewelry and department store trade, to 
represent Mirpo Silver Polish as side line 
on commission; good territory still open. 
yang Products Mfg. Co., LaPorte, In- 

jana. 





SALESMEN for all parts of U. S. to 
carry complete line of leather wrist 
watch straps; must have following 
among watch material houses and job- 
bers; give lines carried and territory 
covered. Address “F., 2204,” care 
Jewelers’ Circular-Keystone. 


EXPERIENCED MEN in various terri- 
tories for an outstanding diamond ring 
and wedding ring line; only salesmen 
with another line carried over from 
1934 are wanted; this advertiser is a 
direct importer of diamonds and the 
line one of the best in the industry. 
Address “B., 2200,” care Jewelers’ Cir- 
cular-Keystone. 





TRAVELING SALESMEN WANTED, for 
the Middle West and South, also one 
for the Pacific Coast to represent a 
well known manufacturer of a popular 
line of platinum ring mountings; only 
those who have an established clientele 
for this class of merchandise need ap- 
ply. Address “K., 2210,” care Jewelers’ 
Circular-Keystone. 


r 





WANTED, SALESMAN ealling on le- 
gitimate trade to sell our own spe- 
cially cased Elgin watch line at prices 
which meet all competition; com- 
mission basis only ; give full particu- 
lars first letter, lines carried, terri- 
tory covered. Address “M., 2300,” 
care Jewelers’ Circular-Keystone. 


Help Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WATCHMAKER AND JEWELER from 
Oklahoma; experienced on all watches. 
Address ‘‘H., 2247,”" care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER for a retail jewelry 
store; state experience, salary and 
hours willing to work. Address “J., 


2271,”’ care Jewelers’ Circular-Keystone. 





SALESMAN to cover New England, New 
York and Pennsylvania with well-known 
line of Swiss watches. Address ‘“‘J., 
2297,” care Jewelers’ Circular-Keystone. 





SALESMEN (side line) covering New 
a and Southern territories; an 
exclusive line of snappy sterling novel- 
ties; write stating age, qualifications, 
references, etc., also mention states 
covered. Address “C., 2201,” care 
Jewelers’ Circular-Keystone. 





SALESMEN to carry attractive, salable 
line of Swiss watches to the retail jewel-. 
ry and department store trade; men 
with established trade in various parts 
of the United States wanted on strict 
commission basis. Address “J., 2207,” 
care Jewelers’ Circular-Keystone. 





MANUFACTURER desires a salesman 
with a side line to carry mountings, 
wedding rings, etc.; big and wonderful 
line; no drawing account; state if you 
travel by car and also the territory 
you cover. Address “M., 2268,’’ care 
Jewelers’ Circular-Keystone. 





SALESMAN looking for an attractive 
Swiss line of watches with a new sell- 
ing feature as a side line; territory 
South and Middle West; only experi- 
enced man with following; good op- 
portunity. Address “C., 2317,” care 
Jewelers’ Circular-Keystone. 





SALESMEN WANTED, Middle Western, 
Pacific Coast, New England, Metropoli- 
tan and surrounding territories calling 
on jewelry chain stores and jobbers to 
carry as side line composition ring and 

watch boxes; state references and ter- 

ritory. Address “C., 2290,’’ care Jewel- 
ers’ Circular-Keystone. 








REPRESENTATIVE WANTED for Mid- 
dle West for ladies’ and men’s stone 
ring line for jobbing trade. Acme Ring 
Mfg. Co., 445 So. 10th St., Newark, N. J. 





WATCHMAKER, young man, preferably 
one who can make sales, small retail 
store, New York City; references. Ad- 
dress ‘‘R., 2280,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER AND SALESMAN, must 
be experienced in credit store work; a 
permanent position for immediate ac- 
ceptance. Address “Illinois, 2245,’ care 
Jewelers’ Circular-Keystone. 





WHOLESALE IMPORTING novelty 
jewelry concern desires services of ex- 
perienced salesman; Middle West and 
other territories open; commission. Ad- 
dress “A., 2197,’ care Jewelers’ Cir- 
cular-Keystone. 





SALESMEN WANTED on _ platinum 
jewelry with established trade for New 
York; also salesman traveling to the 
Coast; give full details, strictly con- 
fidential. Address “D., 2202,” care 
Jewelers’ Circular-Keystone. 





SALESMEN WANTED for attractive 
Swiss watch line in connection with one 
other line, for Middle West and Pa- 
cific Coast; nice drawing. Address 
“P,, 2279," care Jewelers’ Circular- 
Keystone. 











WATCHMAKER IMMEDIATELY; salary 
plus commission; must be able to re. 
pair baquette watches, do plain en- 
graving and stone setting; send refer. 
a C. M. Hay, 405 Main, Coshocton, 

oO. 





SALESMEN, side line, selling retailers, 
wanted by manufacturer of watch 
straps and bracelets; liberal commis- 
sion; experience and auto necessary, 
Write ‘“K., 2249,” care Jewelers’ Cir. 
cular-Keystone. 





WANTED, combination watchmaker, en- 
graver and plain jewelry repair man in 
a Southern store; please state age, ex- 
perience and give references in first 
letter. Address “‘F., 2264, care Jewel- 
ers’ Circular-Keystone. 





SALESMAN for Pacific Coast and tribu- 
tary territory desired by well-known 
ring house; in applying, kindly state 
full experience of past representations; 
all replies confidential. Address “‘O., 
2278,’’ care Jewelers’ Circular-Keystone, 





SALESMAN to carry a popular watch 
line on commission basis for the Pa- 
cific Coast, Kansas and neighboring 
states, Wisconsin and _ neighboring 
states. Address “‘B., 2289,’’ care Jewel- 
ers’ Circular-Keystone. 





OPPORTUNITY OPEN for live wire, 
energetic, real salesman _ with old es- 
tablished firm in Middle West; must be 
good window dresser, capable of man- 
agement with an absolutely honest and 
successful background. Address “B., 
2231,” care Jewelers’ Circular-Keystone. 





HIGH CLASS costume jewelry manufac- 
turer desires two young ladies to super- 
vise silver and gold jewelry depart- 
ments; must have creative and man- 
agerial ability, age, experience, salary. 
Address “E., 2262,” care Jewelers’ Cir- 
cular-Keystone. 





MANHEIMER WATCH COMPANY, 35 
East Wacker Drive, Chicago, Illinois, 
has opening for salesman to travel in 
Middle-West and South; must be expe- 
rienced and know jewelers in territory; 
in applying give details of experience, 
territory traveled and references. 





WATCHMAKER FOR TRADE SHOP 
who is capable of turning out good 
work on all makes of Swiss and Ameri- 
can watches; must be able to vibrate 
hairsprings and do good work both 
fast and accurately. Wichita Manu- 
facturing Jewelry Co., 200 Bissantz 
Bldg., Wichita, Kansas. 





SALESMAN to represent’ well-known 
manufacturer of white gold and plat- 
inum mountings, wedding rings and 
completely mounted rings, Central, 
Mid-West and East; exceptional oppor- 
tunity for experienced man. Address 
“M., 2250,” care Jewelers’ Circular-Key- 
stone. 





REPRESENTATIVE WANTED, 30 to 
years of age, with following 
among reputable retail jewelers in 
New York and New England States; 
one who wants to connect with a 
young progressive wholesale house 
which handles a popular priced line 
of jewelry and novelties; in answer- 
ing state experience and reference; 
commission basis and settlement once 

a month. Address “A., 2230,” care 
Jewelers’ Circular-Keystone. 
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HELP WANTED—Continued 
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_ 








NTED, SALESMEN to_ represent 
ee aard well-known Swiss watch line, 
opular priced; many territories open; 
straight commission basis, to men car- 
rying other non-conflicting lines; give 
full details first letter. Address ‘‘W., 
9258,” care Jewelers’ Circular-Key- 


stone. 








WANTED, a combination jeweler, en- 
graver and stone setter, an all around 
man, who can do new work; must be 
sober, honest and industrious; none but 
the most efficient need apply; send ref- 
erences with application;; position in 
Southern City. Address “G., 2267,” care 
Jewelers’ Circular-Keystone. 





RIGHT NOW master watchmakers are 
wanted in the better shops, only 
skilled master workmen, trained in 
today’s methods on modern watches 
meet the demand; they are getting 
the cream of the jobs and real sal- 
aries; write for our Big Free Book on 
watchmaking, engraving, jewelry and 
diamond setting and learn how you 
too can get this master training. Chi- 
cago School of Watchmaking, 641 
Ashland Block, Chicago, Illinois. 








for Sale. 


Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








FOR SALE, splendid bargain on attrac- 
tive jewelry store in Northern Illinois; 
owner in ill health. Address “F., 2238,’ 
care Jewelers’ Circular-Keystone. 





JEWELRY STORE, stock and fixtures, 
reasonable rent; opportunity for watch- 
maker and optometrist; will sell at bar- 
gain. C. H. Atkins, Rye, N. Y. 





FOR SALE, jewelry and repair business, 
established 26 years; located in New 
Jersey; owner is retiring, and will sell 
reasonable. Address ‘‘X., 2128,’ care 
Jewelers’ Circular-Keystone. 





GRAND OPPORTUNITY at bargain, nice 
jewelry store in finest climate. Why 
freeze? $750 without stock; act quick, 
busy season just starting. C. Tesch, 
Sarasota, Florida. 





JEWELRY STORE, with, without, or 
part of stock for sale; repairs alone 
will pay your expenses; very low rent; 
New York City. Address “Z., 2224,” 
care Jewelers’ Circular-Keystone. 





JEWELRY STORE established 15 years 
in Brooklyn, N. Y., suitable for a watch- 
maker; lots of repairing, also selling. 
Inquire by letter to “L., 2299,” care 
Jewelers’ Circular-Keystone. 





FOR SALE, small jewelry store, located 
in heart of city, near The Norris Dam; 
fine opportunity for watchmaker. Ad- 
dress “K., 2314,’ care ‘Jewelers’ Cir- 
cular-Keystone. 





JEWELRY STORE, nice fixtures, low ex- 
pense, Eastern Ohio; good repairs; 
without stock, three hundred dollars. 
Address “C., 2306,’ care Jewelers’ Cir- 
cular-Keystone. 








FOR SALE, JEWELRY BUSINESS, best 
location in good 8000 town, only one 


other store, large territory, Eastern 
Iowa; $10,000 layout for about $5900. Ad- 
dress “‘S., 2282,’’ care Jewelers’ Circular- 
Keystone. 





WELL ESTABLISHED jewelry store in 
Milwaukee; 10 years in present loca- 
tion; clean stock, plenty watch work; 
low rent; selling on account of age. 
Reply to ‘‘N., 2301,” care Jewelers’ Cir- 
cular-Keystone. 





FACTORY AND OFFICE for sale, fully 
equipped for manufacturing jewelry of 
every description; excellent light; 
downtown New York; reasonable rent. 
Address “B., 2303,’’ care Jewelers’ Cir- 
cular-Keystone. 





FOR SALE, gold buying and jewelry 
store, well established in good location 
downtown Brooklyn; reasonable price; 
good reason for selling. Address “H., 





2313,’’ care Jewelers’ Circular-Key- 
stone. 
FOR SALE, small, well-established 


jewelry store, modern stock and fixtures, 
low rent; excellent proposition for 
ambitious, reliable combination watch- 
makers. Only sincere buyers reply to 
Norman, 808 N. McCadden Place, Los 
Angeles, Calif. 





JEWELRY STORE FOR SALE; $350 
will handle deal; in business for 25 
years; rent $12 a month; has stood the 
depression; reason for sale death in 
family; location Western Pa. Address 
a 2305,’ care Jewelers’ Circular-Key- 
stone. 





AVAILABLE AFTER JANUARY 1ST; 
one of the finest jewelry stores in 
Westchester County, New York; store 
a success since opening; low rental; 6 
o’clock hours; sell with or without 
stock; retiring from business. Ad- 
dress “E., 2203,” care Jewelers’ Cir- 
cular-Keystone. 





AN ANNOUNCEMENT! Retiring because 
of poor health; will make fair and amic- 
able arrangement to use my name, 
trademarks and all matters appertain- 
ing to present business established 
1905; will require at least $5000 invest- 
ment, and in addition a nominal sum 
in cash for office fixtures, etc., which 
are required for the business and for 
above privileges and benefits; my busi- 
ness includes special jewelers necessi- 
ties, which I will continue to sell for 
cash only to manufacturers, wholesalers 
and retailers from Coast to Coast, and 
which I have exported to foreign coun- 
tries; if desired a mail-order business 
can be acquired; ninety per cent of my 
specialties are of my own invention and 
designs, and are non-competitive; as I 
desire to retain a nominal interest in 
the firm, I will gladly cooperate with 
the investor, if desired. Address ‘Safe 
Investment, 2302,” care Jewelers’ Cir- 
cular-Keystone, 








For Sale. 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








COMPLETE watchmaker’s and engraver’s 
tools. in excellent condition for Sale 
cheap; inquiries solicited. Chas. E. 
Luthy, 1220 River St., Boise, Idaho. 


WHILE THEY LAST, two special jewel- 
er’s safes, ready for immediate use, can 
be bought very cheap; must be dis- 
posed of. Store, 44 West 29th St., New 
York. Murray Hill 4-3809. 





YOUR AMBITION to own a Jurgensen, 
Patek, Vacheron, chronometer, split sec- 
ond, or other fine used movements can 
be realized for small outlay; send for 
description. Henry Morriss, 18 Wash- 
ington St., Tenafly, N. J. 





SHOP EQUIPMENT, benches, polishing 
dust collectors, presses, dies, drop ham- 
mers, rolls, furnaces, scales, safes, bot- 
tom prices; favorable terms. Leiman 
Bros.. 152 Christie St., Newark, N. J., 
and 23 Walker St., New York. 





AMERICAN REBUILT WATCHES, com- 
plete or movements 7 to 23 jewel, 
grades standard makes; we buy your 
surplus watches; check by return mail 
same day as received; get our ces on 
rebuilts. Klar & Winterman, 2310 Elm 


St., Dallas, Texas. 





WATCH CASES for every movement, 
every shape, quality and size; now is 
the time to put your movements in the 
latest modern designed cases; send us 
your movements and let us supply you 
with cases and dials; compare our 
prices; 6%1, 6%1 Chrome, hand en- 
graved 60 cents, three for $1.50; 10K. 
RGP, $1.40; combination cases and 
dials to take all movements, in chrome, 
$1.15; in yellow, $1.65; 0/S, 3/0, 10/0, 
6/0 90 cents ea.; pocket cases, $1.00 up; 
price discount in small quantities; free 
circular. Hudson Case Co., 80 Bowery, 
New York. 








Business Opportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade refer- 
ences. Announcements must pass the strict 
censorship requirements of The Jewelers’ 
Circular. 








DO YOU WANT CASH for any part of 
your stock or stock and fixtures? Write 
or wire S. Siegel & Co., 718 Vine St., 
Cincinnati, Ohio. 





HIGHEST PRICES PAID for old move- 
ments. Ship movements to Hudson Case 
Co., 80 Bowery, New York, express 
collect. 





HIGHEST CASH PRICES PAID for dia- 
monds, watches, jewelry; money by re- 
turn mail; bank references; all business 
strictly confidential. Emil Noel, 29 E. 
Madison St., Chicago. 





ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, 37 Cornhill, 
Boston, Mass. 





GANSBERG BROS., LNC., will buy your 
surplus or entire stock and fixtures or 
estates for cash our direct outlet 
enables us to pay you higher prices; 
bank and trade references of the 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454. 





(Continued on page 126) 
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Special Notices 


(Continued from page 125) 





BUSINESS OPPORTUNITIES—Con’t 








ARE YOU GOING OUT OF BUSINESS? 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage; rating and ref- 
erence of the highest order. Van 
Praag & Co., 718-720 Broadway, New 
York, established 1889. 





WE PAY MORE; before selling 
jewelry or fixtures, see us; small or 

_ large stock; we see you at our ex- 
pense and give bona fide cash offer; 
(or send surplus stock and get cash 
by return mail); best references. 
Colmes Brothers, 11 Beacon St., 
Boston, Mass. 





HIGHEST CASH PRICES PAID for all 
or part of your jewelry stock, with or 
without fixtures; we have bought out 
and liquidated leading jewelry con- 
cerns; communicate with us without 
obligation; established 36 years, same 
address. Brooklyn Purchasing Syndi- 
cate, Frank Walker, Proprietor, 610 
Broadway, Brooklyn, N. Y. Telephone: 
Pulaski 5-1798. 





GET THE CASH AND MORE, too, from 
us; we have bought some of the largest 
stocks in the country; none too large 
nor too small for us to handle; all cor- 
respondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect, receive check by return 
mail; no obligation to accept offer, if 
unsatisfactory, but since others have 
been satisfied, you will too; bank and 
trade references upon request; wire to- 
day to have our representative call if 
you have a complete stock to close out, 
otherwise ship your surplus goods and 
receive cash. ordon Bros., 18 Prov- 
ince St., Boston, Mass. 








Wanted to Purchase. 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








WANTED, coin, silver spoons, articles, 
odd pieces, sterling silver, trays, tea and 
coffee sets, complete, or part. Trois, 65 
Wall St., Norwalk, Conn. 





WANTED, New Century engraving ma- 
chine; give full particulars and lowest 
eash price. Address “D., 2307,” care 
Jewelers’ Circular. 





BOOKS, “The Watchmaker’s Hand Book” 
by Saunier, revised by Abbott; “The 
Modern Clock” by Goodrich. W. E. 
ar cide 1662 Hobart St., Washington, 





ENGRAVING MACHINE slightly used, 
model GIL Deckel or equivalent; 
give complete description. Write “L., 
2211,” care Jewelers’ Circular-Key- 
stone. 





WANTED, anything in watch materials, 
jeweler’s supplies, job lots, samples or 
department to be removed; dial printing 
outfit, crystals, etc. What have you? 
Write Gasser, 48 W. Bay St., Jackson- 
ville, Fla. 








WANTED, SHIP’S CHRONOMETER, 
polishing motor, two Webster-Whit- 
comb lathes, two countershafts, two 
motors 1/12th horsepower, set W.-W. 
raising blocks, 40 W.-W. chucks size 
10 and smaller, screw tail stock W.-W., 
Grossman inside measuring gauge 1/100 
m.m., Waltham Horological School staff 
and jewel cabinet, genuine staffs and 
jewels. Time Shop, 49 West South 

Temple Str., Salt Lake City, Utah. 










Watch Work for the 
Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








SEND ALL YOUR WATCH REPAIRS to 
the Factory P. Tieche, 95 Nassau St., 
New York, N. Y., repairs and mate- 
rials; quick mail service. 


#M#liscellaneous. 
Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








——— ey 
es 


PATENT ATTORNEY secures paten 
trade-marks, copyrights; call or 
me your sketch or model; confidential 
advice; literature. ‘ Polachek, 
1234 Broadway, New York. 





ELECTRIC CLOCKS REPAIRED, also 
chime, French, ship and antique clocks; 
work guaranteed; prompt, reasonable; 25 
years’ experience; special attention to 
out-of-town work. J. Rosehberg, 83 
Canal Steg New York; Dry 4-1340. 





GUARANTEED watch repairing (no 
cleaning machine), expert watch- 
makers; promptest service; trial 
order will convince. S. A. Peck & 
Co., 55 East Washington St., Chi- 
cago, Ill. 





HIGH CLASS watch repairing for the 
trade; guaranteed results that will hold 
your confidence at prices that are mod- 
erate; excellent references furnished ; 
out of town accounts solicited; Holmes 
Protection. Haskel Melnick, 19 Cliff St., 
New York. 





ACCURATE HAIRSPRING vibrating; 
flat, 65 cents; breguet, $1; send 
wheel and bridge; this price applies to 
all makes and sizes; we unconditionally 
guarantee our hairspring vibrating to 
run from on time to within three 
minutes a day; also balance staff fit- 
ting, $1; try us once and judge for 
yourself. The H. & T. Steffes Co., Box 
711, Springfield, Ill. 








To Let. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





MANUFACTURING JEWELER, with es- 
tablished private trade, will rent space 
to responsible watchmaker; light office; 
reasonable. Charles Fischer & Co., 15 
West 47th St., New York. 








COMPLETELY EQUIPPED diamond 
jewelry office; fine mahogany fixtures, 
tables, safe with vault, etc.; very low 
rent; West 47th St., New York. Address 
“H., 2269,” care Jewelers’ Circular-Key- 
stone. 





OFFICE SPACE, North light, in vicinity 
of 47th Street and Fifth Ave., New 
York; suitable for a diamond merchant 
or jobber; telephone and stenographer 
service. Address ‘‘K., 2298,’’ care Jewel- 
ers’ Circular-Keystone. 





OPTOMETRIST; double window jewelry 
store, give one window, half store, lo- 
cated Boston, Westchester R.R. station 
and Lexington Ave. subway station 
New York; 5000 commuters daily; full 
particulars. Address “H., 2206,” care 
Jewelers’ Circular-Keystone. 


Lost 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








LOST, diamond and ruby watch, Elgin 
movement, 28 baguette-shaped_ dia- 
monds and 28 baguette-shaped rubies 
in the platinum watch case and brace- 
let. Communicate at once with The 
A. F. Smith Co., Inc., Omaha, Neb. 











BROTHER CLOCK REPAIRER, a postal 
will bring you my marvelous new way 
how to bush a clock without taking it ~ 





apart. Reick, Jeweler, Centreville, 
Michigan. 
A. T. WESTLAKE, JR.; patents de- 


veloped, models and watch tools made, 
assistance given on watchmakers’ prob. 
lems; correspondence solicited. 165 
Jayne Ave., Patchogue, N. Y 





LEARN WATCH REPAIRING by doing 
it; thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 111 West 
111th St., New York City. 





WATCHMAKERS! increase your ability 
through the highly recommended 
books: “‘Rules and Practice for Adjust- 
ing Watches” and ‘Practical Balance 
and Hairspring Work’’; circulars free. 
Walter Kleinlein, Waltham, Mass. 








YOU WANT A POSITION 
YOU WANT A SALESMAN 
YOU WANT A WORKMAN 
YOU WANT TO EXCHANGE 
YOU WANT A PARTNER 
YOU WANT TO SELL OUT 
YOU WANT TO SELL TOOLS 
YOU WANT TO LET A PLACE 
YOU WANT ANYTHING 





USE THE 


Want Advertisements 


of the 


Jewelers’ Circular- 
Keystone 
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Imports & Exports of Watches and 
Clocks During October 


WaAsHINGTON, D. C.—According to the 
preliminary figures just compiled by the 
Division of foreign trade statistics, we 
imported watch movements during Octo- 
ber amounting to $365,203, of which all 
but $1,246 came from Switzerland. Dur- 
ing the same month we imported watch 
parts valued at $45,895 and jewels for 
movements of $82,019. 

During the same month we imported 
clocks and movements valued at $1,697 
and clock parts of $1,713. 


Exports 


During October, exports of domestic 
watches with jewels amounted to $2,444 
and watches without jewels, $14,502, 
while parts of watches exported amounted 
to $9,961. 

In October our exports of mantel, 
novelty and wall clocks amounted to $2,- 
446, one-day alarm clocks, $21,067 and 
other clocks and parts (except electric), 
$12,409. 


Henry B. Wright 


ProviwENcE, R. I., Dec. 16— Henry 
Beeckman Wright, gold and silver refiner, 
Sabin St., this city for many years, died 
yesterday at his home, 54 Hawthorne 
Ave., Eden Park after a long illness. 

He was in his 66th year. Mr. Wright 
was widely known to the jewelry trade 
and in Masonic circles. He came to 
Providence more than 30 years ago from 
New York, where he was born, Oct. 22, 
1869. He became associated with refinery 
firm of John Austin & Sons with whom 
he remained until about 15 years ago 
when he established his own business. 

He is survived by his widow, a son 
and two daughters. 





Max Kameras 


Max Kameras, a former manufacturing 
jeweler, died Wednesday, Dec. 12, at his 
home, 1349 E Fifteenth Street, Brooklyn, 
of heart failure. 

Years ago Mr. Kameras was one of the 
largest gold chain manufacturers of New 
York. Born in Russia, 74 years ago, he 
learned the jewelry business there and 
came to this country in 1894. He started 
in business for himself first on the Bow- 
ery and then on Canal Street. About 1900 
he moved to the Maiden Lane district. 
For the last three or four’years he was in 
the optical business at 95 Nassau Street. 

Deceased was a life member of Mar- 
shall Lodge 848, F. & A. M. He is sur- 
vived by his widow, Molly Brown, and 
a son, Boris, who is carrying on the op- 
tical business. 





Leipzig Fair Dates Announced 


The Leipzig Trade Fair will be held 
from March 3 to 10, maintaining the 
schedule followed for over 700 years. 

Indications of a general upturn in world 
trade are found in the advance bookings 
which assure an attendance of 100,000 
business men from 72 countries. More 
than 8000 exhibits will be contributed by 
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a score of the leading countries including 


the United States. “As goes the Leipzig 
Fair,” runs the old adage, “so goes busi- 
ness for the year to come.” 





Jewelry Tax in November Reported as 
$155,924 


Wasuincton, D. C., Dec. 20—The Bu- 
reau of Internal Revenue reports that the 
jewelry tax collected in November was 
$155,924.66, compared with $356,407.94 
collected in the same month in 1933. 

The November taxes covered the sales 
of jewelry for $25 or above made in the 
month of October. 


Harriet N. Richardson 


Mrs. Harriet M. Richardson, president 
of Enos Richardson & Co., 23 Maiden 
Lane, well-known firm of manufacturing 
jewelers, died on Nov. 27 at the age of 
88 years. She had resided in New York 
all her life, succeeding to the presidency 
of the firm in 1907 upon the death of her 
husband, Frank H. Richardson. 

Funeral was held from the Broadway 
Tabernacle, with burial in Greenwood 
Cemetery, Brooklyn. 





New Litigation Over Infringement of 
of Patent Cravat Chain 

A patent suit was started, Dec. 12 in 

the United States District Court, New 


York, by the Wreal Cravat Holder Co. 
against the Globe Novelty House, Inc., 








of New York and the Crest Specialty 
Co. of Chicago. The complaint charges 
infringement of patent issued to Amsy L. 
Wurster, for a chain cravat holder, and 
asks for the general remedies including 
accounting of profits and damages. 

The article embodied in this suit was 
placed in the market by the Crest Spe- 
cialty Co. and is said to be the one that 
was the subject of controversy in the 
past, in connection with the claim that 
its sale violated the code of the Medium 
and Low Priced Jewelry Manufacturing 
Industry and violated a design registra- 
tion under that code. 





Watch for This Watch 


On Dec. 3 Cary Tabb, an attorney, 
residing at 2430 Top Hill Road, Louis- 
ville, Ky., was found unconscious in front 
of 2430 Grinstead Drive, and he had been 
hit on the head and robbed of his purse, 
contents unknown, and a yellow gold 
open-face Waltham watch with red enam- 
eled face and gold hands with the name 
“J. B. Payne” or initials “J.B.P.” en- 
graved on the back, case No. 864858, 
movement No. 7735296. Mr. Tabb died 
a few days later without regaining con- 
sciousness, and the only clue at hand to 
his murder is the description of this 
watch. 

If this watch should come to the atten- 
tion of any jeweler for repairs it should 
be held and the Department of Police, 
Bureau of Detectives, Louisville, Ky., no- 
tified. 





Auctioneer’’ 


Telephone: Rector 2-0677 


AUCTIONS 


Trade Everywhere. 


Results unequalled! 


@ Write for illustrated 





JAMES L. HAND 


*‘America’s Leading Jewelry 


14 Maiden Lane, New York 


Cable Address: Handsale, New York 


STRICTLY ETHICAL 


CONDUCTED UNDER THE RETAIL JEWELRY CODE! 


A quick inexpensive way to raise cash or liquidate your entire stock. The 
legitimate “Hand Auction” will bring far better results than by selling 
in bulk. Your reputation well guarded. Known favorably by The Jewelry 
Have conducted many auctions under supervision 
United States and Canadian Courts, for Banks, Trust Companies, Executors, 
Trustees, Receivers, Representative Jewelers and Members National Jewelers 
Board of Trade. No stock too large or too small! 








Experience! Ability! 


@ Free information on 
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